©" MORE, PLEASE 


Our survey shows consultants with hot skills 
are getting everything they want. Page 50 


Yep, there are swanky parties and celebs galore. But there 
are also 10-hour days and only nukable food. Profile, page 62 


¥ IT LIFE AT PLAYBOY 


FLASHBACK T0 1969 


America saw a man on the moon, Woodstock, 
Unix and the beginnings of Arpanet. Page 76 
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TECH ED MAKES 


JOHN FURTON, CIO at Peapod, has deployed 300 PalmPilots at two 
warehouses for filling online grocery orders 


PDAs 


GET SERIOU 


ERSONAL DIGITAL 
just personal gadgets anymore. Matt 


ASSISTANTS aren’t 


Hamblen discovers quays 


that some pioneer- 

ing IT departments 
plan to deploy hundreds of 
handheld devices to connect workers with corpo- 
rate databases or to run key business functions. 
Report is on page 20. 


£5 will like the Palm VII, but oni 


ell Kay's review is on page 66. A 
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| than a year now. 


CORPORATE PLAY 


BY SHARON GAUDIN 


| AND KIM S. NASH 


REDM 


Microsoft Corp. has been talk- 
ing about becoming an enter- 
player for 


prise-class more 


At its annual 
TechEd 
ers conference 
this week, the 


company will fo 


develop- Focus: Wind 


Detaiis 


cus on showing 
customers that, 
with the 


later this year of 


arrival 


Windows 2000, 
that time has 
come. 

“It’s all enterprise- 
level functions,” said Michel 
Gambier, Micr 
manager for 


PET PROJECTS BID 
FOR Y2K FUNDING 


Savvy IT managers 
aren’t falling for it 


about 


osoft’s product 
Windows NI 


BY JULIA KING 
Like overnight millionaires 
year 2000 


are suddenly 


project 


managers 
finding them 
selves flooded with requests to 


fund a wide assortment of 
cash-worthy IT initiatives. 
There are desperate pleas 
for new PCs, operating system 
upgrades and new versions of 
applications software. Imaging 
systems and optical character- 
recognition readers have also 
turned up on wish lists. 
lhe catch is that very few of 


Pet Projects, page 93 


io ek 
ows 2000 


| Microsoft to debut enterprise- level 
functions, tools for Win 2000 at show 


Server. He added that Mi- 
crosoft will make several Win- 
2000-related 
at the TechEd confer 
ence, including the following: 

gm Server consolidation. Mi- 


dows announce- 


ments 


crosoft is teaming 
up with Intel Corp 
to tout the ability 
to run multiple ap 
plications or mul- 
tiple instances of 
applica- 
tion on one Win- 
2000 Data 
A 


the same 


dows 
Center 
demo will be run 
on Intel’s 
be-released 8-Way 
Pentium III Zion System. 


server. 


yet-to 


w Process control. Sequent 
Computer Systems Inc. and 
Microsoft developed a too] to 
manage a network’s workload 
by enabling information tech- 
nology administrators to des- 


ignate specific processors to 
handle certain applications. A 
L 


key function is that the rules 


will persist even after a reboot. 


snsion to Microsoft's 

ion pro 

gramming interface set from 
IBM, which will let businesses 
of two 
nodes. Brian 


Netfinity {| 
Raleigh 


a maximum 
eight 
Sanders, IBM’s 


uct manager in 


Lode 
nodes 


said that if seven of the ei 


workload 


Windows 2000, page I 


3-D IMAGES MAY 
OPUR WEB BUYS 


Multimedia sites seek 
to re-create in-store feel 


nodes fail, the 


BY JULIA KING 
Will that 
suit make me look fat? 

in I see home plate from a 


Yankee 


nato-red b 1g 


seat in Section 213 at 
Stadium? 
Online shoppers can 


see the answers to those < 
other questions on a handful o 
Web sites that are 

new interactive, 3-D and pet 
sonalization technology 
consumers’ 


sigged to mimic 


3-D Images, page 16 


J. D. EDWARDS ERP NOT ALL-IN-ONE 


Green-screen apps must 
augment OneWorld suite 


BY CRAIG STEDMAN 


Some early users of J. D. 
Edwards & Co.’s OneWorld 
ERP software have found a sur- 
prise waiting for them: They 
also needed to install the ven- 
dor’s green-screen applica- 
tions that run only on IBM’s 
AS/400 systems. 


Performance issues and 


missing functionality are push- 


companies to augment the 
2-year-old OneWorld 
with the more stable 


ture green-screen 


suite 
and ma- 
software, 
said several users who spoke at 
the annual meeting of J. D. Ed- 
wards’ independent user group 
here last week. 


J. D. 


coexistence 


Edwards does supply 
technology that 
lets the old and new products 
run together off of a single 
database, and the users who 
J. D. Edwards, page 93 





Are You Open To 
A New Point Of View? 


Hetwork/T Pro HP OpenView NNM" 
2-D Map / 
3-D Real Worid interface 
Active Object Repository 
Agent View/Manager 
Automatic Baseline Calculation 
Automatic DHCP Synchronizer 
Built-in RMON Analysis 
Business Process Views 
Discovery Wizard And Live Status 
Distributed State-Machine (DSM) 
DSM Configuration Wizard 
DNS Discovery 
Event Management 
Built-in Customizable Event Correlation 
Frame Relay Option 
Historical Trending 
Layer 2 Network Connectivity 
Network Management Policies 
Performance Scope 
Shared Calendar Objects 
Switch Management Option 
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ur role evolves to encompass other enterprise require- 
ments, you can incrementally implement additional 
solutions in an integrated fashion. Just what 
you would expect from the industry leader in 


network and systems management 


t of all, Network/T — Re f To change your network management 


rt of ( 


art of CA's family - . point of view, visit our website at 
slaimed management E 2 www.cai.com/ads/networkitpro or 
jucts built on a commor z call 1-877-2 GO FOR IT. 
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AO Caer VCE Rerliencme | 
keeping star staff like Nicole 

VEU al eee mM mlm h 
want to try, ClOs say. Page 40 
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CVS SHOWS that sometimes 40 


it’s easier to buy your way on- 
line than to build 


USERS REFUSE to switch 


outsourcers — out of conve- 


nience, not satisfaction. 


GATES WOOS CEOs, but 


many say he focuses too much 
on gadgets, not enough on 
solid business tools. 


LINUX ATTRACTS app and 


game vendors, though corpo- 
rate users still have doubts. 


IBM, ORACLE ROLL OUT 


mobile databases to catch 
Sybase in handheld market. 


IBM EXPANDS rivoli scope, 


aiming to manage everything 
from mainframes to laptops. 


DISASTER SUPPLY compa- 


nies thrive in conflict areas but 
lack the tech to be as efficient 
as they should be. 


OPINION 


OUTSOURCERS SLASH 


prices to get deals; should cor- 
porate IT do the same? John 
Gantz asks. 


FEDS CLAIM that courts 
hinder catching Web crooks, 
but Ann Harrison reports that 
the criminals have industrial 
espionage in mind. 


MORE | 
Editorial/Letters | 62 
How to Contact CW | 
Shark ‘Tank | 
Stock Ticker | 
Company Index 


62 


DISTRIBUTOR MONITORS 


staff movements, but is it good 
customer service or Big 
Brother redux? 


INSIDERS COMMIT many of 


the worst computer crimes. 


RETAILERS CUT their 


e-commerce groups loose to 
help them compete better. 


THE SOCIAL SECURITY 
Administration says it’s Y2K 
ready. What about the Boston 
Celtics? 

SYSTEMS AIM to manage 


complex inventory of contracts 
to nail discounts. 


MANAGEMENT GURU 


offers tips on how to handle 
global management teams. 


INTERNATIONAL e-com 


merce is a myth, Jim Champy 
argues. It’s just too complex. 


CONSULTANT SALARIES 
skyrocket, our survey shows, 
because good ones are impos- 


sible to find. 

GENERALISTS RULE in 
e-commerce, where specialists 
are overwhelmed. 


SENIORS OFFER a huge 


new market online, but you 
have to know how to cater to 
them. 


SERVICE GUARANTEES 


mean nothing without teeth to 
back them, Joe Auer advises. 


PLAYBOY: what's it like to 


work in IT there? Pretty cool. 
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SOFTWARE 

USERS FIGURE out how Mi- 
crosoft’s Windows CE (hand- 
helds) and NT Embedded (of- 
fice devices) will mesh. 


BOEING TURNED to 
ChiliSoft to run Microsoft’s Ac- 
tive Server Pages on non-Mi- 
crosoft platforms. 


LOW-COST Spotfire data min- 


ing tools deliver the goods. 


HARDWARE 


REVIEW: PALM VII makes it 


easier to provide secure access 


to legacy databases. 


A POPULAR cell-phone 


encryption algorithm is vulner- 
able, a group claims. 


NETWORKS 


MCI WORLDCOM'’S security 


may give its global-managed 
VPN an edge. 


RUSSIAN NEW YEAR 
revisited: We correct and 
clarify a recent Hack of the 
Month column. 


A HACK SHOWS Pentium 11 


serial numbers can still be 
lifted; Intel shrugs. 


EMERGING COMPANIES: 


A start-up’s tool customizes 
Web sites — during a cus- 
tomer’s first visit. 


EXEC TECH: rv tuner cards 


need some adjustments. We 
review three. 


FLASHBACK: in 1969, Unix 


was born and the first Arpanet 
nodes were connected. 


OFFICE 2000 


Administrative tools and self-help 
features draw early adopters to 
the Microsoft suite. Page 74 


INFORMATION 
TECHNOLOGY 
ISN*T ABOUT 
TECHNOLOGY; 
TECHNOLOGY 
IS ABOUT 
HOW YOU RUN 
A BUSINESS. 
Il IS INTEGRAL 
TO WHAT 
WE DO. 


JACQUES NASSER, PRESIDENT 
AND CEO, FORD MOTOR CO.., 
AT CEO SUMMIT. 

SEE PAGE 8. 
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AOL Chief on DOJ Call 


Microsoft Corp. on Friday deposed 
America Online inc. CEO and Chair- 
man Steve Case to ask about a tele- 
phone call made to the U.S. Depart- 
ment of Justice (DOJ) before AOL's 
November takeover of Netscape 
Communications Corp. DOJ lead 
lawyer David Boies was alerted to 
“sensitive discussions” between 
Netscape and AOL several weeks 
before the Oct. 19 start of the anti- 
trust trial, Case said. Microsoft has 
argued that the AOL/Netscape deal 
demonstrates competition in the In- 
ternet software market and has 
suggested that AOL wanted to 
“warn Boies off” from asking an 
AOL executive about the merger 
when he testified for the govern- 
ment. Microsoft and the DOJ are 
talking about a possible settlement. 


ARDEA NON EI AE, 0 SO LT 


Raytheon Drops Suit 


Raytheon Co. has dropped its law- 
suit against 21 people it said had 
disclosed proprietary information on 
the Internet. The defense contractor 
had subpoenaed several Internet 
service providers in an attempt to 
unmask those who allegedly di- 
vulged company information in pub- 
lic areas on the Net (CW, April 5). 
Four employees left Raytheon as a 
result of its probe; 17 others have 
been counseled about their actions. 


$0.08 Deal Sets Up 
Health Care Web Site 


Healtheon Corp. and WebMD Inc. 
said they would merge in a $5.5 bil- 
lion stock swap intended to create 
the largest Web medical information 
source for physicians and con- 
sumers. Backers of the deal include 
Microsoft, intel Corp. and Excite 
inc. “This undercurrent of business 
relationships and partnerships will 
be difficult to challenge,” said Mike 
Davis, an analyst at Gartner Group 
Inc. in Stamford, Conn. 


Short Take 


GENERAL ACCOUNTING OFFICE in- 
vestigators said they hacked into 
NASA systems that caiculate posi- 
tioning data for orbiting spacecraft 
and that process scientific data re- 
ceived from these spacecraft. 





CVS ‘TAKES SHORTCUT 
TO WEB COMMERCE 


$30M Soma deal may jump-start No. 2 
drugstore, but some say overhaul needed | 


BY STACY COLLETT 
vs CorP’s planned 
purchase of on- 


line drug seller 
Soma.com for $30 
million offers an 
important lesson in e-com- 
merce strategy: Sometimes it’s 
cheaper to buy than to build 
As the health industry be- 
comes the latest hotbed of In- 
ternet development, No. 2 CVS 
and its archrivals, No. 1 Wal- 
green Co. and No. 3 Rite Aid 
Corp., each planned to develop 
online selling capabilities. But 
CVS intends to leapfrog com- 
petitors by putting a full-ser- 
vice pharmacy online by late 
summer instead of year’s end. 
CVS, based in Woonsocket, 
R.I 
pensive buying an online re- 
tailer could be,” said Sandy 
Raju at Merrill Lynch & Co. in 
New York. “You think they’re 
going to be a couple hundred 
million dollars. But it’s $30 mil- 
about what 


“didn’t realize how inex- 


lion — which is 
they would have spent devel- 
oping a site of their own.” 

which 
in January became the first In- 
company to launch a 


pharmacy site, gives CVS an 


Seattle-based Soma, 


ternet 


immediate online presence, a 
management team with Inter- 
net experience and a fully au- 
tomated fulfillment center, of- 
ficials said 

Soma also gets instant name 
recognition and relationships 
with CVS’s 9,000 insurance 
providers and inventory of 55 
which 


million prescriptions, 


Soma had struggled to build. 
CVS is a $15 billion chain with 
4,100 stores in the eastern half 
of the U.S. 
But 
Soma.com is by no means a 
turnkey e-commerce strategy. 
CVS plans to expand Soma’s 
3,000 pharmacy products to 
10,000, including CVS-labeled 
products. It will also offer a 
photo-processing service. 
“The only way they could 
meet that need is to pretty 
much overhaul the infrastruc 


its 


ture — server capacity, cata- 
fulfillment 
ture,” said Carol Ferrara, an an- 
alyst at Gartner Group Inc. in 
But the benefits 
gained in terms of online pres- 


logs, infrastruc- 


San Jose. 


Linux Takes Flight on Northwest Simulators 


takeover of 


JUST THE FACTS 


CVS’s Tech 
Prescription 


May 1999: Buys online drug seller 
Soma.com for $30M to speed Internet 
presence 

January 1999: Launches customer- 
level data warehouse software to iden- 
tify customers’ buying patterns and tar- 


| get direct-mail campaigns 


June 1998: Pays S10M for wireless 
LAN infrastructure and handheld scan- 
ners to automate inventory process 
February 1998: Buys Arbor Drug 
Corp. for $1.48B 

February 1997: Buys Revco DS Inc. 
ence and name 
make the overhaul 
trade-off, she added. 


recognition 


an easy 


Soma officials were unavail- 


able for comment. 


| 
| 
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Some fulfillment and distri- 
bution systems from the two 
companies will dovetail, ac- 
cording to Todd Andrews, a 
CVS spokesman. Soma’s ful- 
fillment center in West Ches- 
ter, Ohio, is 100 miles from 
CVS’s distribution center in 
Indianapolis and will supply 
front-store products to Soma. 
Also, both companies use the 
same automated prescription- 
filling system. 

The Soma deal is the latest 
in a string of technology-relat- 
ed moves by CVS to broaden 
its market reach (see chart). 

Industry said 
Soma’s sale was a good move 
for that company, which had 
been struggling to forge rela- 
tionships with insurers. But 
don’t expect other start-up on- 
line drug sellers like Drug- 
store.com, PlanetRx Inc. and 
Rx.com to give up yet. Drug- 
store.com last week 
nounced its plan for an initial 
public offering. But Soma’s low 
sale price will likely weigh 
down Drugstore.com’s price 
per share, analysts said. D 


observers 


an- 





OS used in $34M pilot training systems 


BY DAVID ORENSTEIN 
Call it 
earning 
finding enthusiastic users as 
the real-time operating system 
for flight and driving simula- 


a driving force that’s 


its wings: Linux is 


tors. 
Northwest Airlines 
spending about $34 million to 


convert its 23 flight simulators 


Inc. is 


from various older platforms 
as VAX to Pentium II- 
based systems running Linux, 


such 


said staff engineer Bob Aguglia 
in Eagan, Minn. The five-year 
project with consultant Opini- 


cus Corp. in Clearwater, Fla., 
began last November. 
Opinicus has ported the For- 
tran code of one of the flight 
simulation applications to Lin- 
ux. The system is being re- 
viewed by the Federal Aviation 
Administration, Aguglia said. 
Simulators are sophisticated 
and demanding applications. 
Although they must run in real 
time, they must also account 
for the 90-millisecond delay 
the flow of hy- 
draulic fluids in a simulator to 
ensure that what the pilot sees 


created by 


Y2K Bill Faces ‘Watered Down’ Alternative, Veto 


BY PATRICK THIBODEAU 
he U.S. Senate may vote in 
the next two weeks on legisla- 
tion that would limit year 2000 
liability for companies. But the 


leading proposal faces obsta- 
The White House contin- 


ues to threaten to veto it, and 


cies 


last week, a group of Democ- 
rats offered a competing plan. 
John Kerry (D-Mass.) 
and Senate Minority Leader 


Sen 


Tom Daschle (D-S.D.) unveiled 
their which 
they said protects consumers. 
But critics called it a watered- 
down version of a bill with bi- 


own legislation 


partisan support introduced by 
Sen. John McCain (R-Ariz.). 
The McCain bill would en- 
sure that a company’s damages 
couldn't exceed its responsibil- 
ity. But under the Kerry bill, a 
company could get socked for 


the entire damage amount if it 
didn’t pass certain tests. Both 
allow for a 90-day wait before 
litigation can start. 

Mark Taylor Murphy, infor- 
mation director at 
Magla Products Inc., a maker 
of work gloves in Morristown, 
NJ., said he believes the cool- 
ing off period will encourage 
parties “to work through their 
differences.” D 


systems 


| 
| 
| 
| 


| 


and how the simulator moves 
are perfectly synchronized, 
Aguglia said. 

The Minneapolis company 
auditioned several vendors last 
year. Systems based on Mi- 
crosoft Corp.'s Windows NT 
and IBM’s AIX Unix were pro- 
posed, but Aguglia and col- 
league Duane Sebens of North- 
west’s Hardware Engineering 
unit vouched for Linux as a 
choice capable of competing 
with mainstream com- 
mercial operating systems. 

Many corporate information 
technology departments 
still deciding whether Linux — 
a free, open-source variant of 
Unix — is reliable enough to 
run smaller applications such 
as file and print servers. 

At Princeton University in 
Princeton, N.J., where profes- 
sor Warren Powell of the Cas- 
tle Laboratory develops simu- 
lation systems for the freight 
industry, an upgrade of a large 
but aging Sun Microsystems 
Inc. system running Solaris 
was put on hold in favor of Lin- 
ux, which runs on cheaper 
hardware. In a related multi- 
media lab, Powell said, Linux 
may take over for Silicon 
Graphics Inc.'s [rix Unix. D 


more 


are 





SyncSort tames the data beast 
and slashes data warehouse load time by up to 90%. 


Data warehouse staging can be really wild. You have 
data from different sources, in different formats, sorted 
in different ways — a jungle of data to select, reformat, 
clean, standardize, aggregate, and sort. 

SyncSort whips that data into shape fast. Jobs that 
took days take hours, jobs that took hours take minutes. 


Designed for high volume, SyncSort speeds loads, reorgs, 


indexing, and sorted extracts for reports or handoffs. 


Visit us at Data Warehouse World, Navy Pier, Chicago, May 26-27, Booth #109. 


And SyncSort is available for all major platforms: 
UNIX, Windows NT,° and mainframes. 


Tame the beast. Get a free lion. 

For a trial copy of SyncSort, your FREE 

copy of 6 Data Warehousing Tasks Made 

Easier, and a FREE bean-bag baby lion? ds 

Call us at (201) 930-8200, Dept. 59CWA ~< i 


or visit us at www.syncsort.com/59CWA. Ssyncsor 


Available to qualified IT Professionals in the U.S. and Canada. _ i 2 __ zs 





OUTSOURCING 
DROPS, BUT FE 


Costs, hassles keep 
users tied to deals 


BARB COLE-GOMOLSKI 
OST compa- 
nies avoid 
switching out- 
sourcers, but it 
usually isn’t 
customer satisfaction that ce- 
ments the relationship. 
companies 
bound to outsourcers because 
of the high cost and major in- 
convenience of switching, said 
users and analysts gathered 
here for a DCI IT Outsourcing 
conference 
Recent research from Input 
in Vienna, Va., shows that 20% 


Instead, stay 


of outsourcing customers sur- 
veyed in the past six months are 
considering a switch to another 
company. That’s in 
spite of most respondents’ per- 
ception that the quality of out- 
sourcing services declined in 


services 


the past year. 

“The barriers to switch are 
high — and the outsourcers 
want it that way,” said Mike 
Rhodes, head of vendor man- 
agement at DHC Information 
Services, the information tech- 
nology arm of Dayton Hudson 
Corp. in Minneapolis. 

It’s costly and time-consum- 
ing to cut a new deal and to re- 
educate a new service provider 
about the business, users said. 

Dayton Hudson recently 
outsourced management of its 
14 mainframes to IBM Global 


Services. Rhodes’ job is to 


Corrections 


A May 3 News story [Handhelds 
Get Network Cards, Faster Data Ac- 
cess,” page 12] incorrectly said Xir- 
com Inc. in Thousand Oaks, Calif., is 
shipping the first CompactFlash- 
sized LAN card. Socket Communi- 
cations Inc. in Newark, Calif., has 
been shipping a similar device 


An April 19 Technology section 
story [“Hotel Tests Ethernet Ac- 
cess on Phone Lines,” page 81] in- 
correctly said download software is 
required for hotel users seeking 


NEWS 


A Marriage Made in Heaven 
Experts say it’s impossible to construct a perfect outsourcing 
deal. But the following tips may result in a better deal: 


= Recognize that you will have to manage the vendor 


@ Even if you’ve signed a multiyear deal, reevaluate against 


the market average annually 


= Even if you plan to use your existing vendor for addition- 
al projects, make the company compete with other service 


providers for the work 


= Be selective about what you have the outsourcer do. (Two- 
hour recovery time for a server in a remote location may be 
nice, but the cost of that service may not be worth it) 


= Be aware that your IT environment will change through- 
out the deal. (Therefore, flat-rate arrangements and decade- 
long contracts may not be flexible enough) 


make IBM delivers; he 
said he’s hoping it does. “Just 


sure 


switching the software licens- | 


es back to our name would be a 


huge task,” he said. 
For example, switching out- 


sourcers means finding anoth- | 


er company that can easily step 


UALITY 
SWITCH 


in and take over, or staffing up 
quickly in a tight labor market 
if the services are brought back 
in-house. It also means losing 


the outsourcers’ knowledge of 


the systems they have installed 
or managed, analysts said. 

Politics is also an 
Union utility in 
Chatham, Ontario, was told to 
use the outsourcer of its parent 
company for its infrastructure 
services, but IT managers were 
uncomfortable with the ser- 
vice levels and pushed — suc- 
cessfully — for another ven- 
dor. “We knew that if the deal 
didn’t go through, the top man- 
agement of the [favored] out- 
sourcing vendor would be call- 
ing our top management,” said 
Jackie Crow, manager of IT 
client services. 

Because of the interdepen- 


issue. 


Gas, a 


U.S. Companies Wary of Y2K Breakdown in 


Nations make power 
grid a top priority | 


BY PATRICK THIBODEAU 
WASHINGTON 

Kevin Greene, MIS director at 
Arrow Air Inc., said he can’t 
get a straight answer about the 


year 2000 problem in Latin | 


America. 
“They just don’t have any in- 
formation for you,” he said. 


Questions to officials in some | 


of the countries Arrow flies to 


— such as Ecuador, Peru, Pan- | 


high-speed Internet access 
through the Iport product from At- 
com/info in San Diego. No down- 
load software is required 


The April 19 ExecTech feature 
[“Eeek! Mice and More,” page 84] 
incorrectly credited the invention of 
the mouse to Xerox PARC. in fact, 
the mouse was invented, patented, 
named and used in a working sys- 
tem by Douglas Engelbart at Stan- 
ford Research Institute [pow SRI 
International] in 1965. 


ama and Colombia — are met | 
with “a pat answer or a letter | 
that they’ve taken measures to | 
correct it,” he said. 

Greene’s Miami-based cargo | 
carrier isn’t alone. Other U.S. 
companies have similar ques- | 
tions. Year 2000 problems in | 
Latin America affect 
supply partners in both hemi- | 
spheres — especially if basic 
infrastructure services such as 
power, telephones and govern- | 
ment services are hurt. 

Last week, Y2K coordinators 
from Latin America gathered | 
in Washington for a meeting at 
the Organization of American | 
States to offer assurances that | 
their nations will experience 
few problems. | 

The leading priority is the | 
electric power grid that links | 
much of Latin America. The 
countries expect to implement | 
an online system that will alert | 
power suppliers to problems. | 
But outside of that, officials of- | 
fered few specifics on their | 
year 2000 remediation or con- | 
tingency plans. 

John O’Grady is preparing | 
for problems. President and | 
general manager of Firestone | 
Costa Rica SA, which is part of | 
Bridgestone Firestone _Inc., 


could 


O’Grady’s San Jose, Costa Rica, 
plant produces 2 million tires 
per year that are delivered to 
the U.S. and 
throughout South America. 
O’Grady isn’t worried about 
U.S. suppliers and is confident 
about the Costa Rican govern- 
ment’s Y2K effort. It’s the other 
countries that worry him. 
Firestone 
its tire inventories at Latin Am- 


facilities in 


erican distributors, O’Grady | 


said. It bought satellite tele- 
phones and is prepared to use a 
HAM radio network to reach 
distributors. “That’s a worst- 
case contingency,” he said. 
Latin American countries 
vary greatly in their 
progress. Some, like Brazil and 


Chile, are far ahead of Ecuador | 


or El Salvador in their year 
2000 infrastructure repairs, ac- 
cording to Gartner Group Inc. 
in Stamford, Conn. But Ellery 
Bann, a director of Bann Quim- 


ica Ltd. in Sao Paulo, Brazil, | 


isn’t so sure. 

“Voltage fluctuations are as 
common as momentary power 
losses,” said Bann, whose com- 
pany makes chemicals for rub- 
ber manufacturers. If a Y2K- 
related stoppage occurs, back- 
up generators alone won't be 





intends to boost | 


Y2K | 





COMPUTERWORLD May 24, 1999 


dencies among outsourcers 
and clients, Tom Mylott, an at- 
torney at Gardere & Wynne in 
Dallas and author of the book 
Computer Outsourcing, recom- 
mended clauses in contracts 
that let customers terminate 
parts of the contract without 
voiding the entire deal. 

“Oftentimes, the only choice 
for a customer is to terminate 
the whole contract, so they 
won't do it,” he said. 

Matt Saikkonen, CIO at Con- 
solidated Freightways Corp., a 
transportation services com- 
pany in Portland, Ore., recom- 
mended setting service expec- 
tations “one quarter at a time.” 
Consolidated signed a five- 
year outsourcing deal with 
IBM last year for data center 


and network services that 


| gives the company the flexi- 


bility of terminating specific 
parts of the contract. D 


MOREONLINE 


| For outsourcing resources, visit our Web site. 


www.computerworld.com/more 


atin America 


enough to keep producing be- 
manufacturing would 
stop completely,” he said. B 


cause 


Latin American 
Y2K Progress 


Rankings of global year 
2000 infrastructure risks 
(power, telephone, water 
and government services) 


No Latin American 
countries ranked (U.S. and 
Canada are in this category) 


Brazil, Chile, Peru and 
Mexico (equivalent of France 
or Germany) 


pe Shee 


Argentina, Guatemala and 
Venezuela (equivalent of 
Austria or Saudi Arabia) 


Costa Rica, Ecuador and 
El Salvador (equivalent to 
Russia or the Philippines) 





Oracle e-business 
powers the F or tune 100 


Sixty-five percent of the world’s most successful companies—the Fortune 100— 


ORACLE 


www.oracle.comlinfo/33 or call 1-800-633-0527, ext. 24220 100% Pure Internet 


rely on Oracle for e-business. Do you? 





E-Broker Censured 


In its first action against an elec- 
tronic brokerage, the Securities and 
Exchange Commission censured 
Datek Online Brokerage Services 
Corp. for allegedly misusing $43 
million in customer funds to cover 
trades by other customers. The 
Iselin, N.J.-based brokerage will 
also pay a $50,000 fine. 


GE Capital Lands $6B 
Outsourcing Deal 


Tech Data Corp. today announced a 
three-year, $6 billion outsourcing 
deal with GE Capital IT Solutions. 
The Clearwater, Fla.-based distribu- 
tor of technology-related products 
and services said the agreement 
covers information technology pro- 
curement, logistics services and 
server configuration and assembly. 


HP Slashes Prices 
On NetServers, PCs 


Hewlett-Packard Co. has cut prices 
by up to 25% on its Intel-based 
NetServer systems, Brio business 
PCs, Vectra corporate PCs and 
Kayak PC workstations. The move 
came as Intel Corp. released its 
newest 550-MHz Pentium Ill 
processors. 


Short Takes 


Denver-based J. D. EDWARDS & 
last week announced an $80 

million deal to buy NUMETRIX LTD.., 
a Toronto-based maker of supply- 
chain planning software that works 
via the Internet. . . . LAWSON 

)FTWARE in Minneapolis will be 
the latest company to enter the 
enterprise portal market tomorrow 
when it launches the Lawson Enter- 
prise Portal. PEOPLESOFT INC 
said it plans to ship an online store- 
front application based on MICRO 

OFT CORP.’s Site Server 3.0 this 
summer. . . . IBM last week began 
to ship a major new release of the 
0S/400 operating system - Version 
4 Release 4. . . . Arecent report 
from INTERNATIONAL DATA CORP 
in Framingham, Mass., said the 
number of billion-dollar outsourcing 
deals doubled from 1997 to 1998. 
U.S. contracts accounted for $36 
billion, or 63%, of outsourcing 
spending woridwide. 
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CROs SHE GATS 
VISION OF FUTURE 


Digital Dashboard, e-paper, collaboration 
software highlight Microsoft summit 


BY SHARON GAUDIN 
ORPORATE execu- 
tives attending 
Microsoft 
third-annual CEO 
Summit 

week intrigued by Bill 

Gates’ vision of how advancing 

technology will keep their em- 

ployees and their companies 
better connected — within two 


Corp.'s 


here last 


were 


to five years 

“Information technology 
isn’t about technology,” said 
Jacques Nasser, president and 
CEO of Ford Motor Co. “Tech- 
nology is about how you run a 
business. It is integral to what 
we do as CEOs.” 

But some industry watchers 
said Microsoft is focusing on 
the wrong things. They said in- 
stead of gadgets and more soft- 

, companies need reliable 
systems 

Dan Kusnetzky, an analyst at 
Data 
m, Mass., said Gates 


International Corp. in 
Framing 
is looking in the wrong direc- 

“All stuff he 


about is window dress- 


this nice 

Kusnetzky said. “It’s in- 
zuing, but it’s not original 
Lucent [Technolo- 
ties Inc.], CallStream [Com- 
munications Inc.], Lotus [De- 
velopment Corp.] — they’re all 
stuff. And 


what’s more important are sys- 


- > mn thi 
working on this 


tems that are always up. That 


would have been a better story 


Gates never categorized 


those technology tools as new 


innovations 


He simply used 


them to color in his picture of 


office of the future. 


Microsoft little 
than 100 CEOs of major 


courted a 
companies last 
its Redmond campus 
ked off the two-day 
gathering with a keynote ad- 
dress focused on the gadgets 
and software he said will trans- 
form the way employees stay 
informed and work together. 
the 
that Gates touted as the busi- 


ness tools of the future were 


Among technologies 


Digital Dashboard, which of- 
fers individual portals of busi- 
ness and personal information; 
electronic paper; online col- 
laboration software; and inte- 
grated online access to e-mail 
and voice mail. 

“Employees have good ideas 


and customers offer good feed- 


back, but a lot of that doesn’t | 
together,” 


his 


come Gates said 
during 
don’t know each other. They 
don’t trust each other... . But 
we can’t always have face-to- 
We have to 
communications 


speech. “People 


face meetings. 
make their 
just as good.” 

Gates said most of the tech- 
nologies he was touting can be 
built now or within the next 
few years using Microsoft soft- 
ware like Exchange or Outlook. 
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Digital Dashboard, for exam- 
ple, is a customized intranet 
site for each employee using 
Outlook. It was designed to of- 
fer a single point of contact for 
information, such as real-time 
stock quotes, news bulletins, 
sales figures and traffic re- 
ports. Jeff Raikes, Microsoft's 


| group vice president of sales 
| and support, said the pages can 


be built with Outlook now but 
he expects Microsoft will re- 
lease templates or wizards to 
make it easier. No time frame 
was given. 

Martha Stewart, —chair- 
woman and CEO of Martha 
Stewart Living Omnimedia 
LLC, said she’s looking for- 
ward to using Digital Dash- 


| board, along with advanced 


videoconferencing and _inte- 


| grated e-mail and voice mail. 


“Since I have to be in about 
five places at one time, I'd love 
to be more connected to every- 


| thing very easily,” said the guru 
| of media and home decor. But 


Isaac Applbaum, CEO of Con- 


| corde Solutions Inc., a Con- 
| cord, Calif.-based subsidiary of 


Bank of America, said he’s con- 


| cerned about putting too much 


MICROSOFT CHAIRMAN and CEO Bill Gates sits with Summit members, 
from left, Paul O'Neill, CEO, Alcoa; Martha Stewart, CEO, Martha Stew- 
art Living Omnimedia; Michael Dell, CEO, Dell Computer Corp.; Gates; 

Jacques Nasser, CEO, Ford Motor Co.; Larry Bossidy, CEO, Allied Signal 
Inc.; and Jeff Raikes, group vice president, sales and support, Microsoft 


Transaction Loads Sack EBay 


Service blips may be linked to Sun server 


BY JAIKUMAR VIJAYAN 
A series of hardware-related 
service interruptions at eBay 
Inc. in the past few months 
highlights the continuing chal- 
lenges users and system ven- 
dors must overcome to ensure 
constant system uptime in the 
face of ever-increasing trans- 
action loads 

Since January, eBay’s online 
suffered 


auction has 


than 20 


service 


more hours of un- 


planned downtime includ- 
ing a two-hour disruption last 
week. In the 
hardware wasn’t to blame. 


According to eBay’s bulletin 


latest incident, 


board, many earlier incidents, 
including a five-hour outage in 
May, were caused by problems 
relating to Sun Microsystems 
Inc.’s popular E10000 Unix en 
terprise server, touted by the 


company as an ideal platform | 
for hosting Web applications. 

Problems have ranged from 
failed memory and system 
boards to I/O subsystem prob- 
lems. EBay’s problems high- 
light the challenges involved in 
keeping servers running con 
tinuously in a fast-growing, ex- 
tremely volatile environment, 
said Jonathan Eunice, an ana- 
lyst at Illuminata Inc., a consul- 
tancy in Nashua, N.H. 

Other sites have faced simi- 
lar problems. Schwab.com, for 
instance, suffered four server 
two months this 
year. “The Web environment 


outages in 
introduces a _ tremendous | 
amount of uncertainty about 
when workloads will peak,” 
Eunice said. 

In eBay’s case, the problems | 
are partly the result of having | 


information in one place. 

“It’s the difference between 
and productive,” said 
Applbaum, who didn’t attend 
the summit. “There’s a fine 
line between power and 
distraction.” D 


‘cool’ 


Hardware 


to constantly add things like 
processors, memory and new 
handle the com- 
pany’s fast-growing business, 
said Shahin Kahn, marketing 
director of Sun’s E10000 server 
business in Beaverton, Ore. 
Ebay now has 3.8 million 


servers to 


registered users and more than 
1.9 million items for sale — 
compared with 1.2 million 
users and | million items in De- 
cember. 

Unlike the data 
where vendors and customers 
typically time to fine- 
tune large, new systems before 
putting them into production 
online — busi- 
nesses like eBay’s don’t offer 
that luxury, resulting at times 
in lowered reliability, Khan said. 

EBay spokesman _ Kevin 
Purseglove last week declined 
to comment on the specific 
problems relating to Sun 
equipment. D 


center, 


have 


environments, 
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Linux Gains Development Tools in Bi 


tform 


BY DAVID ORENSTEIN 


WEB-ENABLING 


APPLICATION OUTSOURCING 


E-COMMERCE 


RE-ENGINEERING/ CONVERSIONS 


EURO COMPLIANCE 


E-CONSULTING 


NEWS 


nounced 


And the rid 


uller ist weeK 


including 


orp. in 


1-877-1T LEGACY 


Hexaware helps move your legacy 
systems into the future. Legacy 
apps running on a mainframe, 
client/server, AS/400 or any other 
midrange platform. These were 
based on the young, hot technolo- 
gies of their day. The challenge is to 
continue their relevance into the 
next millennium. 


At Hexaware, we specialize in mov- 
ing your technology investment 
from the past into the future. 


Call Hexaware at 1-877-IT LEGACY for 
a free consultation to discuss options 
available for your legacy systems. 


MAKING tt INVESTMENTS COUNT™ 


HEX AWARE 


TECHNOLOGIES, INC. 


www.hexaware.com 


PRINCETON CHICAGO SAN FRANCISCO PHOENIX TORONTO MONTREAL LONDON MADRAS BOMBAY 


d For Expanded Usage 


development tools 


Fujitsu 


oan 


Jose, 


t Linux Expo here, 


software 


which said 
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its C/C++ and Fortran tools 


will be available for Linux June 
30, and San Jose-based BEA 
Systems Inc., which said its 
Web Logic application server 
and Tuxedo transaction man- 
ager is shipping now 

Such announcements, dé 
signed to make mission-criti 
cal distributed 


available on Linux, build upon 


applications 


ones made earlier this year, in- 
cluding Inprise Corp.'s pledge 
last month to make the popular 
JBuilder 3 Java tool available on 
Linux by the end of the year. 

But most users aren’t yet 
using Linux to run enterprise- 
scale applications, which re 
quire expensive middleware 
and complex technologies 
such as Enterprise JavaBeans, 
said analyst George Weiss at 
Gartner Group Inc. in Stam 
ford, Conn. 

[The widespread availability 
of popular application devel- 
opment tool releases will make 
that possible when users de 


cide to make the leap, he said. 


Best Value: Single App 

Matthew Kromer, a Web in- 
frastructure developer at a ma- 
jor automobile maker and a 
member of the Linux Metro 
Detroit users group, said Lin- 
ux’s nearly free price makes it 
most valuable in environments 
where many low-end PC ser- 
vers are combined to run a 
simple application. 

For mission-critical environ- 
ments where expensive mid- 
dleware such as Tuxedo is 
used, the proportionally lower 
savings from using Linux vs. a 
more scalable commercial op- 
erating system is less attrac- 
tive. 

But Kromer said he would 
like to see a graphical user 
interface (GUI) development 
tool for Linux to help develop 
ers prototype applications. 

Among the GUI tools for 
Linux are offerings such as BX 
Pro from Integrated Computer 
Solutions Inc. in Cambridge, 
Mass. Open-source tools are 
also available. 

A webmaster at the Ameri- 
can Red Cross, based in Falls 
Church, Va., 
anonymity, added that as Linux 
GUIs improve, visual develop- 
ment will become more feasi- 
ble and important. 

But for development proj- 
ects in Linux, the webmaster 


who requested 


said he has been able to use the 
myriad free development tools 
and compilers that are often 
supplied with Linux versions. D 
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Palm Vil Seen as Consumer Net Device 


Users are wary about connecting it to server inside firewall 


BY MATT HAMBLEN 
he Palm VII 


- har 


a version of the 
dheld device that’s 
ss connecti 

but infor- 

hnology managers 


connecting it to 


Im is the latest in 
10uncements that 
yers more wire 
connecting 


to headquar- 


I will provide 
rab information 
20 Web sites 


a wireless 


Be 

BellSouth Corp 
Th > 
Hic 


last 


network. 
announced 


Computing 


n Corp. [ 


aayehl 
access Will 


begin 
York metropolitan 
availability 

the year. The 
rected to sell 

1 monthly wireless 


from 


ranging 


re connec- 
rporate 


server out- 


which raises 


how 
10W 


to connect 
er to data in 
sounds like a 
nd that would 
added Mark 
yf IS at Sea 
sort and devel- 
Head, S.¢ 


aid the “Web 


feature of the Palm 
at $25 per month, 


clipping” 
VIL, 


would be 


even 
attractive to execu- 
tives who need Internet access. 

Meanwhile, an Oracle Corp. 
official said in an interview last 
that 

ned Panama and due 


later this year, will help corpo- 


week Oracle software, 


code- 


rations simplify access to data 
from Palm VII and other wire- 


less devices through a com- 


IBM, 


pany firewall. “Right 
Palm VII is targeted at con- 
sumers, but 
with Palm to bring it into the 
enterprise,” said Denise Lahey, 


now, 


we're working 


vice president of mobile and 
embedded products at Oracle 
(see story, page 20). 

But analyst Matthew Nordan 
at Forrester Research Inc. in 
Cambridge, Mass., described 
Panama as little more than va- 
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Recent Handheld Maneuvers 


Ca | 


IBM Wireless networking products based on the 
Advanced Infrared standard 


Riverbed 
Technologies Inc. 


Mobile Device Management Center, 
software that administers handhelds 


Extension of Transcend network management 
to Palm Computing platform 


3Com Corp. 


with,” he said. “Mobitex is ex- 
cruciatingly slow.” 

Mobitex runs at about 9K 
bit/sec., half the rate of cellular 
networks. D 


porware so far. “Palm VII 
would be a fantastic product 
idea if you could link to data 
inside the firewall and if we 
had a better network to work 


ORACLE SET SIGHTS 


N MOBILE CONNECTIVITY 


Vendors look to tap Sybase’s market niche 


BY STEWART DECK 


BM AND ORACLE CORP. 


announced 
mobile data- 


separately 
last week 
bases that were designed 
to improve database 
connectivity for traveling em- 
ployees and executives. 

Both companies are trying to 
chip into Sybase Inc.’s early 
lead in the mobile database 
niche 

IBM has begun to beta-test 

DB2 Universal Data- 
base Satellite Edition — de- 
large-scale laptop 
DB2 
Everywhere for Windows CE 
and PalmOS. 

DB2 Everywhere has a 50K- 
i 6K 
bytes of memory and was de- 


signed 


signed for 


deployments ind 


byte footpr requires 


for handheld users who 
need to synchronize their data 


} 


with data on_ enterprise 


Emperor Virus 


BY ANN HARRISON 


A company that develops an- 
tivirus products said it has dis- 
covered a more contagious and 
destructive clone of the Cher- 
nobyl virus which can bypass 
virus protection programs. But 
a rival software vendor said 
that the 
peror, can’t affect many users 


because it affects only DOS- 


virus, known as Em- 


works with IBM’s 
Mobile Connect synchroniza- 


servers. It 


tion server. 

Oracle announced that the 
latest edition of its database 
for mobile users, Oracle8i Lite, 
will ship next month with sev- 
eral updates. 

The product will include 
Oracle Lite, a small, Java-en- 
abled database built for lap- 
tops and handhelds; Web-to- 
Go, a deployment and man- 
agement component; and 
iConnect, an architecture for 
bidirectional synchronization 
of data and applications be- 
mobile and 
database servers. 


A Linux 


tween devices 
version of Oracle8i 
Lite is also in development, as 
is an edition of the database 
designed for small groups of 
up to 10 end users that Oracle 
said will come out sometime in 


Targets DOS-Based PC Files 


based machines and COM and 
EXE files. 

According to Ken Peer, pres- 
ident of Central Command Inc. 
in Medina, Ohio, Emperor 
changes each time it infects a 
system, making it difficult for 
antivirus programs to detect it. 

Although DOS accounts for 
2% of the operating systems 
market, according to Interna- 


small-footprint databases have 
been the key to keeping his 
national sales force fast and 
more market 
changes and customers. New- 
court’s mobile users all carry 
an Oracle Lite version of the 
company’s loan origination 
database with them during 
sales calls. 

“This 
sponse time [with customers] 
much faster because we aren’t 
tied to phone lines for every 
sales call,” Rosenthal said. 
“There are practically no train- 
ing issues” because users know 
the database, he added. 

“Sybase has led the march 
this quickly growing 
space,” said Carl Olofson, an 
analyst at International Data 
Corp. in Framingham, Mass. 
“All of these announcements 
are about people who carry 
small devices not having to 
worry about the linkage be- 
tween the handheld device and 
the base environment.” D 


responsive to 


has made our re- 





into 


Others 


Note: Dataquest predicts a 12% growth rate 

in this market through 2003 

the second half of this year. 
Shelly Rosenthal, vice presi- 

dent of information technol- 

ogy at Newcourt Credit Group 

in Parsippany, N.J., said 


Inc 


a.m. and 10 p.m. if the com- 
puter is turned on. Peer said 
Emperor hasn’t yet infected a 
large number of users. 

Sal marketing 
manager at Network Associ- 
ates Inc. in Santa Clara, Calif. 


tional Data Corp. in Framing- Viveros, a 
ham, Mass., DOS files on other 
PCs could be vulnerable. 

The Emperor virus, about | agreed that Emperor can be 
6K bytes in size, overwrites the | dangerous to PCs it infects. 
master boot record of the hard | Viveros noted that Emperor is 
drive and the boot sector on | one of 300 viruses that the 
floppy diskettes. It corrupts company sees each month, and 
the Flash BIOS, preventing the | that it affects only DOS pro- 

grams and hasn’t yet been ob- 


user from booting up the ma- | 
chine. It’s activated between 5 | served outside laboratories. D 
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Study: 6M Online 
Shoppers Cry Fraud 


A study released last week by the 
Washington-based National Con- 
sumers League shows that 6 million 
e-commerce customers believe they 
have been victims of online fraud or 
misuse of credit-card information. 
Despite their concerns, respondents 
said they still support expanded 
electronic banking and plan to in- 
crease their purchasing on the In- 
ternet. According to the study, 42% 
of respondents use the Net to gath- 
er information about products and 
services, and 24% purchase online. 


Hitachi Bolsters CMOS 


Hitachi Data Systems last week 
boosted its family of CMOS main- 
frames with the new P9 Pilot Series. 
The system is based on the same 
processor technology as IBM's re- 
cently announced Generation 6 
mainframes and can perform at a 
peak 1,700 MIPS when configured 
with the maximum 13 processors. 


Web Tool to Work 
With Win 2000 


Elemental Software in Carlsbad, 
Calif., said its Drumbeat 2000 Web 
site development tool will support 
new Microsoft Corp. technologies 
due with Windows 2000, including 
the object framework COM-, Active 
Directory and Extensible Markup 
Language. The intent is to let devel- 
opers more quickly build more com- 
plicated Web sites with database 
and personalization capabilities. 


Short Takes 


GTE ENTERPRISE SOLUTIONS in 
Washington has launched a com- 
mon platform that allows real estate 
organizations to access the Multiple 
Listing Service database over the 
Internet. . .. SERVICEWARE INC. in 
Oakmont, Pa., later this week will 
launch rightanswers.com, an Inter- 
net-based knowledge base for PC 
help desks that includes support in- 
formation from MICROSOFT, APPLE 
COMPUTER INC. and NOVELL INC., 
among others. . . . Internet service 
provider PSINET INC. is linking up 
with e-mail software developer 
SOFTWARE.COM INC. to provide 
outsourced messaging services. 








LOTUS EYES STANDARD 
FOR ONLINE LEARNING 


BY DOMINIQUE DECKMYN 
OTUS DEVELOPMENT 
Corp. today will an- 
nounce plans to es- 
tablish its Learning- 
Space software as a 
de facto standard for distrib- 
uted learning. Users and ana- 
lysts gave the company a good 
chance of succeeding. 

The Cambridge, Mass., com- 
pany said it will offer a com- 
plete line of online courseware 
developed by third parties for 
the forthcoming  Learning- 
Space 3.0 software. The cours- 
es will be available starting in 
July, but pricing hasn’t been 
set yet 

LearningSpace 3.0, set to 
ship by the end of the current 
will combine Lotus’ 
own asynchronous learning 
platform with the real-time 
collaboration features of Data- 
Beam Learning Server, a tech- 
nology that Lotus acquired last 


quarter, 


year. 
The prospect of having a sin- 


Positions LearningSpace as a de facto 
platform, plans to ship Version 3.0 in July 


gle, Web-based platform and a 


single user interface for a wide | 
range of training programs is | 
appealing to users such as | 


Frank Taylor, manager of train- 
ing and quality assurance at 
Astra Pharmaceuticals LP. 


Approximately 1,000 people | 


at the company’s manufactur- 
ing site in Westboro, Mass., 
must be trained regularly in 
rigorous manufacturing prac- 
tices to comply with govern- 
ment regulations. The compa- 
ny is beta-testing manufactur- 
ing courseware developed for 
the LearningSpace platform, 


and if that project is successful, | 
Astra hopes to use the same | 


platform for other 


packages. 


training 


“The more we standardize 
{on one learning platform], the 


easier it becomes for the user,” | 


‘MOREONINE 


| For groupware resources, visit our Web site 


Taylor said. 

Al Gordon, program manag- 
er at Siemens Virtual Universi- 
ty in Pembroke Pines, Fla., the 
computer-based training divi- 


sion of Siemens Information 


| and Communication Networks | 
Data- 
Beam’s real-time capabilities | 


Inc., has been using 


for three years. “To be able 


to put all this together in a co- | 


environment, with 


management 


hesive 
some 


said. 


Saved $1M 


In its second year of using 
the DataBeam product, Sie- 
mens Virtual University saved 
more than $1 million in travel 
expenses, Gordon said. 


A groupware analyst was | 
| also optimistic about Lotus’ | 


distributed learning ambitions. 


“Lotus has been the leader in | 


teamwork-oriented software 
for many years, and just be- 
cause of their size, I don’t ex- 
pect this to fail,” said Lewis 
Ward, a research associate at 


| Collaborative Strategies LLC, a 


San Francisco-based consult- 
ing firm.D 


www.computerworld.com/more 


IBM Puts Tivoli in the Management Seat 


New mainframes will run Tivoli products 


BY SAMI LAIS 


It’s a wired, wired world — and 
everything will connect to, and 


get managed from, Tivoli Sys- 


tems Inc. systems management 
software. 

So says IBM Chairman Louis 
V. Gerstner, making a rare pub- 


lic appearance at last week’s | 
Planet Tivoli user conference. | 


Gerstner said that, starting 
next month, IBM’s latest and 
biggest mainframes, Genera- 
tion 6, would ship ready to run 
Tivoli’s software. 

That’s the high end of what 
Gerstner said will be a “perva- 
sive computing” model, in 
which the 
connected via a network and 
managed by Tivoli 
will rise exponentially. 

IBM will build the technol- 


range 


software 


of devices 


ogy to power devices — soft 
ware, chips and 
while Tivoli technology will 
play a key role in managing it 
all, he said. 


30 Products 


Austin, Texas-based Tivoli 
announced that about 30 addi- 


servers — 


been integrated with its man- 
agement suites. That 
products including IBM’s 
DB2 database, Novell 
ManageWise, Cisco Systems 
Inc.’s Cisco Works 2000, 3Com 
Corp.’s Enterprise Manager 
and Symantec Corp.’s Norton 
AntiVirus software — are ship- 
ping ready to work with 
Tivoli’s Enterprise or NetView 
packages. 

Tivoli, which was acquired 


means 


Inc.’s 


by IBM four years ago, also | 


used the conference 


including the following: 


| m Service Desk 6.0, designed to 


help systems managers control 


| service levels to end users. The 
| update adds the ability to sup- 


port multiple system cus- 


| tomers while monitoring sys- 
| tem problems, assets, changes | 
| and defects through a common 
tional software products have | 
| m The 
surance initiative, which uses | 


database. 

Customer Service As- 
the Enterprise suite and was 
designed to help information 
technology managers auto- 
mate processes such as manag- 


ing system security, storage | 


and asset management. 


| @ Four new Decision Support 


Discover Guides, designed to 


let IT organizations plan for fu- | 


ture system capacity and meet 
system service-level agree- 
ments in their companies. D 


{capabil- | 
ity], could be very valuable,” he | 
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| Continued from page 1 


‘Windows 2000 


automatically switch to the last 
| available node and remain op- 

erational. 

= Uptime, a tool designed to 

track and report when servers 
| go down and how long they re- 
main down. 

Microsoft’s strength lies in 
branch office or departmental 
servers. Gambier said these 
| tools and software extensions 
| should help Windows 2000 en- 

ter the enterprise where scala- 

bility, reliability and interoper- 


| ability are key. 


And Microsoft also is ex- 


pected to tout interoperability 


on Tuesday, when it releases a 


list of software vendors that 
are building applications using 
Microsoft’s Distributed Net- 
work Architecture (DNA). The 
architecture, which is based on 
Windows APIs, is geared at 


| building Web- and Windows- 


based applications. 


| Out of Character 


Jigish Avalani, Microsoft’s 
| group manager for Windows 
DNA, is touting DNA as a way 
to integrate Windows-based 
applications with other plat- 
forms, a move that seems out 
of character for a company 
known for being highly propri- 
| etary. Avalani said the applica- 





to an- | 
nounce management tool up- | 
| grades and service initiatives, | 


tions can access other plat- 
forms using integrated middle- 
ware, specifically a bridge be- 
tween Microsoft’s proprietary 
Component Object Model and 
the cross-platform, industry- 
standard Component Object 
Request Broker Architecture. 
The bridge has long been in 
the works. 

“Using that bridge, a DNA- 
based application could talk to 
an Oracle database or a main- 
frame,” Avalani said. “It’s one 
of the elements that we're us- 
ing for the enterprise.” 

But many corporate IT 
groups aren't interested in see- 
ing Microsoft team up with 
various small software compa- 
nies to provide middleware be- 
tween its software and that of 
| other companies. 

“They would love to have 
la one-stop shop,” said Josh 
| Walker, an analyst at Forrester 
Research Inc. in Cambridge, 
Mass. “Microsoft would do 
well by those folks to provide 
middleware _ itself, but it 
hasn't.” D 
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3-D Images 


in-store experiences. 
For eXe le, 


sharperir 


7e.com, you can pop 
open a CD player to get a feel 
for how it ejects discs 
Go dsend.com, 
measurements, 
and you can create your own 
personalized apparel model 
from Lands’ End Inc. 

fun. And 
cording to retail experts, it’s 
of the 


convert on- 


It’s cool. It’s ac- 


seen as one most 
promising ways to 
line browsers to 


online buyers. 


‘If you get them past the 


point he thev needt 2e | 
point where they need to see ja 


product] in person, they're 
much more likely to buy,” said 
Tom Fornoff, a vice president 
Information 


it Intelliquest 


Group, a merce market 


researci >Xas. 
Lat rtant hec >of 
That ant, Decause of 


who 


ustomers the power 
in on and listen 
elps keep shop 

if which in- 
likelihood of 

buy button, re- 


r Image, an up- 
ronics and gadgets 
s 25 of its top- 
products in an 
»d 3-D area of its Web site. 


) was created 


en- 


ulif., services com- 
specializes in 
echnology and 
interactive 3-D imaging 
Online, the company’s gad- 
n, whir, beep and buzz 
way they would for 





an in-store shopper. 

“It keeps users engaged, so it 
keeps our site sticky. We've al- 
browsers into 


ready turned 


buyers, and that’s all that mat- 


ters,” said Meredith Medland, | 


director of Internet marketing 
at the San Francisco company. 
In the Web world, stickiness 
refers to a site’s ability to main- 
tain users’ interest and keep 
them coming back. It’s what 
Ticketmaster 
attain by letting 
where their seats are for a giv- 


Online hopes to 
users see 
en concert or sporting event. 
The Los Angeles-based tick- 
et agency is also using Engage 
Technology’s software to col- 
lect user data and preferences 
to create personalized Web 
pages for regular customers. 
The system also notifies them 
of events of interest indicated 
in their profile. Aretha Frank- 
lin fans, for example, would re- 
ceive e-mail reminders in ad- 
vance of the singer’s scheduled 


local concert dates. 


The Catch 


But being cool and having 
fun online don’t come cheap. 

he cost of creating 3-D im- 
ages that shoppers can spin 
and twirl ranges from $3,500 to 
$10,000 per image, said Steve 
Wollock, director of field mar- 
keting at Viewpoint Digital. 

Another potential downside 
of the new imaging is the time 
to 


t can take some users 

download complex, interactive 
licketmaster, 
for example, it can take cus- 
tomers using a 28.8K bit/sec. 
modem three to five minutes 
to download certain images. 


But has 


3-D images. At 


Ticketmaster also 
created a software plug-in for 
viewing that users need down- 
load only once, said Josh Zarov, 
ticketing product manager. 


“[Advances _ in] 
move quickly enough that the 
barriers drop,” Zarov said. 

At The Sharper Image, Med- 
land figures she more than 


technology 


makes up the cost of the new 

| 3-D greater 
publicity and increased visibil- 
ity for the company’s Web site. 
“The PR value alone of new 


technologies can increase sales 


technology on 


and drive results, even though | 
you might not see those results | 


the next day,” she said. D 


‘MOREDNLINE 


For res 
our Web site 


| www.computerworld.com/more 


es related to online retailing, visit 





Product Development Tool 
‘Gets Revamped With Java 


BY DOMINIQUE DECKMYN 
NexPrise today will announce 
overhaul flagship 
product, a Web-based collabo- 
rative engineering tool used 
by product design teams at 
The Boeing Co.’s Rocketdyne 
unit, Raytheon Co. and Ford 
Motor Co. 

NexPrise Inc. in Santa Clara, 
Calif., was founded in 1997 to 
market technology developed 
at Lockheed Martin Corp. with 
funding from the Defense Ad- 
vanced 


an of its 


Research Projects 
Agency. Its ipTeam software is 
already being used by a small 
number of customers, most of 
whom were also involved in 
the early stages of the prod- 
uct’s development. 


IpTeam integrates suppliers, contractors 


IpTeam 3.0, which will be of- 
ficially launched today and 
will ship next month, will be 


| the first version to be market- 
| ed broadly, said President and 
| CEO Ram Sriram. The release 


has been rewritten in Java and 
features a new decision-build- 
ing tool that automates and 
documents the making of engi- 
neering decisions. 

The software will be priced 
at about $90,000 for a 100-user 
configuration and will also be 
rented on a per-user basis. 


Development Cycle 

A key feature of the product 
is that it integrates suppliers 
and contractors into the prod- 
uct development cycle, ac- 


Government Documents for Free; Net Advertising, Digital Economy Get Scrutiny 


AUS. Department of Commerce agency last week 
opened what it thought would be a fee-based 

search engine for finding government documents. 
But just hours after the National Technical informa- | 


the review takes place. 


on the Web site. But Edwards said the search en- 
gine may remain free for a month or longer while 


The sponsors want to charge users fees based 


The group was unveiled just days after Dell 
Computer Corp. and Micron Electronics Inc. set- 


tled FTC charges that their computer lease adver- 


tisements violated federal laws. The FTC said lease 


| geted this issue before,” 
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| AT THE SHARPER IMAGE'S Web site, you can manipulate objects like 
| CD players to get a feel for how they work 


cording to analysts and users. 
For instance, it automates the 
bidding procedure for suppli- 
ers. “No one has actually tar- 
said 


| Wayne Collier, president of en- 


gineering, manufacturing and 
design at technology research 
firm D. H. Brown Associates 
Inc. in Port Chester, N-Y. 

Roger Moorhead, materials 


| program manager at tactical 


| missile 


manufacturer Lock- 


| heed Martin Vought, said he 


| estimates 


this feature of 


| ipTeam alone will help the 


company shave 10% off pro- 


| curement costs. 


The company has been pi- 


| loting the software (which was 
| originally developed at Lock- 


| heed Martin) with about 100 
| users and is now rolling it out 


to more than 850. 
Though collaborative engi- 


| neering is a relatively new 
| niche, NexPrise’s ipTeam al- 
| ready faces competition from 


several recent entrants such 
as Centric Engineering Sys- 
tems Inc. in Sunnyvale, Calif., 
and Framework Technologies 


Corp. in Burlington, Mass. 


NexPrise must also increas- 
ingly compete with product 
data management tools, gener- 
al-purpose groupware prod- 
ucts such as Lotus Develop- 


| ment Corp.’s Notes and certain 
| enterprise resource planning 
| applications. 


“The fact that they have cho- 


tion Service (NTIS) and private partner 
Northern Light Technology LLC launched 
the engine, it went from fee to free. 

The Clinton administration said it 
wanted to review the service to ensure it 
wasn't violating federal information ac- 
cess policies, said Renee Edwards, an NTIS 
spokeswoman. 

The search engine (www.usgovsearch.com) will 
be free until June 1, according to a notice placed 


= ona variable scale, ranging from $15 for 
CAPITAL one-day access to $8,000 annually for 
| corporate accounts of up to 50 people. 
The U.S. Federal Trade Commission 


(FTC), trying to put more enforcement fo- 
cus on Web advertising, last week created a nine- 
member Internet advertising practices group, said 
Jodie Bernstein, director of the agency's bureau of 
consumer protection. 


terms were either inconspicuous or unreadable on 
the companies’ Web sites. The settlement calls for 
readable text. 


| | sen to target a market that they 
know a lot about makes a lot of 
| | sense,” said Mark Levitt, an an- 
The Department of Commerce wil! examine the im- alyst at market research firm 
pact of the “digital economy” on U.S. economic International Data Corp. in 
growth at a conference this week in Washington. | | Framingham, Mass. D 

The intent is to give retailers, manufacturers and (LCRA 
investors better statistics on e-commerce. || MOREONLINE 

- Patrick Thibodeau | For groupware resources, visit our Web site 
www.computerworld.com/more 
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NEWS 


HANDHELDS TAKE ON 
CORPORATE FUNCTIONS 


Pioneering IT departments deploy PDAs 


for warehouse pickers, stock traders 


BY MATT HAMBLEN 

YING A $3 beer ona 

ht sure would be 

easier for weary 

travelers if flight at- 

tendants took cred- 

gave receipts. No 

umbling for exact 
change 

American Airlines is thinking 

long the same lines. 

nts to arm flight 


vith hand- 


informa- 


travelers daily 
end-of-shift re- 
through a wire- 
said 


hnology 


less 


Wood 


Gregory 


pianner at 


rsonal digital assis- 
4) would save flight 
me and improve 
“American 
1 few pro- 
onsideration for 
to look at 

” he said. 

t applica- 
drawing 

‘ul of other 
paring to 

. off-the- 
custom applica- 


a to cut costs or 


Trust Co. in 
example, plans to 
s carrying hand- 
jatabases. And 

, Fe jeral Ex- 
Memphis an- 
ent with 

San Mateo, 
idheld users 


tus of their FedEx 


PDAs 


than personal 


ire being 
calendar toys 
ynpanies are 


t workers to sales data- 


hoping to 


e-mail or to 


Ways to auto- 


Handhelds are getting more 


serious roles for a variety of 
reasons: A wide selection of 


PDA models and vendors has 
emerged during the past 12 
months, wireless network con- 
nections are getting cheaper. 
and the cost of a PDA may be 
10% of the cost of a laptop 
computer. PDAs have limited 
capabilities, but some- 
times end users don’t 
need more. 

“PDAs are becom- 
ing more important 
in the enterprise market be- 
cause information technology 
is now able to develop mis- 
sion-critical applications with 
them,” said Gerry Purdy, an an- 
alyst at Mobile Insights Inc. in 
View, Calif. 
for developing software for 
handhelds are on the market, 
ind major database companies 
such as IBM, Sybase Inc. and 


Mountain Tools 


Oracle Corp. are offering ways | 


| about 


to connect handhelds to corpo- 
rate databases. 

But heavy-duty business ap- 
plications for PDAs are far 
from mainstream. Most corpo- 
rate PDA projects are still in 
the pilot phase, and many com- 
panies won't talk about them 
for competitive reasons. 

At Peapod Inc. in Skokie, IIl., 
PDAs already play a critical 
role. Last November, the on- 
line shopping service deployed 
300 PalmPilots 
3Com Corp. subsidiary Palm 


from 


Computing Inc. for warehouse 
“pickers,” who use them to fill 
grocery orders. 

a big factor. “The 
PalmPilots benefit from con- 
manufacturing, so 


Peapod 


Cost is 


sumer 
they’re cheap,” said 
CIO John Furton. “It’s 
very successful.” 
Eventually, Furton said, Pea- 
pod may replace the paper 
used by delivery drivers with 
Palm-based handhelds, captur- 


been 


ing signatures on-screen from 
customers at their homes. 

The Bank of Montreal hopes 
to reach its several million cus- 


THE CHICAGO MERCANTILE EXCHANGE will deploy hundreds of PDAs 
to traders so they can be making wireless transactions in one trading 


pit as they're yelling in another 


tomers in North America with 
Web-based banking via hand- 
helds connected to a wireless 
network, said Mark Dickel- 
man, vice president of e-com- 
merce at the bank’s technology 
subsidiary Emfisys in Chicago. 

A market test begins this 


summer to see which devices | 
users prefer, starting with the | 


Qualcomm Corp. pdQ cellular 
phone running the Palm Com- 
puting operating system. Simi- 
larly, Discover Brokerage in 
San Francisco has joined with 
Aether Technologies in Ow- 
ings Mills, Md., to bring wire- 
less stock trading to Palm and 
Windows CE devices starting 
in July. 

For $69 per month, users will 
have unlimited access to cellu- 
lar services in most 
cities to check pricing, get 
price alerts and make trades. 
Investors will need to buy a 
handheld and 
dem loaded with special soft- 
ware for a total of $650. 

The service is 
because handhelds have be- 
come smaller and cheaper and 
they integrate more functions, 
including wireless capability, 
said George Davis, Aether’s 
chief operating officer. “Pric- 
ing is coming down, and ser- 
vices are getting better.” 


a wireless mo- 


possible 


| Robo-Trader 


About 15 professional traders 


| at the Chicago Mercantile Ex- 
| change (CME) also use hand- 


helds for making real-time 
trades on futures and money 
markets. 

By year’s end, CME plans for 
hundreds of units to be in use 


on the two CME floors. That 


will let traders retain the tradi- 
tional “open outcry” method as 
well as make wireless trades 


with other trading pits via the | 


handheld devices, a CME 
spokesman said. 

For instance, British pound 
trader Larry Goldstein has 


rigged a protective plastic cov- 


| er over a Casio Computer Co. 
| Cassiopeia handheld and at- 


tached it to one wrist. He uses 


| a pen to input trades via cus- 


tom software. “I’m a robo-trad- 
er,” joked Goldstein as he 


showed off his strap-on elec- | 


tronic gear. 


major | 
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Sprint Takes Two 


The proliferation of digital gadgets 
can be a headache for IT staffs. 
So telecommunications giant 
Sprint Corp. recently decided to 
simplify the management of its 
handhelds by picking two PDAs 
that the company will pay for and 
support. 

“People were bringing in all dif- 
ferent kinds of PDAs and would call 
the help desk when they were load- 
ing synchronization software. 
[That] would sometimes screw up 
the desktop,” said Mark Hopkins, a 
technical specialist at Sprint. 

Sprint selected the Paim Ill and 
the Sharp Mobilon as its standard 
devices - and discourages em- 
ployees from synchronizing with 
any other brands, Hopkins said. 
Employees shouldn't expect to 
get help desk support for any oth- 
er handhelds, either, though there 
may be exceptions. 

Sprint officials wouldn't say 
how many of the company's 
68,000 employees will receive 
PDAs, but only those with heavy 
travel and meeting schedules will 
get them for free. - Matt Hamblen 


CME officials said traders 
are longing for the flexibility of 
using the handhelds in a wire- 
less LAN so they can make 
more deals per day. 

Other stock and futures ex- 
changes are planning to deploy 
handhelds, too, in some cases 
using long-distance wireless 
networks for national and in- 
ternational trades. 

But analysts say the emer- 
gence of corporate applica- 
tions for handheld devices will 
require IT departments to 
learn about new topics such as 
PDA hardware platforms, syn- 
chronization and 
wireless capabilities. 

Analysts warned IT 
managers not to expect PDAs 
to easily double as e-mail ma- 
chines. Windows CE has some 
incompatibilities with other 
Windows operating systems 
that make it impossible to open 
some e-mail attachments, for 
example. Besides, it’s a time- 
consuming chore to read a 
long e-mail message off a Palm 
device, analysts said. 

“There are tons of down- 
sides to using handhelds in 
companies, and first and fore- 
most is that companies don’t 
have applications that will run 
on them,” said analyst Jack 
Gold at Meta Group Inc. in 
Boston. D 


software 
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Competition is growing. Stakes are higher. 
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Time. 
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RELIEF SUPPLIERS 


FACE CHALLENGE 


Antiquated systems and few funds for IT 


hinder efforts to procure emergency items | 


BY STACY COLLETT 
HE International 
Procurement Ag- 
ency (IPA), can 
find 10,000 blan- 
kets made of 50% 
wool (as specified by the cus- 
tomer) from a manufacturer in 
India. 

But when it comes to order- 
ing or shipping the goods to 
refugee camps in the Balkans, 
the com- 
pany arrange- 
ments by fax and do shipping 


and 


Netherlands-based 

has to handle 
calculations documenta- 
tion by hand. 

So goes the battle in bringing 
the lowest-priced supplies to 
disaster areas. 

As the number of ethnic Al- 
ban Kosovo for 
climbed to 


ns fleeing 

e camps 
744,000 last week, government 
and groups 
turned to a growing disaster- 


humanitarian 


products industry for supplies. 

These procurement compa- 
nies specialize in locating and 
negotiating the lowest prices 
for blankets, generators, light- 


ing towers and all-terrain vehi- | 
cles and quickly delivering the 


items to refugee camps. But 
when managing their 


complex supply chains and in- | 
procurement | 


most 
lack information 
technology solutions. 

Officials said they 
afford the highly customized 
systems they require. 


ventory, 
companies 


“We've spent a small fortune | 


trying to customize our IT sys- 


tems but haven’t been success- | 
ful,” said Mike Ridenour, direc- 
Ohio, | 


tor of IPA’s Canton, 


own | 


can’t | 


agency’s needs. “At the end of 
the year, I need a total overhaul 
of the said Smith, 
adding that he will do most of 
the overhaul work. 

Not all relief suppliers have 
outdated IT systems. Toyota 
Gibraltar, the Spanish unit of 


system,” 


office. The organization con- |<§ 


sidered more-expensive enter- | 
prise resource planning sys- | 
tems, but “then you get to a |2§ > - ae ee ae : 
| Albanian refugees from Kosovo wait in line to collect food sent by the 


point of diminishing returns,” 
he said. 


Tri-Med Ltd. in London de- | 


veloped its own load-planning 


software 13 years ago. But the | 
system isn’t year 2000-compli- | 


ant. Tri-Med also uses a U.K.- 
based multicurrency account- 


ing program called ICE. But di- | 
acknowl- | 


rector Peter Smith 
edges it doesn’t meet all of the 


For Locator Satellites, 
Year 2000 Arrives in August 


Potential problems 
debated at hearing 


BY PATRICK THIBODEAU 


The satellites that make up the 
Global Positioning System 
(GPS) affected by 
year 2000 problems. But the 
back-end systems that receive 
and process positioning data 
could fail if steps aren’t taken 
to fix them, according to testi- 
mony at a recent congressional 
hearing. 
ground-based 


won't be 


Furthermore, some 


systems could 


run into trouble during the so- | 


called “end of the week” 


rollover on Aug. 21. Despite its 
name, this is a first-time event 
for the GPS system since it be- 
gan working in 1980. 

GPS satellites don’t use cal- 
endar dates but keep track of 
time by counting weeks. GPS 
started at week zero on Jan. 6, 
1980, and at the end of the 
1,024th week — Aug. 21 — the 
clocks will reset to zero. That 
reset may create problems for 
some land-based receivers, ex- 
perts testified. 

Originally a military system, 
GPS is now widely used in the 
commercial sector, especially 
in transportation for tracking 
corporate fleets and vessels to 
ensure timely deliveries. The 


= aoe 


Figueredo, marketing execu- 


tive at Toyota Gibraltar. Its 


Web site offers product and 
shipment-tracking information 
in four languages. 

IPA’s Ridenour said the In- 
ternet is the most effective tool 
for communicating with ven- 
dors and relief agencies in 
Western Europe, where 45% of 
IPA’s products originate. But 
fax machines are still needed 
for communicating with India, 
Pakistan and China, where 30% 


of its suppliers are based. IPA’s | 


Web site also lists products 


U.S. from NATO troops in a camp near Skopje, Macedonia 


Toyota Motor Corp., supplies 
all-terrain vehicles to relief | 
agencies and benefits from its 
parent company’s systems. 

The unit uses accounting 
and shipment-tracking 
tems similar to those at other 
Toyota facilities, said Darion 


sys- 


satellites also relay highly ac- 
curate timing information used 


| to synchronize computer and 


telecommunications networks. 

Representatives the 
U.S. Department of Defense 
and the National Aeronautics 


from 


Global Positioning 
System 


THERE ARE 24 SATELLITES at 


fixed positions 


USERS CAN RECEIVE SiGiiaiS | 


from at least six satellites 
nearly 100% of the time at 
any point on Earth 


THE FIRST SATELLITE was 
launched in 1978. Defense 
agencies began using the 


system in 1980 | | 


that are available. 
Internet e-mail now 
counts for 30% of Tri-Med’s 
communications with suppli- 
ers, said Smith. That’s up from 
last year. The London- 
based procurement group 
doesn’t have a Web site. D 


ac- 


5% 


and Space Administration as- 
sured members of the House 
technology and science sub- 
committees, which jointly held 
the hearing, that they won't 
have GPS problems. 
Commercial users will have 
to check their GPS equipment 


| 


| 
| 
| 
| 
| 
| 


| 
| 
| 
| 
| 
| 








before the August rollover to | 


ensure that they won't be af- 


fected. A software patch or | 


chip replacement will fix most 
receivers. “There are just a few, 
very old sets that essentially 
won’t be upgradable,” said 
John Webster, a GPS consul- 
tant in Huntsville, Ala. 


Timing errors “can lead to | 


data loss and degradation 
and eventually to network dis- 
ruption or even complete fail- 
ures,” testified Keith Rhodes, 
the technical director of the 
U.S. General Accounting Of- 
information manage- 
ment division at a hearing two 
weeks ago. D 


fice’s 


COMPUTERWORLD May 24, 1999 


Postal Service 
Revamps IT 
To Cut Costs 


New projects on 
hold during Y2K fix 


BY TOM DIEDERICH 
The U.S. Postal Service is eval- 
uating numerous technology 
projects — suspending some 
and axing others — to cut costs 
and ensure that the year 2000 
issue won't hamper mail deliv- 
ery come Jan. 1. 

“We're kind of tightening 
our belts — individual man- 
agers have been asked to look 
into their own areas and deter- 
mine where they can make 
cuts,” said spokesman Norm 
Scherstrom. “And then we have 
a Y2K remediation effort going 
on, so we’re not going to bring 
in any new systems.” 

The Postal Service has spent 
about $600 million gearing up 
for 2000 in the past three years, 
employing an additional 2,000 
people for Y2K 
spokesman Mark Saunders said. 

Saunders said the agency 
was acting like a private-sector 
business in cutting some proj- 
ects and holding off on others, 
though he wouldn’t name the 
targeted programs. 

“We’re focusing on mission- 
critical systems that involve 
mail processing, transporta- 
tion, delivery,” Saunders said. 
“Keeping the mail moving is 
the top priority.” 

Though the Postal Service 
wouldn’t comment on specific 
cuts, one of its vendors did. 

Officials at Electronic Clear- 
ing House Inc. said the Postal 
Service has suspended its elec- 
tronic-money order processing 
pilot. The project, launched in 
1995, was in the testing phase in 
Dallas, according to company 
spokeswoman Donna Camras. 

“We were in the process of 
working on software enhance- 
ments, but now everything has 
been temporarily put on hold,” 
Camras said. “They haven't 
given us any idea of how long 
the delay will be, but we know 
that they’re still interested.” 

The Postal Service’s Saun- 
ders said he couldn’t confirm 
or deny that claim because the 
situation is “fluid.” D 
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Users will collaborate more 
easily over the intranet. 


Applications will be 
self-repairing. 


You will give users exactly 
the functionality they need. 








Where do you want to go today?° Microsoft 


introducing 


Microsoft.Office 2000. 


Users have the power. You have the control. 


- ~ 


With Microsoft® Office 2000 and your intranet, you can enable your users to collaborate 
more easily using tools that they—and you —already use every day. That's because _ 
HTML is now one of the Office file formats, so users can share information with anyone, 
anywhere, over your intranet. Add great features like Windows® rons h 

Custom Installation Wizard that improve deployment and mana 


eackak how Office 2000 can n give yc you this balance, go to. = 
http: //www. microsoft.com/office/IT 


* The ability to post any document instantly to your intranet and maintain rich Office functionality in the browser 
* Applications that automatically repair themselves when a user mistakenly deletes a file or a file becomes corrupted 
* Customizable installation so you can give users exactly the Office functionality they need, when they need it 
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US West, Global Crossing To Merge in $37B+ Stock Swap ss soso 


its long-distance voice and 
BY MATT HAMBLEN and data-network service op- US West Inc. in Denver, the | ton, Bermuda, in a stock swap | data business in US West's 14- 
I tions and perhaps more-re- | smallest of the Baby Bells, an- | worth more than $37 billion. state territory to preserve 
sponsive service for large busi- | nounced it will merge with For the merger to pass | competition, analysts said. 
re voice ness customers, analysts said. Global Crossing Ltd. in Hamil- | muster at the Federal Commu- Global Crossing is buying 
— ia Sas ———— long-distance carrier Frontier 
Corp. in Rochester, NLY., for $11 
b eee & Rae 2 billion. Frontier has a small 
number of long-distance cus- 
tomers in the US West region. 
User firms in US West’s 
local-service area could get a 
provider” option 


B usi ness -to- business . | gs long-dis- 


tance service from Frontier un- 


oe -<commerce revenues are / : der the deal, but the new entity 


couldn’t require customers 


1 eH: ; . pee to use Frontier, said analyst 
projected to reach $326 billion in if | Melanie Posey at International 


i | Data Corp. in New York. 

“sis : sa : | Analysts said the merger 
2002, up from $8 billion in 1997 sami oka We talaeceee 
; O/ ' vice by giving it access to more 

an increase of over 3900 Yo. H ; | cash and service technicians. 
“ “It’s pretty accurate to say 
US West doesn’t get high 
marks for service. And they 
claim that’s because they have 
such a geographically dis- 
persed area, where it takes 
longer to do repairs and in- 
stalls because technicians have 


[ Ever think what that could mean for you? ] 
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oe eee ay ene | TEN YE _ to drive to the back of behind 
& Outsourcing 17.44* | N/A | 31.71% | in Idaho,” Posey said. “Maybe 
Computers 85.59% | 36.52 29.89% | now, US any can Fagg — 
F money and people at tha 
Developing x, | % | vn 

Communications 76.49* | 28.67% | 25.98% | a firey K ia 
| Analyst Jeffrey Kagan in At- 
Electronics 40.50% | 34.90x | 29.83% | lanta said the deal aaaliii 
Software & Computer 24.07% | 27.64 | 25.11% | how start-ups in telecommuni- 
Services oa fs cations are merging with es- 
Technology ree tablished firms to bring new 
a / : services and technologies to 

E T existing markets. D 


Big Deals 


Recent telecommunications 
mergers or joint ventures: 
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Fidelity & investments: 


WHERE 15 MILLION INVESTORS PUT THEIR TRUST 


a Te ee ( ies, ee Wee! Be ae Ss Se Bs a 


OR VisitT WWW.FIDELITY.COM FOR FUND PROSPECTUS 





any Fidelity fund, including charges and expenses, call for a free prospectus or download onc at fidelity.com. Please read it carefully 
TDD SERVICE: 1-800-544-0118 for the deaf and hearing-impaired 9 a.m.—9 p.m. ET 
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NEWS 
Canion Responds to the Lure of a Start-Up 


Compaq co-founder is coming out of 


Compaq Computer Corp. co- 
founder Rod Canion re-emerged 
from  semiretirement _ this 
month when he was appointed 


co-CEO of Tricord Systems 
Inc. Speaking to Computer- 
writer 


minique Deckmyn, Canion dis- 


world senior 


JURIES AHEAD 
IN TRIALS FOR| 
MICROSOFT 


Jurors interviewed in Bristol’s private 
antitrust case against software giant | 


BY KIM S. NASH 
ICROSOFT 
Corp. 
Bristol 
nology 
last week 
terviewed potential jurors for a 


and 
Tech- 
Inc. 
in- 


private antitrust trial slated to | 
start June 2. Legal experts said | 


having a jury of ordinary citi- 
zens examine Microsoft’s busi- 


ness tactics may spell trouble | 


for the big software vendor. 
Meanwhile, the judge in the 


case in U.S. District Court in | 


Bridgeport, Conn., last week 
denied Microsoft’s motion to 
delay the trial. 

Bristol, a small tools vendor 
in Danbury, Conn., sued Mi- 
crosoft last August, claiming 


Microsoft used anticompeti- 


tive moves to try to shut Bristol | 
Unix-to-Windows | 
translation tools market. After | 


out of the 
a contract that gave Bristol ac- 
cess to Windows NT code ex- 
pired, the two couldn't reach a 
new deal. 

Come June, a jury of six to 10 
people will decide whether 
Bristol’s complaints are legiti- 
mate. 


“Bristol is more likely to be | 


the beneficiary of a jury than 
Microsoft, especially since one 
of the themes will be they’re 
just a small local company try- 
ing to make a living,” said Rich 
Gray, an antitrust lawyer at 
Bergeson, Eliopoulos, Grady 
and Gray LLP in San Jose. 

But because Microsoft may 


| defendants — 
Milpitas, Calif., TriTech Micro- | 


benefit if the trial becomes too 


technical, Tony Clapes, one of | 


Bristol’s lawyers, said he will 


| Strive to keep the trial’s terms 


simple. Clapes, a Honolulu- 


based lawyer at Technology 


Do- | 


cussed his reasons for return- 
ing to the fray and also briefly 


semiretirement to help reshape Tricord | commented on the recent tur- 


| bulence at 


the company he 
helped create. 

Canion was ousted by Com- 
paq Chairman Ben Rosen in 


1991 in a boardroom coup not 


| unlike the one that just unseat- 


| Canion 


ed _ his 
Eckhard 


successor, 
Pfeiffer. 


has_ since 


| founded a Houston- 


| based 
| called 


consultancy 
Insource 


| Technologies Corp 


| ful in the early ’90s 
| with a : 


For Tricord, this 
is also a comeback 
of sorts. Founded in 
1987, it was success- 


line of 
Intel-based “super- 


servers.” Now Tri- 


| cord has decided to refocus on 


| the storage market. 


Q: You have been really quiet for a 
couple of years - or has it just 
seemed that way? 


| A: Actually, I’ve been really 
| quiet for six or seven years 


Law Network, worked as a lead | 
attorney for IBM in its federal | 


antitrust case in the 1970s. 
The trial, which is expected 


now, enjoying semiretirement. 
I’ve stayed involved [in the IT 


business], but not in the sense 


to last six to eight weeks, could | 
| high-flier in the early 1990s in 
case against Microsoft by the | 


end before the federal antitrust 


U.S. 
That means the 
could be the first to offer a for- 
mal decision on whether Mi- 
crosoft has a monopoly. D 


Department of Justice 


Bristol case | 


of spending a lot of time. But 
Tricord was different. It was a 


the server arena, [headed by 
John Mitcham], a good friend 
from Texas Instruments. 


Q: What's Tricord up to? 
A: Because we are a Start-up, 


Chip Maker Wins Big in 
Patent Infringement Suit 


Judge could triple Crystal award to $150M 


BY STACY COLLETT 


| electronics Pte Ltd. of San Jose 


A U.S. District Court in Austin, | 


Texas, has awarded audio chip 
maker Crystal Semiconductor 
$48.6 million in a patent in- 
fringement suit. 

But the award could climb to 


experts said, because the jury | 


also found willful infringe- 
ment on the part of the three 
OPTi Inc. of 


as much as $150 million, legal | that 


and TriTech Microelectronics 
International Inc. of Singapore 
— which will allow the judge 
to increase the cash award. 
“Willfulness findings are sig- 
nificant. It’s not unusual to have 
{initial 
tripled and then to add on attor- 


award] amount 


| ney’s fees,” said Robert Koch, an 


attorney at Fulbright & Jaworski | 
LLP in Washington and a for- 
mer U.S. Patent Office attorney. 


ROD CANION has 
come out of semi- 
retirement to help 
lead Tricord Systems 


we're really not in a position to 
talk about the products right 
now. The general area will be 
the storage-management are- 
na. It will address the problem 
of adding storage to a network 
and managing it as one big 
pool. One of the strengths of 
the technology [that we are de- 
veloping] is that we can apply 
it directly in some markets 


| with our own products, and at 


the same time we will license it 
to [resellers] to sell 


in other segments. 


Q: Do you expect to be 
at Tricord long- term? 
A: No. I enjoyed the 
free time I had in the 
situation I was in. 
When get 
through this launch 
phase and we’re up 
and running as a 
company, I will step 
back. But I 
working with start- 
ups and I’m likely to be doing 
that again in the future. 


we 


like 


Q: Your successor at Compaq 
[Pfeiffer] was removed in a way 


| that closely mirrored your own de- 


parture. Do you see an irony there? 
A: 1 really don’t see any parallel 
beyond the fact that Ben Rosen 
was chairman [both times] and 
he took a decision that was 
hard to make and which I think 
is the right decision. It was 
critical to do [the sales channel 
restructuring] and 
wait for a new CEO. My out- 


now not 
side impression is that they are 
making the decisions that need 
to be made and they are mov- 
ing on. D 


Koch said 


willful infringement are part of 


almost every patent infringe- 
ment case, but they’re difficult 
to prove. 

Austin-based Crystal Semi- 
conductor, a unit of Cirrus 


Logic Inc., filed suit against 


| OPTi and TriTech in January 


1997, charging they 
mixed-signal 
nology for gain scaling, noise 
management and trilevel ca- 
pacitors. OPTi left the audio 
chip business shortly after 
the suit was filed but remained 
liable. 

The judge could rule on the 
final damage award as early as 
this week. According to the at- 
torney’s office for the defen 
dants 
was under consideration. B 


copied 


Crystal's tech- 


accusations of 


1 the case, an appeal | 
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Dell Profits Up 45% 


Deli Computer Corp. reported that 
strong sales of servers and con- 
sumer PCs resulted in first-quarter 
earnings of $434 million, jumping 
45% from the same period a year 
ago. Revenue for the quarter was 
$5.5 billion, up 41% from the same 
period last year. Round Rock, 
Texas-based Dell said it is selling 
more than $18 million worth of com- 
puters daily via its Web site, or 
30% of its revenue. 


HP: PC Sales Strong 


Hewlett-Packard Co. posted a 34% 
increase in quarterly earnings to 
$918 million, as revenue climbed 
3% to $12.4 billion. Chairman and 
CEO Lewis Piatt said HP enjoyed 
strong net earnings in PCs, along 
with growth in its printing and 
imaging business. Platt is slated to 
step down after HP splits into sepa- 
rate computer systems and mea- 
surement device companies. 


Data General Bets 
$I00M on Storage 


Data General Corp. said it plans to 
spend $100 million to hire 450 
sales, service and engineering staff 
in the next 18 months in a bid to 
emphasize its Clariion storage busi- 
ness. Westboro, Mass.-based Data 
General said its short-term results 
would suffer but the company ex- 
pects to find long-term business 
growth in the storage-area network 
market that relies on Fibre Channel 
technology. 


Short Takes 


COMPUTER ASSOCIATES INTER- 
NATIONAL INC. said it would invest 
up to $50 million in financially trou- 
bled CHS ELECTRONICS INC., a Mi- 
ami-based systems distributor to 
Europe and Latin America. . . . 
Chicago-based ERP vendor SYS 
TEM SOFTWARE ASSOCIATES 

INC. said it lost $7.7 million, down 
from a $9.7 million loss for last 
year’s first quarter. The company’s 
revenue dipped by 18%, to $86.7 
million. . . . Online bookseller AMA- 
ZON.COM INC. in Seattle invested 


| $42.5 miliion to buy a 35% stake in 


HOMEGROCER.COM, an Internet 
grocery and home-delivery service 
in Bellevue, Wash. 
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Most ERP applications are implemented 


with about this much 


ACCURACY 


efficiency and 


FLEXIBILITY 


Introducing Epicor, the company with business solutions for the rest of us. 


THINKING ABOUT IMPLEMENTING A_ TYPICAI AT EPICOR, OUR UNIQUE FOCUS HELPS YOI 
ENTERPRISE SYSTEM? BETTER BRACE YOURSELI LEVERAGE YOUR LIMITED RESOURCES AND OVER- 
BECAUSE, FRANKLY, MOST ENTERPRISE APPLICA- COME YOUR GROWING PAINS, WITHOUT WREAK- 
TIONS WEREN'T DESIGNED WITH YOUR BUSINESS ING HAVOC ON YOUR BUSINESS. TO DO THAT, W! 
IN MIND. SO IF YOU FORCE ONE OF THOSI OFFER AWARD-WINNING BUSINESS SOLUTIONS 
SYSTEMS ONTO YOUR BUSINESS TODAY, YOU MAY FOR BOTH FRONT AND BACK OFFICE. SO YOU GET 
BE PICKING UP THE PIECES TOMORROW JUST WHAT FITS YOUR NEEDS, INSTEAD OF SOMI 


ee i - NO-PAIN-NO-GAIN SOLUTION 
THAT'S WHY PLATINUM SOFTWARE AND DaTA WORKS 


HAVE JOINED FORCES TO CREATE EPICOR CALL 1-888-9-EPICOR or VISIT WWW.EPICOR.COM 
SOFTWARE CORPORATION, A GLOBAL LEADER IN TODAY TO RECEIVE A CORPORATE BROCHURI 
DEVELOPING BUSINESS PERFORMANCE SOLUTIONS GET TO KNOW US FIRST, BEFORI THE WRONG 


AIMED SOLELY AT COMPANIES LIKE YOURS ENTERPRISE SYSTEM COMES KNOCKING 


ey 





PAUI 


NEWS 


GILLIN 


Power shift 


HE RIDICULOUS MARKET valuations that Internet compa- 
nies command have received plenty of press lately. But 


what’s less discussed is how the Internet has reshaped the 


financial services industry to create this bubble. It’s a situa- 


tion that holds lessons we all can learn from. 


The stock market craziness has a 
lot of so-called experts in a tizzy 
because the market isn’t acting as 
it’s supposed to. The bubble will 
invariably burst, they argue, and 
we'll return to the more rational 
days of 30X price/earnings ratios. 

Maybe not. Because, just maybe, 
the stock market has changed for 
good. Through all of history, the 
equity markets have been run by 
the elite cadre of traders who 

rules because they were 
with the authority to make them. The 
ival of more than 5 million individuals 
buying and selling online is changing the bal- 
ance of power 

What’s happening is that the stock markets 
are becoming free markets — and free mar- 
kets are inherently unpredictable. The con- 
versations that drive markets are increasing- 
ly going on outside the clubby confines of 
the investment houses. 

If you want a taste of how the new rules 
are made, go to the Yahoo Finance stock dis- 
cussion on the Internet and watch the day 
traders exhort, scold and trash talk each oth- 


PEOPLE, As A WeB ENTITY, 

OUR BUSINESS (5 LOSING 

MONEY FASTER THAN THEY 

CAN RRINT IT. OUR STOCK (5 

FREE-FALLING, AND OUR 
LI® (O5SES ARE MOUNTING 
S By The SECOND. 


PAUL GILLIN is editor in 
chief of Computerworld. 
You can contact him at 
paul_gillin® 
computerworld.com. 


er 24 hours a day. That is no gen- 
tleman’s club. It’s a free-for-all, the 
bazaar next door to the Wall Street 
cathedral. 

Wall Street is one of the more 
dramatic examples of what hap- 
pens when controlled markets be- 
come free. Although still heavily 
regulated, the stock markets are 
being driven more and more by 
people who have no concept of 
how things ought to be done. 

Could the same thing happen to 
your business? To what degree is your busi- 
ness based on knowing things your cus- 
tomers don’t? What happens when that ad- 
vantage goes away? 

Those conversations on Yahoo Finance are 
only the most dramatic examples of ex- 
changes occurring every day among your 
customers on the Net. You can be part of 
those discussions, or you can let them take 
control of your destiny. Wall Street analysts 
are realizing late that they are no longer the 
sole influencers of their market. 

Maybe those stock valuations aren’t so 
crazy after all. 
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DON TAPSCOTLTE 


The power of 
electronic play 


ERE’S A STRAIGHTFORWARD 

message to the electronic enter- 

tainment industry: If they play 
their cards right, game creators could 
end up driving the entire entertainment, 
learning and IT industries. 

The gaming companies will soon be so sophis- 
ticated in key areas such as virtual reality and col- 
laborative computing that expansion into non- 
gaming software development is the next logical 
step. 

Consider how quickly the industry has grown. 
This year, video game revenues will top $8 bil- 
lion, $1 billion more than Hollywood box office 
receipts. Another indica- 
tor: This year’s Electronic 
Entertainment Expo (E3) 
in Los Angeles, which I 
spoke at, was huge. It at- 
tracted about 50,000 atten- 
dees, and more than 1,900 
new products were show- 
cased. 

New state-of-the-art 


DON TAPSCOTT is chair of | 


the Alliance for Converg- | 
ing Technologies. His lat- } 
est book, Creating Value | 
in the Digital Economy 
was published this 
month. Contact him at 
column@tapscott.com. ; 
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gaming units outpower 
most desktop PCs. IBM 


deal to put a customized 
400-MHz version of the 
PowerPC chip into Ninten- 
do’s next player. The new 


| Sony PlayStation 2 will rival a Pentium II- 


equipped PC. And Sega’s new Dreamcast player, 


| the hit of the show, comes equipped with a 56K- 


bit modem to link to the Net for less than $200. 
Past innovations by the gaming industry in 
graphic displays, animation, rendering, multi- 
media and user controls have all made their way 
into business applications. The games on display 
at E3 provide a strong indication of applications 


| and features to be found on tomorrow’s corporate 
and education desktops. 


For example, Sony’s road-racing simulator Gran 
Turismo lets the user drive any one of 165 realisti- 
cally depicted cars. The next generation of the 
game will truly be a multimedia automobile ency- 
clopedia, with highly accurate simulations of the 
cars’ performance, handling, engine sounds and 
other characteristics. 

Such technology will soon be ideally suited to 
interactive learning. In a few years, marine biolo- 


| gy students may acquire much of their education 


by going for computer-generated interactive 
swims with dolphins, whales and other sea life. 
Corporate human resources departments will 


| love this technology because it will enable low- 


cost, highly personalized employee training. Pro- 
grams will be delivered directly to the desktop, 
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Get Focused on Internet and eCommerce Opportunity 


Access the Best Internet 
Research, Data and Expertise... 


gible, reality-based insight on Internet markets, suppliers, 
and demand. And, quite simply, there’s no better source 
auional Data Corporation, the technology industry's most 
B resource on worldwide Internet markets and trends. 


Cs memet research practice — Internet@IDC — has over 200 analysts 
wad the world examining the trends, products and services that impact 
"the Internet. This comprehensive coverage, backed by more than 
300,000 surveys of technology influencers, provides the industry's 
most accurate understanding of the full impact of the Internet on 
businesses and consumers, now and in the future. 


Learn for yourself how IDC can help your company make dollars — 
and sense — from the Internet. Visit www.idc.com/offers/exec 
for a complimentary summary of IDC’s new bulletin, Worldwide 
Application Service Provider Review and Forecast, 1998 — 2003. 
Or, call Karen Proffitt at 800-343-4935 ext. 4771 to learn sn 
IDC can help your business focus on the Internet. id 


Don’t Miss IDC’s 1999 Internet Executive Forum 
September 28-29, San Francisco, California 
Full Details at www.idc.com/events/ief99 


INTERNATIONAL DATA CORPORATION e¢ 5 Speen Street e Framingham, MA 01701 e (508) 872-8200 





ertising Supplement 


Dear Reader, 


| consider myself a people person, and ! think e-commerce is all about people. Prior to 
founding the Massachusetts Electronic Commerce Association (Mass eComm), | worked 
on the marketing side of e-commerce, where | met some of the smartest people in New 
England. These were the people responsible not just for creating a new industry, but for 
making it explode. They came from different parts of the world and from various profes- 
sional and personal backgrounds, yet they all possessed the same overwhelming enthu- 
siasm about technology and about what it can do for the world. 


It was this enthusiasm that led to the creation of Mass eComm. And it was this enthu- 
siasm that led to the “Mass eComm 10,” a selection of people honored annually by Mass 
eComm for their contributions to the e-commerce revolution. The focus here, as perhaps 
it should be, is on the people and their achievements. At the 1999 Mass eComm 10 
awards ceremony, ! hope to spotlight their stories and demonstrate that the drive behind 
the e-commerce industry is not motivated by profit or technology per se. The drive is sus- 
tained by people, many of whom make their homes right here in New England. 


On May 24, 1999, New England’s technology leaders will come together at the Westin 
Copley Plaza Boston to celebrate these individuals and their stories. By honoring and learn- 
ing from the Mass eComm 10, we hope to inspire the young entrepreneurs who will con- 
tinue the industry’s spectacular growth. This supplement is a tribute to those individuals 
as well. | hope that reading this supplement will give all of us a fuller appreciation of how 
invigorating the e-commerce community can truly be. 


Thomas Hopcroft 
President 
Mass eComm 
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Matt Cutler stands in front of the MIT ere A 
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By Tyler Ross 1 g e-com- 
merce in 1994 from an MIT fra- 
ternity dorm room. With the 

still brand new, he con- 
that the growth of online business 
would largely depend on the creation of a set 
' 
of tools for tracking customer attitudes 
At the time, MIT frowned upon student 
entrepreneurs. School officials believed that 
students should spend their time studyi 

But Cutler was undeterred. In meeti 

} : : s : 
in “clandestine” locations—computer labs, 
lunch rooms, on street corners—Cutler 


honed his business model, and took a major 


gamble by founding a company called 
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net.Genesis. Even though the first company 
office was a dorm room, Cutler transformed 
the nascent net.Genesis into an e-commerce 
mainstay. Through that transformation, his 
vision remained intact: The way to sell online 
is to know your customer. 

Cutler's story is refreshing, since the term 
e-commerce often conjures images of 
routers, servers and wires, rather than 
images of people like Matt Cutler—who had 
the foresight to recognize the potential of 
ideas and then worked tirelessly to turn their 
vision into reality. Without these faces, the e- 
commerce business would not exist today. 


Such faces belong to the “Mass eComm 


4 
SU SCL 
the 1999 Mass 
PY TL 


_ 


ro 
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cial Adver 


10,” the ten people from the New England e- 
commerce community who are honored 
annually by the Massachusetts Electronic 
Commerce Association (Mass eComm). The 
Mass eComm spotlights the individuals 
leading the e-commerce revolution, and their 


stories, in the hope that they mi inspire 


| } 1] . 
others to follow in their footsteps 


Built on blind faith 
One such individual is Henry Bertolon, 
founder and president of NECX, the com- 
pany he says he “built on blind faith.” That 
faith helped land Bertolon a place on 
Mass eComm 10 for the second straight year. 
“I am long on faith passion, vision stub- 
bornness and execution,” he adds. “I am very 
proud that my company is homegrown. 
Bertolon’s homegrown company is 
the largest online retailer of « omy 
ucts in the world. Through NECX.com, visi- 
tors can buy anything from s > computer 
parts to handheld Palm Pilot device. Bertolon 
has been at the helm of NECX since the 
ginning and has watched the company 
change its course as the Web came into exis- 
tence. In that time he has personally affected 


srowth of online commerce 


th 

Bertolon has been willing to take the risks 
associated with that position. Risk for him 
often meant changing his company’s selling 
practices in dramatic ways. For example, with 
the introduction of the Web, he completely 
shifted his business model, which at that 
point consisted of distribution of client soft- 
ware on disket to the online world. More 
recently, in 1998 he made NECX the first 
and only online retail r ffer com- 
petitive pricing. Visitors to the NECX Web 
site can compare NECX prices with those of 
other online retailers 

Another member of the 1999 Mass 
eComm 10 is Ralph Folz, who made his own 


eb shift” back in 1994 when he refocuse 


his company 


mete eles 
designed with enhanced inaeh siehiati 
content for selline <er.Aliaabapmtiaaad 

be TUS 

ba Temas 

* Ralph J. Folz 

* Blaise Heltai 
was just a list of book- iMMAUIEISE LER GEIB. dl 
marks on the home ¢ * Jeet Singh F 
of a university student iia EC SA UCL 


named Yang. 


Web sites speci 


“It was a huge risk,” Folz recalls, “but we 
were a company of only two or three people 
When you're that small, taking 


aoesn seem 


an indepen- 


ind devel 


eme 
the 1999 Mass eComm Io. Folz 
gamble when he launched a new Web des 


for Fidelity Invest 
irliest truly interac- 
| 


sues reveled in 


sing how 


Rolling the dice 
Bob Davis, CEO of 
earliet year when he ¢ d that a new 


network strz would propel Lycos past 


Yahoo!. The world called him ixotic. But 
the Internet portal ycked the industry in 
April by becoming the most visited site of its 


kind. The news was not surprising because it 
was Lycos, but rather because Lycos displaced 
Yahoo! from the top spot on the list. 

Risks are nothing new for Davis though, 


who is often described as the warrior from 


the gritty streets of Dorchester, Mass., wk 
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ts. F 


a proposed merger betweet 
nteractive properties ol USA Netwo 


USA 


levision 
g Network (a USA property) 
is so 
1ind. For Anna 
Sabasteanski, helping Fortur 
nies overcome th sar iS a task not just for 


one person but an entire company. 
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she sees it, it’s a challenge to convince 


nesses to be practical about the Internet 
Now chairman of the board and vice pres 
ident of practice management at Empresa 
Sabasteanski is not awed by the new tech- 
nologies but rather has a deep understanding 
of how e-commerce can transform a com- 
yany. Her continuum of e-commerce suc- 
cesses has landed her on the Mass eComm 

for a second straight year. 

E-commerce to > is looking at the 
tire enterprise of a company and seeing 
the Internet fits in,” says Sabasteanski 
any times we are described as the people 


with the gray hair. We know what all the 


technology means to business. 





iany recent Internet entrepre- ! 
irs, Sabasteanski can recall the days before 
the Internet, when e-commerce existed even 
though the World Wide Web did not. In those 


, computers were the domain of “nerds” 
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and the public distrust 
Yet despite this pervasive distrust 


entrepreneurs took the leaps necessary to m 


today’s e-commerce boom a reality. 


True beginning of e-commerce 
To many observers, Open Market represents 
the true beginning of e-commerce. The com- 
pany’s products allow other firms to sell online 
without having to build e-commerce transac- 
tion solutions from the ground up. Gary Eich- 
horn, president and CEO of Open Market, is 
greatly admired because he led his company 
through several strategies while continuing to 
create value for its shareholders and customers. 
For this reason, Eichhorn earned his place on 
the Mass eComm 10 in 1999 
Shikhar 
comm 
from India for the 
educational and technical opportunities offered 
in Boston, selecting MIT over such prestigious 
Ivy League schools as Princeton University and 
Columbia University 
After graduating, Singh co-founded Art 
Technology Group, a firm specializing in online 
e-commerce and personalization solutions 
Today he is not only president and CEO of the 
company, but he is also a shining example of 
the growing number of immigrant entrepre- 
neurs who are helping fuel the e-commerce 


explosion in Massachusetts. For his continu- 


gh has earned a 


ing successes in this area, Sin 


position on the Mass eComm ro for a second 
aight year. 

Jay Wood, president of Silknet Software in 
New Hampshire, is the only member of the 
1999 Mass eComm 10 not based in Massachu- 
setts, but his impact on New England’s e-com- 
merce community is no less profound. His 
firm provides the online customer software that 
is essential to e-commerce. On the Web, where 
the next store is only a mouse-click away, cus- 


tomer service can determine whether a cus- 


Oracle Consulting 
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Leadership in E-Commerce 
from the beginning. 
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Lawyers For THE NEw ECONOMY 


As a proud sponsor of the Massachusetts Electronic Commerce 
Association’s annual awards ceremony, we congratulate all of the 


award recipients for their achievements. 
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rates customer service capabilities with 


e-commerce transactions. The promise of 


gh the 


reducing expensive call centers throt 


f 
ot 


use of online communications represents a 
major e-commerce opportunity for his com- 
pany. Customer service popped up on many e- 
commerce radar screens in 1999 and with 
that trend Jay Wood earned a spot on the 
Mass eComm Io 


I -com- 


Wood’s company has ext 

merce into the arena of customer support. 

For another much anticipated e-commerce 

banking—the torch-bearer in New 

and is Blaise Heltai, managing director 

for corporate Internet strategy at Fleet Finan- 
Group 

joined Fleet in 1996, Heltai has 

piled an impressive list of firsts: Fleet 

became the first major bank in New England 


with Internet banking and the first major 
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bank in the United States to introduce an elec- 
tronic storefront product for small businesses. 
Heltai also led Fleet into several deals never 
possible before the Internet, and never before 
tried. These include deals with US News « 
World Report, Family Education Network and 
boston.com. As an e-commerce leader in the 
financial community, Heltai earned a position 


on the 1999 Mass eComm to. 


Venture funding 

The gamble of so many e-commerce entre- 
preneurs, past and present, could not have 
been realized without venture funding. A 
name that is almost synonymous with high- 
tech venture funding is David Wetherell, 
chairman of CMGi. 

Wetherell’s venture company is called 
@ Ventures, and it has invested in, or owns 
outright, at least two dozen Internet compa- 
nies and has returned a staggering $1.9 bil- 
lion on $39 million in venture investments, 


according to TheStreet.com. Not surprisingly, 





CMGi stock is up 122% since the beginning of _ nity ho 


the year (as of press time) card to meet payrol 


Wetherell, a mathematician turned cant than any 


financier, celebrates his second straight year down the ro 


the Mass eComm 10. His influence in the Cutler remembers one particularly 
New England e-commerce community ranges poignant moment when faith was necessary 
from the traffic of portal sites (Lycos), to Web _ to beat overwhelmi ds. When net.Gene- 


site hosting (NaviSite), to online communi- was still in its very early stages, MIT 


ties and PlanetAll). His wizardry became suspicious of ler’s activities and 


has certainly impressed Wall Street and, toa decided to chastise him for his possible com 


great extent, has charged the Internet econ- mercial use of MIT 


omy as a whole. ‘One of the MIT 


ought me into his « 
No one strikes out of slap on th 
Each and every member the Mz “They told me 
eComm 10 has taken the risks necessary to said I had twos 
rapidly grow the e-commerce industry. It’s Fortunately, Ct lid ike out back 
understandable that within this World Wide then at MIT. And now, five years later, in 


Web of technology, the human element is 1999, he, al th nine >-commerce 


often overlooked. But the image of young 


entrepreneurs an I the Mass 


Matt Cutler sipping coffee outside his frater- »mm Io 
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£ BT Alex. Brown 


all the components of our global investment 
banking firm now in place, we've created the first truly 
integrated source of innovative financial solutions. By 
providing clients in over 50 countries with access to 
unrivaled industry knowledge, preeminent research 
and proven strengths in advisory services and capital 
markets, BT Alex. Brown has the right combination to 
unlock value for our clients around the world 
BT Alex. Brown pioneered the articulation of the e- 
commerce opportunity through its initial Paper to 
Pulse report dated May 1993. Since then, we have eval 
uated financial and strategic alternatives, and have exe- 
cuted capital raising and strate advisory 
transactions for leading ymmerce companies world- 
wide. Recent clients include Sterling Commerce, USIn- 
Proxicom PMT Exodus 


om, Digital River, 


ternetworking, 
Communications, Inktomi, Bre 
Doubleclick, Ebay, Amdocs and Bottomline Technolo- 


gies. Contact Michael Halloran at ) 261-3690. 


ror 
‘ea wo Mee 


Computer Sciences Corporation (CSC) helps com- 
panies succeed in the Internet economy, leveraging 
technology to create business value. Whether your goal 
is to improve customer service, streamline supply 
chain processes or enhance communication among 
employees, CSC can design and implement a solution 
that meets your business goals 

From strategy consulting, to solution development 
and implementation, to ongoing management of e- 
business solutions, CSC offers end-to-end services to 
meet your needs. We provide the integrated e-busi- 
ness teams, proven Web Catalyst methodology, the 
flexible component-based architecture and the com- 
plex systems integration expertise you require for enter- 
prise-scale e-business solutions. 

For more than 40 years, CSC has helped Global 

clients deliver business results in a highly 
dynamic business and IT environment. Contact CSC 
for more information on how we can help your organi- 
zation create successful e-business solutions. E-mail e- 
business@csc.com or call (800) 272-0018. 
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E-business is, first and foremost, about business. 

most successful e-businesses to date are led by a 

strong management team, employ strategic thinking 
around the opportunities and challenges of e-busine 


and are prepared to re-engineer processes dramati- 


cally, not just incrementally to successfully implement 


an e-business strategy. 


security, digital money and 

systems, and Internet-specific regulatory and tax 
issues. It’s a lot to consider, but e-business pioneers 
need not go it alone. Deloitte Touche Tohmatsu pro 
vides accounting and auditing, tax, and management 
consulting services through more than 82 

in over 130 countries. We've assisted some ¢ 

ing companies operating on the Net, and we 

help you. After all, who connects you with the e-busi 
ness trends that matter? tte & 


Touch 


ommerce with our leading edge cus- 
tomers and partners. Rather than selling individual prod- 
ucts, r ’ > solutions that let our clients focus 
on their businesses, no 
able Web sites. 


Our clier 


mers to sell their products and ser- 
channel, we o help them to 
ich in turn allows them to bring 
trading partners, customers, and 

financial ir 
By using our own highly productive software infra- 
structure as we gedt ologies from our part- 
Netscape, OrderTrust 
profit- 


ompetition-crust 
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IDC 


international Data Corp. is the industry’s leadi 
research resource with 
analysts in 36 countries, covering more 
within the Internet field. This 
possibly the largest Internet market research 
anywhere—is known as Internet@ID 
Internet@IDC delivers industry-leading Internet 
research and analysis. Designed to cut through the 
ring the market into sharp f 
DC is built upon the same value p 
as IDC’s 


earch 1 a uniquely global perspective, com 


services: extensive primary 


bined with thoughtful analysis, to produce credi 
1 often startling forecasts 

ing on more than ,OOO end-user surveys 

d by IDC each year, Internet@IDC provic 
ymprehensive understanding of the 
Internet. Its disciplined approach offers the breadth 
and the thought leadership 
full impact of the Internet 
dg consumers. Visit www com to 


rn more about Internet@IDC 


NaviSite 


te, a majority-owned subsidiary of CMGi, 
application service provider delivering Web 
and application management solutions to the 
nerging enterprises throug 
s full-service solutions 
panies deliver Internet-based services to their cu 


ners by offering ah | of internet ac and 


commitment to customer service 

e SiteHarbo sting solutions 1 NaviSite 
provide secure, reliable, Web hosting and co-location 
NIX and NT environments including 


o9rmance Internet access and high-availability 


solutions throug rt balancing, clustering, mirror- 
Oo 


ng and advanced storage services. NaviSite's 

SiteHarbor ProApps Products combine a portfolio of 
mplementary applications into comprehensive busi- 
s solutions available in a variety of cost-effective 

options, including application rentals and services 
Visit NaviSite’s Web site at www.navisite.com or 


call (978) 552-3300 


@® Produced by Computerworld Enterprise Business Solutions 


dvertisin« 


ipplement 


NECX is where the open market comes together — 
24 hours a day, seven days a week. And we do it your 
way: on-line, via fax, or over the phone. We are your 
exchange for buying and selling electronic compo- 
nents, computer products and connectivity equip- 
ment. We are NECX—the Hub for High Tech 
Commerce. 

NECX has been at the forefront of technology inno- 
vation for over 18 years and today manages the most 
comprehensive electronic commerce site for com- 
puter products on the World Wide Web. Corporate- 
wide revenues for 1997 exceeded $406 million. A 
privately held company founded in 1980, NECX con- 
ducts business from its worldwide corporate head- 
quarters in Peabody, Mass. The company has access 
to more than $3 billion in computer products in more 
than 23 supplier warehouses at any one time. NECX is 
always looking for good people to join its professional 

Additional information is available at 


w.necx.com. 


ORACLE 


Oracle Consulting is the leading expert in trans- 
forming Oracle technology into solutions that drive 
business. Through delivery of a comprehensive mix of 
technical expertise, industry knowledge and applied 
innovation, Oracle Consulting provides rapid imple- 
mentation of complete integrated solutions that har- 
ness the Internet for business innovation. 

Oracle Consulting solutions help companies 
expand markets by identifying new customers, creat- 
ing new offerings, and extending the supply chain. 
Oracle Consulting solutions improve efficiencies by 
automating the value delivery chain, lowering channel 
costs and improving productivity. Oracle Consulting 
solutions help companies retain customers by identi- 
fying profitable customers, building brand loyalty and 
enhancing customer service. 





‘QuickBuy 


QuickBuy, Inc. develops and markets software 
products that revolutionize the way people buy and 
sell over the Internet. Its QuickBuy™ product family 
based on the Buycon™, a patented breakthroug 
nology that enhances and enables electronic retailir 
through the use of intelligent icons 

The QuickBuy product line is gned to simplify 
the online retail experience for both consurr 
Web-based merchants. QuickBu 
“buyable icons,” are compact gra 
tions of buyable goods containing embedded produ 
data such as price, SKU, affiliate information and pur- 
chase URL. Using QuickBuy software, e-tailers can 
quickly build or update their entire product databa 
with Buycons that consumers can easily drag-and-drop 
into their personal desktop shopping cart imme- 
diate purchase. 

Buycons can also be e-mailed to friends for instant 
purchase, broadcast as buyable ads, and hosted on 


private gift/wish list and registry pages 


Resources 


innovative Financial and Accounting Services 


ces Connection is the first independent 
national company to focus exclusively on providing 
high quality, Big Five-level accounting and fir | 
professionals on a project basis. Re:sources help 
companies manage change by providing talented pro- 
fessionals, with experience that includes Big Five and 
private industry, who view project work as a Care 
Many companies do not maintain adequate resources 
to cope with changes common in today's busin 
environment, such as mergers, acquisitions, tech 
logical advancements, significant growth and reorga- 
nizations. These companies choose Re:sources to 
provide specialized skills and experience during their 
times of need. 

Re:sources was created in 1996 as a wholly owned 
subsidiary of Deloitte & Touche. On April 1, 1999 
Re:sources and Evercore Capital Partners L.P., a 
prominent New York investment firm, completed a 
management buyout purchasing Re:sources from 
Deloitte & Touche. For further information about 
Re:sources, call (800) 900-1131 or visit its Web site at 


www.resourcesconnection.com. 


Schwartz Comm Inc. is the nation’s leading 


public relations agenc th companies 
The ag ; currently repre s more than 8o exciting 
hig ck ms, including Lycos and Red Hat. Schwartz 


has been on the Inc test-growing 


private companie 
#203 96) 
The agency is on IN s 1998 “Best of the Best” 


tion is available 


www.scnwartz-p 
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Testa, Hurwit ult, LLP is a leading provider 
of legal isinesses in the e-commerce and 
Internet space. We take an interdisciplinary approach 


to this business providing legal services which 


assisting in 
electronic 
and privacy; 
-branding 
arrangements; and 
unique to e-commerce 


Dusinesses 


We have repr numerous Clients in all aspects 
commerce and Internet-based business activities, 
portal, search engine and e-com- 

nd are active in promoting indus 


try organizations 


For more information please contact Linda DeRenzo, 
Partner, Testa, Hurwitz & Thibeault, LLP, 125 High 
Street, Boston, MA 02110, Office (617) 248-7000, 


Fax (617) 248-71¢ 
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Henry Bertolon, President & CEO, NECX 


As founder of NECX, Henry Bertolon has been at the forefront of technological innovation 
for nearly two decades. Under his leadership, NECX has become the world's central 
exchange for the buying and selling of ICs and computer products on the open market. 
After establishing and legitimizing the independent distribution of high-tech commodities, 
Bertolon seized a leadership position for NECX on the Internet with the creation of the 
industry's largest and most complete electronic commerce Web site for computer products. 
His energy, vision, and understanding of the marketplace continue to fuel the company's 
spectacular growth. 


Matt Cutler, Co-founder & Chief E-Business Intelligence Officer, net.Genesis 


Matthew Cutler co-founded net.Genesis in January of 1994 as an MIT undergraduate. In 
1995, Cutler literally wrote the book on Web site analysis: Build a Web Site: A Programmer's 
Guide to Creating, Building, and Maintaining a Web Presence. Matt frequently presents at 
major national and international Internet-related conferences including InternetWorld, 
Gartner Group B-Commerce conferences and Internet Commerce Expo (ICE), and has con- 
tributed to CIO Web Business Magazine and Internet World Magazine. He has also served as 
President and Chairman of the Webmasters’ Guild [now a part of the Association of Internet 
Professionals], the country’s first professional association of Webmasters. 


Robert J. Davis, President & CEO, Lycos, Inc. 


The company’s first employee in June 1995, Robert J. Davis has helped Lycos evolve from an 
Internet search engine to one of the most powerful Internet hubs and Web media compa- 
nies. Through a string of strategic partnerships and acquisitions, he has led Lycos in devel- 
oping the Lycos Network, a pioneering Web media model that delivers mass reach and 
diversity of audience and programming. This community-based, integrated network 
includes three top 10 Web sites and is the most visited hub on the Internet. Prior to Lycos, 

> he spent 14 years in high-tech sales and marketing management positions. He currently 

y serves on the board of directors of the Massachusetts Software Council. 


Gary Eichhorn, President & CEO, Open Market 
As president and CEO of Open Market, a provider of Internet commerce and information 

publishing software, Gary Eichhorn is responsible for the entire operations of the compa- 

ny, including strategic corporate direction and growth. He joined the company in 1995, led 
it to its IPO in May 1996, and transformed it from a service-based organization to a leader 
in software applications. He previously held executive roles at Hewlett-Packard and Digital 
Equipment Corp. He is active in driving many issues in the industry, and was a key mem- 

ber of the initiative that aligned the largest suppliers of UNIX systems around a single set 
of specifications to ensure the operating system’s long-term competitiveness. 


Ralph j. Folz, Co-founder & President, TVisions 


Ralph Folz founded TVisions in 1994 and has grown the company from a two-person shop 
to a leading independent Web development firm that currently employs more than 110 full- 
time employees. He has been instrumental in the creation of some of the first commercial 
Web sites. He is the driver behind TVisions' philosophy of leveraging Internet technologies 
to enhance business process efficiencies. Previously, he was a principal engineer, manager 
and developer at GTE and has also advised several of New England’s largest computer 
companies on how to integrate the convergence of multimedia technologies into their offer- 
ings. In 1998, he was a finalist for the Ernst and Young "Entrepreneur of the Year" award. 
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Blaise Heltai, Managing Director for Corporate Internet Strategy, Fleet Financial Group 


Blaise Heltai is responsible for the corporate-wide development of Internet-enabled busi- 
ness strategies for R&D and for the coordination of all Fleet online initiatives. He previously 
was director of Fleet’s Online Financial Services Group where he managed the consumer 
and small business online channel. Prior to joining Fleet in 1996, he was director of market- 
ing and strategy for AT&T’s Consumer Products Division. His background includes the 
assessment, development and market introduction of high-technology consumer products 
and services 


Anna Sabasteanski, Chairman of the Board & VP of Practice Management, Empresa 


With vast knowledge and experience in content management and subscription services, 
Anna Sabasteanski is responsible for managing Empresa’s publishing customer relation- 
ships as well as the overall P & L for the business unit responsible for the delivery of these 
solutions. She was the founder of Electronic Press Services Group. With over 20 years expe- 
rience in delivering online systems, she is positioned as both a technical and business 
expert for Internet commerce, and in 1998 was named one of the top 10 e-commerce lead- 
ers by the Massachusetts Electronic Commerce Association as well as one of the top 40 
software leaders in The Improper Bostonian. 


Jeet Singh, President & CEO, Art Technology Group, Inc. 


As CEO and president, Jeet Singh is responsible for the business strategy of Art Technology 
Group. Together with co-founder Joseph Chung, he has led the strategic design and devel- 
opment at ATG, bringing the company to the forefront of Relationship Commerce. Prior to 
founding ATG, he held positions in project management, product marketing and manage- 
ment, and new business planning and development, inc oduct marketing manager 
at Boston Technology, Inc.; a management consultant with Team Technologies, a 
Washington, DC-based consulting firm specializing in workgroup productivity; and with 
Groupe Bull/Bull Corp. of America. 


David S. Wetherell , Chairman & CEO, CMGi, Managing Partner, @ Ventures 


David Wetherell has served as chairman, CEO and president of CMGi since 1986. He took 
the company public in January, 1994; a month later, he founded the Internet start-up com- 
pany BookLink Technologies. In late 1994, BookLink was sold to America Online in a stock- 
based transaction that ultimately was worth over $70M to CMGi. He used the sale’s pro- 
ceeds to fund a two-pronged strategy: the incubation of a series of start-up Internet firms, 
and the formation of @Ventures, an affiliate that invests in early-stage Internet and interac- 
tive media technology companies. Prior to CMGi he co-founded the software development 


firm Softrend, Inc. 


te 
| 


James (Jay) C. Wood, Founder, President & CEO, Silknet Software 


| 


Jay Wood founded Silknet Software to develop enterprise applications that leverage the 
Internet and other emerging technologies in order to improve customer efficiency and loyal- 
ty. The e-business solutions offered by the company enable corporations to integrate, 
engage and leverage the customer. Wood sees his role at Silknet as that of a facilitator, pro- 
viding the executive staff with everything they need to execute: direction, goais, tools, 
resources and assistance. He also founded CODA Inc., the North American subsidiary of 
the U.K. developer of financial accounting software. He graduated from Villanova University 
with a B.S. in Electrical Engineering. 


Produced by Computerworld Enterprise Business Solutions @ 
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and employees can learn at their own pace. 

The hottest product group at E3 was Internet- 
based multiplayer games. Players find them the 
most challenging and rewarding. Some games can 
involve thousands of players simultaneously, forc- 
ing the users to divide into teams and share infor- 
mation to survive. As those games improve, gam- 
ing companies will develop new techniques to 
help teams develop strategies, reach consensus 
and coordinate their activity. The most successful 
techniques will be quickly adapted to collabora- 
tive software for business use. 

Nintendo or Sony as the next Microsoft? Why 
not? Each has leading-edge technology and hun- 
dreds of millions of fans willing to devote count- 
less hours to honing every innovation. It could be 
an unbeatable combination. D 


MOS(¢ 


Behind Gates’ big 
bet on bandwidth 


HELLA 


F YOU RAN MICROSOFT and were 

sitting on $20 billion in cash, what 

would you do with it? Even if you 
tried, you couldn’t possibly spend that 
much on developing new software, and 
with the Justice Department looking 
over your shoulder, you probably could- 
n’t acquire other software or Internet 
industry leaders. If you decided to 
diversify into the computer hardware or 
services markets, you would infuriate 
many of your biggest and best business partners. 

Yet if, like Bill Gates, you’re a true believer in 

the power of IT, you sim- 
ply couldn’t bear to 
squander huge chunks of 
IT industry money on me- 
dia properties, profession- 
al sports teams, real estate 
holdings or boring old 
dividends. Indeed, from 
this perspective, Micro- 

_— soft’s decision to invest 
DAVID MOSCHELLA is an 
author, independent con- | 
sultant and weekly 
columnist for Computer- 


world. Contact him at 
dmoschella@earthlink.net. 


aggressively in telecom- 
munications should be 
seen as almost inevitable. 
What other areas could 
possibly soak up this 
amount of cash? What’s 
really interesting isn’t what Microsoft has done, 
but the way it is doing it. 

When you look down the list of Microsoft ini- 
tiatives — $1 billion in Comcast, $5 billion in 
AT&T, $600 million in Nextel, $500 million in the 
British cable firm NTL, along with smaller invest- 
ments in Qwest, Qualcomm and Northpoint — 
there’s a clear pattern. Cable and wireless tech- 
nologies are in; twisted-pair copper is out. Given 


that so much of today’s Internet is based on local 
telephone wiring, it’s clear that Microsoft is bet- 
ting on a radically different future, one where its 
vast wealth is truly needed and where future mo- 
nopolies are once again possible 

If all of this conjures up a sense of déja vu, re- 
member that back in the early 1980s, a cash-rich 
IBM went on its own telecom buying binge. It de- 
veloped both Satellite Business Systems and the 
IBM Information Network; it acquired PBX mak- 
er Rolm and took a significant stake in MCI. Like 
Microsoft, IBM had grand visions of the coming 
convergence between computers and communi- 
cations. But IBM badly misread the market. It 
thought that its main network rival would be 
AT&T and wound up ill-prepared for LAN-based 
technologies from Novell, Cisco and others. Ulti- 
mately, IBM’s great wealth was mostly spent in 
vain. 

Microsoft seems to see things more clearly. De- 
pending on the sector, Microsoft faces many 
tough competitors, such as Oracle, Lotus, Sun and 
others. But the two currently most worried are 
AOL and Yahoo. Both companies have benefited 
enormously from the telephone-based Internet 


infrastructure, both are vulnerable to new genera 
tions of cable and wireless services, and both 
have no real cash to speak of. Certainly, neither 
company can enter the wireless or broadband ca- 
ble markets without carrier cooperation 

Thus, Microsoft hopes to use its enormous 
wealth to outflank its rivals, but in a politically 
palatable way. Consumers should actually benefit 
Certainly, there are few IT areas in more need of 
large investments than local loop bandwidth and 
wireless data infrastructure. Why shouldn’t Mi- 
crosoft’s money be used? From a broader industry 
perspective, a steady transfer of profits generated 
by monopoly PC operating systems into badly 
needed bandwidth capacity has a certain systemic 
efficiency, even beauty. 

If nothing else, Microsoft’s investments might 
light a fire under the cash-rich, but seemingly still 
ossified, regional Bell operating companies to fi- 
nally get serious about high-speed digital sub- 
scriber line services. With companies like AOI 
and Yahoo on the telcos’ side, Microsoft, AT&T, 
Nextel and others would have a very fair fight on 
their hands. Given where we are, can you think of 


a better way forward? D 


Captain should go 
down with Microsoft 


TAKE ISSUE WITH 

Bill Laberis’ pro- 

Microsoft column 
(“The Press Shouldn't 
Put Gates on Trial,” CW, 
March 15]. First, given 
that Bill Gates is the Mi- 
crosoft CEO, he essen- 
tially is on trial since he 
bears full responsibility 
for all of Microsoft's 
business practices. 

Second, Mr. Laberis’ 
assertion that Microsoft 
is the most successful 
public company on earth 
is borderline ludicrous. 
Most of the success 
credited to Microsoft 
was derived via unlawful 
and unfair means over a 
relatively short period of 
time. 

What about giants like 
P&G, GE and IBM that 
have proved successful 
using fair and legal tac- 
tics for years long before 
Microsoft existed? 

Third, the numbers 
concerning Microsoft’s 
dominance of the appli- 
cation platform/server 
market in two years 
based on a study of 200 


IT managers demon- 
strate two things: We're 
in big trouble if we’ve 
got IT managers today 
who’ve already decided 
their platform of choice 
two years in advance; 
ind these IT managers 
must be out of touch 
with the technology 
trends that are evident 
today. 

Finally, you seem com- 
pletely lost in your “tech- 
nology purchase 


process” paradigm. The 


end user cares nothing of 


the purchase process but 
rather the functionality, 
effectiveness, reliability 
and quality of the tech- 
nology itself. 

As an engineer, I’m 
continually amused and 
troubled by your publi- 
cation’s IT manager-cen- 
tric view of the world. 
Jeremy Steele 
cummins 


steele 


Y2K fact checking 


MIDST specula- 

tions about the 

impact of Y2K, 
we find that statements 
that have been portrayed 
as “facts” don’t stand up 


to scrutiny. For instance, 
in an April 5 Computer- 
world article on Y2K and 
pharmaceutical compa- 
nies (“Foreign Supply 
Failure Worries Drug 
Makers” ], your reporter 
repeated inaccurate as- 
sertions found in a U.S. 
Senate report about the 
world’s insulin supply. 

We have seen several 
variations of the state- 
ment that 70% of the 
world’s insulin is made 
in Denmark (or the 
Netherlands). 

Another statement — 
which also was included 
in the Senate report — 
says 80% of raw materi- 
als used in manufactur- 
ing pharmaceuticals is 
sourced from outside the 
US. 

These inaccurate 
statements could unduly 
cause worry about hav- 
ing enough insulin at the 
start of the new century. 
That is unfounded. 

Lilly manufactures all 
of its human insulin in 
the U.S., near its compa- 
ny headquarters in Indi- 
anapolis. Only 15% of the 
raw materials Lilly uses 
to make its insulin 
comes from countries 


other than the U.S. In to- 
tal, we rely on 44 suppli- 
ers for those raw materi- 
als to make insulin, and 
only nine of them are lo- 
cated in countries out- 
side the U.S. Further- 
more, in the U.S., we 
have ail of the raw mate- 
rials we need to make 
our 1999 year-end targ 
inventories for major Lil 
ly products. 

Lilly is working to ex- 
plain our Y2K readiness 
and address the flow of 
insulin te consumers. 

Given the importance 
of the Y2K issue, it is 
crucial that statements 
given as “fact” are 
indeed true. 

Doyia Chadwick 
Eli Lilly and Co 
In 


dianapolis 
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WINDOWS 20 


Microsoft Windows NT Workstation 4.0 is now available with Service Pack 4. which includes Y2K and Euro updates. For Year 2000 information regarding Microsoft products see www.microsoft.com/year2000 





OO READY PCs 


If you buy a new PC now, it should be ready to run 
the next-generation desktop OS, Microsoft” Windows 
2000 Professional. Well that’s the whole idea behind 
WINDOWS 2000 READY PCs. They've got the RAM. 
They've got the power. And they’ve got Windows NT 
Workstation 4.0 (including Y2K updates)—which 
means you've got performance, reliability, and low 
support costs now, plus the easiest possible upgrade 
path when the time comes. So with one decision, 
you're cleverly preparing your desktops for the future. 
For information on hardware partners and products, 
please visit our Web site. 


READY WITH WINDOWS NT* WORKSTATION 4.0 
READY WITH 300 MHz OR MORE 
READY WITH 64 MB OF RAM OR MORE 


www.microsoft.com / WINDOWS2000/REA DY/ Microsoft 





ANN HARRISON 
Uncle Sam’s secret 
cryptography plan 


.S. OFFICIALS are sure to appeal 
the recent ruling which extends 
First Amendment protection to 
strong cryptographic source code. The 
decision by the Ninth Circuit Court of 
Appeals in the case of University of Illi- 
nois professor Daniel Bernstein is a giant 
step toward lifting encryption export re- 
strictions. The ruling allows strong en- 
cryption to be used by companies doing 
business overseas. 
The feds will complain that the release of 
strong U.S.-made cryptography will hamper law 
enforcement. But what the 
government really fears is 
losing the ability to spy 
on citizens and private 
businesses. 

Some criminals and ter- 
rorists do use strong en- 
cryption to scramble their 
Internet communications. 

= '@*) But those encryption tools 

ANN HARRISON is a senior are already available from 

editor at Computerworld. 

She covers security and 
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sources overseas. If the 
Supreme Court overturns 
the Bernstein ruling, it’s 
not crooks who will be in 
the most danger — but 
honest businesses everywhere. It’s hard for many 
Americans to imagine their government conduct- 
ing industrial espionage, but it’s happening. 

It’s worth remembering that the U.S. govern- 
ment insisted the 56-bit Data Encryption Stan- 
dard was secure long after security experts sur- 
mised that spooks at the National Security 
Administration (NSA) could crack the code. 

Now, the European Parliament is blowing the 
whistle on U.S. spymasters. This month, the par- 
liament’s Science and Technology Options As- 
sessment Panel reviewed a report on Echelon, 
the U.S.-led satellite surveillance network (www. 
iptvreports.mcmail.com/stoa_cover.htm). 

Although the U.S. government has never con- 
firmed Echelon’s existence, dozens of investi- 
gative journalists have written about the system. 
It allegedly intercepts telephone, data, cellular, 
fax and e-mail transmissions anywhere in the 
world. The report includes evidence of how U.S. 
intelligence agencies intercept Internet traffic 
and digital communications — including screen 
shots of traffic analysis from NSA computers. The 
report found that Echelon targets not just crimi- 
nals, but also diplomats and industrialists. 

Not only Europeans are worried about Echelon. 
U.S. Rep. Bob Barr (R-Ga.), who once worked for 
the CIA, says the project raises questions about 
constitutional rights. He worries that the NSA 


NEWS 


will use Echelon to circumvent laws that prohibit 
the government from spying on citizens. 

Echelon isn’t the only project that puts private 
companies at risk. The same European Parlia- 
ment report documented an international organi- 
zation of police and security agencies called 
ILETS (International Law Enforcement 
Telecommunications Seminar). 

ILETS has succeeded in convincing European 
Union policy-makers to require “interception in- 
terfaces” in all future Internet and digital commu- 
nications systems. The plan, which appears in a 
EU report called “Enfopol 19,” envisions a net- 
work of tapping centers that lets European intelli- 
gence operatives eavesdrop on telephone calls or 
Internet traffic. That strategy would put the unse- 
cured communications of U.S. companies doing 


| business in Europe at great risk. It would also 
force Internet providers and network operators to | 


foot the cost of setting up surveillance systems. 
The FBI estimates that U.S. companies lose $2 
billion per month to industrial espionage. The 


| power to wiretap and subvert strong encryption 


| only increases the vulnerability of businesses and 


citizens, which intelligence agencies claim to de- 
fend. If businesses use weak encryption in inter- 
national transactions, and Uncle Sam collects 


| their data, it could wind up in the hands of any- 


one, even competitors and foreign governments. 
Contact your local member of Congress and let 
him know that global surveillance systems re- 


| quire legal accountability and oversight. And be 


sure to secure your most sensitive international 
business data with strong encryption made by 
companies that aren’t hampered by export re- 
strictions. Remember, the NSA is listening. D 


JOHN GANTZ 
Is your IT shop 
ready to compete? 


S YOUR IT organization worth its 
salt? Can it beat the competition? 
Two minor pe 
events last week got 
me thinking this was a 
question that more 
and more CEOs will 
be asking soon. 

The first was this: 
my 14-year-old son 
went to Washington 
on a weeklong field 
trip with his school. 
Each night, the class 
had pictures and 
write-ups on the class Web site. This 
took place during the same week my 


JOHN GANTZ is a senior 
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| company had a major meeting about our IT infra- 


structure — and learned how long it will take and 
how difficult it will be to allow each product 
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| group to have its own intranet. My immediate 


reaction was to ask the eighth-graders to take 
on the project. 

The second was a conversation I had with a col- 
league. He told me the supply-chain consulting 
practice of Ernst & Young was getting about a 
third of its billings in value-based payments. 


| Those are payments triggered by business met- 


| rics, like lower actual costs, increased revenue 


| and time-to-market milestones. My colleague 


| pointed out that companies like Ernst & Young 


have begun hiring industry experts and financial 


| types — as opposed to IT technical specialists — 
| in order to take on this kind of work. 


Now, I have to admit we’re looking at two lead- 


ing-edge IT organizations here — Ernst & Young 
| and the eighth-graders at Wayland Middle 
| School. But I think there’s a message here for 


the average IT shop. 

If a leading-edge IT practice inside a leading- 
edge outsourcer is willing to put some skin in the 
game on major IT projects, then other out- 
sourcers will soon follow. Shouldn’t your own IT 


| organization also put some skin in the game, for 

| example, by tying bonuses or stock options to the 
financial outcome of the project? Yet a lot of IT 

| shops still think in terms of projects and see 


themselves competing with companies like Ernst 
& Young on a time-and-materials basis. If we’re 
not careful, innovative external companies will 
cherry-pick the most strategic (and hence valu- 


| able) IT projects on a risk-and-reward sharing 
| basis and leave us to the Windows upgrades, Y2K 


clean-up and e-mail conversions. 

And if the average end user’s expectations of IT 
can be set by the prowess of a bunch of eighth- 
graders, whether unfairly or not, then the average 


| IT organization has already lost the public rela- 
| tions battle against potential competitors. 


We have had competition between outsourcers 


| and internal IT organizations for years. But the 


nature of the competition is changing. 
Internal organizations used to be able to com- 


| pete at least on price, having budgets that didn’t 
| reflect fully allocated costs and not having a re- 


quirement to make a profit. When they lost it, it 


| was often for lack of rare technical skills, lack of 
| time and energy to devote to certain projects or 


because of a need for cash (many outsourcers will 
swap cash for clients’ assets, which they then 
lease back). With value-based pricing, that advan- 
tage goes away. 

I think the leading-edge professional service 
firms are going to pull away from the average 


| and someday even the exceptional — internal IT 
| organizations. Their corporate lives depend on it. 





| And the reality we’re all getting used to with the 


Web — that with outside help, applications can 
be developed in days, weeks or even overnight — 
may make outsourcing the preferred approach. IT 
organizations will have to prove themselves over 
and over again on a daily basis — just like their 
for-profit competitors. In time they may even 
have to resemble IT service firms, with a sales 
force, partner organization and profit sharing. 
Pretty radical. And quite possible. D 
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SELL 10 SENIORS 


Think your Web cus- 
tomers are all young and 
hip? Nope. At least half 
are over 50. They’ve got 
tons of spending power, 
but they won't struggle 
with sites they don’t 
like. Many sites cater to 
them — to good effect. 


958 


ON THE RIGHT 
TRACK 


Better contract manage- 
ment means companies 
can better track their 
negotiated pricing — for 
pharmaceuticals, for in- 
stance. ) 45 


BIG BROTHER'S 
WATCHING 


At W. W. Grainger, em- 
ployees wear cards that 
let them track one an- 
other. They’re a way to 
keep customers happy 
by getting reps online 
with them fast, but 
where’s the line be- 
tween good service and 


privacy? ) 40 


GLOBAL 
DEVELOPMENT 


Development is devel- 
opment, right? Wrong. 
Spread it across several 
countries to save time 
and money, and cultural 
misunderstandings can 
gum up the works. This 
Q&A with an expert on 
international develop- 
ment might help. » 46 


GLOBAL 
SCHMOBAL 


Sure, developing appli- 
cations globally might 
(eventually) work, but a 


global economy? The 
problems of internation- 
al trade are so daunting, 
it’s surprising anyone 
makes any money, Jim 
Champy bemoans. He 
calls worldwide e-com- 
merce a myth. ) 47 


GENERALISTS 


WANTED 


The age of the IT spe- 
cialist is over, at least in 
e-commerce, Lina Fafard 
writes. People with one 
main skill are over- 
whelmed when faced 
with the mass of issues 


related to complex sites. | 


She lays out hot skill 
combinations. ) 57 


LOCATION, 


LOCATION... . 


Where do big retail op- 
erations go when they 
want to sell stuff online? 
San Francisco, mostly. 
Many find they have to 
move Web units away 
from the center of their 
brick-and-mortar opera- 


tions to encourage inno- | 


vation. » 41 


HOW TO PREVENT | 


INSIDE JOBS 


The worst hack in U.S. 
history was engineered 
by someone inside the 
firewall. A new survey 
shows internal attacks 
outpace those from the 
outside. It takes careful 
monitoring and atten- 
tion to detail, not just a 
firewall, to catch insid- 


ers.) 40 
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CAN I HAVE 
SOME MORE? 


Computerworld’s 2nd Annual Consultants Salary Sur- 
vey shows consultants with hot skills are drawing big- 
ger paychecks, getting bonuses and benefits, having 
their relocation costs covered and reaping some other 
cheeky perks and requests. Why? Be- 
cause the ones with the right combina- 

tion of IT and people skills are impossi- 

ble to find. 





800.368.4326 compuware.com 


Te ae eM ee 


fey el 


Boots. 


Nothing else matters until your basic needs are met. However, it's easy to overlook obvious answers to your information technology 
problems. Our objectivity can help. It already has for four out of five of the world's largest companies. When it comes to running the 


applications that run your business, we never stop.asking what do you need most? 





i 
| 
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What do you need most? 
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INFRARED SYSTEM KEEPS 
ITS EYE ON EMPLOYEES 


Team spirit thwarts Big Brother overtones 
in quest to improve customer service 


BY STACY COLLETT 


HE LATEST weap- 

on in customer 

service hangs 

around Tom Con- 
don’s neck. 

As he traverses the sprawl 
ing maze of workstations at 
W. W. Grainger Corp.’s Custom 
Solutions Center, his identifi- 

infrared 
ls are picked 
up by receivers on the ceiling 
t his whereabouts to 
y’s personnel di- 

rectory on the intranet. 

Ifa customer needs Condon 

the receptionist 

merely clicks on his name in 
I y’s personnel di- 
location — 

five 


him a 


updated every 
and sends 


targeted audio message from 
an overhead speaker. 

Sound like Big Brother 
watching? No, Grainger said, 
it’s Big Customer. 

In the maintenance equip- 
ment industry, where the price 
and quality of competing prod- 
ucts are very close, customer 
service is becoming the differ- 
entiator companies like 
Grainger. So executives are 
eliminating phone tag, pagers 
public address “carpet 
bombing” in favor of employ- 
ee-tracking via the intranet. 

“It’s a tool to reduce time in 
solving problems and improv- 
ing customer satisfaction,” said 
Condon, director of informa- 
tion services at Grainger. 

200 employees are 


for 


and 


Some 
connected to a browser-based 


suite of tools called Arial View 


Audit Trails Might Have 
Fingered Los Alamos Insiders 


Monitoring staff 
is key to security 
BY ANN HARRISON 


The 


history 


gest computer crime in 


was an inside job. 


Though it occurred at a gov- 


ernment laboratory, experts 
say many companies are also 
vulnerable to insider attacks. 


Bill 


con- 


U.S. Energy Secretary 
month 


firmed that classified nuclear 


Richardson last 
weapon computer codes at Los 
Alamos National Laboratory in 
New Mexico were transferred 
by a lab employee to an unclas- 

The 
incident has been at the center 
China pil- 


secrets to 


sified computer system. 
of allegations that 
fered U.S 
build nuclear warheads. 

‘Their 


nuclear 
monitoring systems 
were not as fully automated as 
they needed to be. Moving files 


from a classified to unclassi- 


fied environment should be an 
auditable event — you need to 
have a daily snapshot and in- 
trusion detection happening in 
real time,” said Rob Clyde, vice 
president of the security man- 
agement business unit at Axent 
Technologies Inc. in Rockville, 
Md., which develops computer 
security tools. 

A report issued earlier this 
year by the Computer Security 
Institute noted that 86% of re- 
spondents reported insider at- 
tacks, while 74% reported out- 
sider attacks. Some reported 
attacks from both sides. 

“Obviously, a disgruntled 
employee is a bigger threat 
than a hacker because he al- 
ready has the access and insid- 
er information on the 
works, whereas a 
hacker comes in blind usually,’ 
said Dan Erwin, a specialist in 
security at Dow Chemical Co. 
in Midland, Mich. 

Clyde recommended 


how 
process 


that 





TOM CONDON of W. W. Grainger wears a badge that emits an infrared 
signal that tracks his whereabouts in the office 


from Arial Systems Corp. in 
Vernon Hills, fll. Condon said 
Grainger’s $100,000 _ invest- 
ment will pay off because it 
helps the company respond to 
customer calls about five min- 
utes faster. With the number of 
ArialView “searches” rising to 


companies set up an audit trail 


system to track network man- | 


agers who deliberately 
leave security holes open for 
data thieves. Such systems 
should monitor firewall and 
operating system settings and 


can 


track access to privileged ac- 
counts and files, Clyde said. An 


intrusion detection system 


should monitor security poli- 


cies and immediately report 


any vulnerabilities, changes or | 


addition of users. 

“We have all these controls 
and capabilities, but usually, no 
one is looking to make sure 


that it is running properly,” | 


Clyde said. If a company sus- 
manager is leaving 
open, Clyde 
recording the user’s sessions 
or keystrokes. Instead of firing 
the 
patching the hole and watching 


pects a 


holes suggests 


to see if it happens again and if | 


an attacker exploits the breach. 
If a pattern emerges, a compa- 
ny has a good chance of show- 
ing collusion. 

“If they did damage, you 
want to have enough evidence 


to bring them to court,” said | 


Phil Schacter at The Burton 
Group in Midvale, Utah. B 


manager, Clyde advises | 


900 per day and expected to 
climb to 1,500 daily by this 
summer, Grainger will realize a 
half-million dollars a year in 
productivity savings, he said. 
Other companies offer per- 
sonnel directory software, but 
Arial is breaking ground by 


Face It, Your 
Best Talent 
Will Move On 


CIOs: I T superstars 
will always job-hop 


| BY THOMAS HOFFMAN 

| Here’s a novel approach to try- 
ing to retain hot-shot program- 
mers: Just give up. 

Superstar information tech- 
nology employees are going to 
job-hop no matter what perks 
you throw at them, so it’s best 
you accept them as transitional 
employees and get the most 
out of them. 

So say veteran ClOs who 
spoke candidly about the issue 
at The CIO Forum, a confer- 
ence for 400-plus financial ser- 
vices IT executives that was 
held aboard the Queen Eliza- 
beth II earlier this month. 

“We're going to have a class 
of employees who are going to 
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adding infrared badge technol- 
ogy, said Patrick Meehan, an 
analyst at Gartner Group Inc. 
in Stamford, Conn. “This could 
be a functional aspect of every 
corporate desktop in Ameri- 
ca,” he said. 

But do employees feel com- 
fortable being monitored? No 
one at Grainger has publicly 
complained about wearing the 
badges, according to Jere 
Brown, marketing manager. 
“There’s almost a peer pres- 
sure to wear it,” he added, 
speaking of Grainger’s team- 
oriented approach. 

ArialView doesn’t monitor 
employees in the rest rooms, 
noted Jim Alland, CEO of Arial 
Systems. 

But the system does track 
when employees enter and 
leave the building and who 
they’re with. 

No federal laws _ prohibit 
such monitoring, said Esther 
Roditti, a New York attorney 
specializing in high-tech law. 
However, should 
use common sense in notifying 
employees of any monitoring 
activity and maintain “reason- 
able standards of privacy” at 
work, she said, adding, “It per- 
sonally disturbs me.” D 


companies 


leave after a project,” said 
Jonathan Nareff, vice president 
of IT at Fleet Capital Inc. in 
Glastonbury, Conn. “If you 
treat the company like a com- 
modity, we'll treat you like a 
commodity,” he added. 
Besides, if a job isn’t chal- 
lenging enough, IT profession- 
als — especially younger ones 
who aren’t rooted — “will 
move on,” said Helen J. O’Con- 
director of IT manage- 
ment services at First Albany 
Corp. in Albany, NY. 
Nicole Vanderbilt is a prime 
example. Upon _ graduating 
Superstars, page 45 


nor, 


NICOLE VANDERBILT took a 
substantial pay cut to move to a 
job “on the cutting edge” 
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~ BUSINESS: 


WEB START-UPS NEE 
TO LEAVE TO SUCCEED 


Corporate parents encourage Web 
counterparts to set up shop in Bay area 


BY JULIA KING 
N INC 
number of retail- 


REASING 


ers are pushing 
their young Inter- 
net start-ups from 
the corporate nest in hopes 
they'll quickly learn new ways 
to fly online. 
Eleven-month-old Macys. 
com, for example, is headquar- 
tered in San Francisco, thou- 
sands of miles away from its 
corporate parent, Federated 
Department Stores Inc. in 
Cincinnati. 


A Service to 
Combat Fraud 


Used by banks, 
it’s now available 
to retailers 


BY STEWART DECK 

HNC Software San 
Diego has announced a service 
that will give Web retailers 
new tools for detecting credit- 
card fraud in Internet transac- 
tions. 

Fraud has become less of a 
problem now that online retail- 
ers have real-time credit-card 
authorizations, said Elaine Ru- 
bin, chairwoman of Shop.org, a 
Silver Spring, Md.-based trade 
association for Web retailers. 
But those that sell quickly 
downloaded intangibles, such 
as software and music, still 
need better and faster tools for 
fraud detection than simple 
bank authorizations provide. 

HNC’s service, called eFal- 
con, is similar to the fraud- 
detection service the company 
already provides for nine of the 
top 10 credit-card issuers in the 
U.S. The service is built on 
neural network technology 


Inc. in 


that sorts through volumes of | 


transaction-level data for pat- 
terns of fraud and provides a 


So is OfficeDepot.com, 
whose brick-and-mortar head- 
quarters is in Delray Beach, 
Fla. And just a few weeks ago, 
Paramus, N.J.-based Toys R Us 
Inc. announced plans to spin 
off an Internet venture and lo- 
cate the new dot.com offspring 
in the San Francisco Bay area. 
What's driving this trend, 
experts say, is retailers’ grow- 
ing recognition that selling in 
cyberspace requires an entire- 
ly different mind-set and skills 
from selling in the physical 
world. And what parents don’t 


rank-ordered 
that users can adjust to set 
their own fraud parameters. 
Pricing for the service is based 


scoring system 


on transaction volume. 
As part of the service, eFal- 
con users will give HNC access 
to purchase-level data, which 
HNC will use to continually re- 
fine its fraud-detection data 
models, said Wesley Wilhelm, 
director of consulting at HNC. 
Analysts said HNC could 
eventually sell this valuable 
data on the shopping patterns 
of Web consumers, but Wil- 
helm denied that. “No, 
focus is fraud,” he said. 
The eFalcon service 


our 


could 
be one of the cornerstones of 
providing fraud protection for 
online merchants, said Joe Bar- 
rett, an early eFalcon user as 
co-founder of EC Direct Corp. 
The Seattle company provides 
e-commerce infrastructure for 
clients that include NBC and 
Microsoft Press. 

“Because of HNC’s reputa- 
tion, this will go a long way 
toward building the credibility 
the Internet needs and 
shoppers and merchants the 
same fraud-protection assur 
ances,” Barrett said. 

“HNC knows this space well 
and has a rich technology base 
for fraud detection,” said Allen 
Bonde, an analyst at The Ex- 
traprise Group Inc., a Boston 
consultancy. “They are certain- 
ly a company to keep an eye on 
in this area.” D 


give 


| 
| 
| 


know, they can’t teach. 
“Internet thinking is differ- 
ent. The speed is different and 
so are the technology and part- 
nerships you embrace,” said 
Dwayne Walker, president and 
CEO of shopnow.com, an on- 
line shopping portal. 
“The Internet 


changes radically every 90 


Dusiness 
days. For most big retailers, if 
they can change radically in a 
year, they’re doing really well,” 
Walker said. 

And 
faster than the Bay area 


few places change 


“Being in San Francisco, 
we're closer to the pulse of 
what’s happening with the In- 
ternet and 


what’s going to 


more tuned in to 
happen 12 
months from now,” said Of- 
ficeDepot.com vice 
Paul “If 
you're not out here, I think you 


that 


senior 


president Gaffney 


definitely miss out on 


Bar Keeps Rising in Privacy D 


{knowledge],” he said 
Another 


how online and real-world re- 


big difference is 
tailers stock their virtual and 
brick-and-mortar outlets. 
utting a garment in a store 
requires lots of different logis- 
than putting it 
which means you need differ- 


tics online 


The Internet 
business 
changes 

radically every 
90 days. 


DWAYNE WALKER, PRESIDENT 
AND CEO, SHOPNOW.COM 


If companies don’t follow Commerce 
guidelines, they could become law 


BY PATRICK THIBODEAU 


Having a privacy policy isn’t 
enough anymore. Companies 
that do business on the Web 
may determine 
whether their privacy policies 


need to 


meet certain “fair information 
practices.” 

Those set of broad 
guidelines, outlined by the U.S. 
Department of Commerce and 
other agencies, that have be- 
come the new focus in the on- 
line privacy debate. 

And that’s because a recent- 
ly released privacy study by 
Georgetown University in 
Washington found that only a 
small number of companies, 
about 12% of the 674 surveyed 
Web sites, follow all privacy 
practices. 

“The bar is clearly 
raised at a regular basis,” said 
Mark Uncapher, vice president 
at the Information Technology | 
Association of America. Those | 
practices include giving users 


are a 


being 


a choice in how information 
collected about them is used 
and the means to review and 
Web 
must also offer a specific pri- 
vacy point-of-contact. Those 
practices 
advisory. But the catch is this: 
If companies don’t voluntarily 
adopt them, they could be- 


correct it. businesses 


are currently just 


come law. 


March of the Bills 


There are nine privacy-relat- 
ed bills pending and more pos- 
sible in the U.S. House and 
Senate. Self-regulation advo- 
cates hope that Georgetown’s 
finding that 66% of the Web 
sites surveyed have privacy 
policies will down 
the regulatory momentum. 
There’s an industry push to get 
companies to adopt those fair 
information practices. 

For instance, last October, 
Truste in Cupertino, Calif., a 
nonprofit online certification 
group, started requiring its 


slow 


MI 


ent kinds of data and a differ 
ent workflow,” said Kim Miller. 
a vice president at Macys.com 


a dress must be 


In a store, 
placed on a hanger, which then 
goes on a display stand. Selling 
the same dress online requires 
no hanger or stand but lots of 
data to track when and where 
it will be shipped and how it 
will be paid for 

Other 


reasons for casting 


out new Internet retail ven- 
tures are more political than 
operational in nature. 

Creating a separate dot.com 
subsidiary is a near-surefire 
way to attract the attention of 
Wall Street, which goes ga-ga 
these days over anything and 
everything Internet-related. 

It’s also a good way to attract 
top IT talent 


and marketing 


who may not otherwise be 
drawn to employment with a 
retailer, said Genni Combs, an 
analyst at Hambrecht & Quist 
in San cisco. 

“You can be sure that Toys R 
have a different 


TT > si] 
Us.com will 


culture and will be issuing 


options to attract employees,” 


Combs said. DB 


ebate 


members to meet all the fair in- 
formation practices 

Businesses are worried that 
congressional action could 
“Miranda Warning- 
like” privacy regulations that 


lead to 


could curtail e-commerce, said 
Pat Faley, vice president at the 
Direct Marketing Association 
in Washington. 

For instance, Faley fears that 
a rule could be developed re- 
quiring 
their privacy 


companies to read 
policy to con- 
sumers before taking an order 
via telephone. 

Privacy policies are impor- 
tant to establishing a 
tomer’s trust and giving him a 
“sense of security,” said Mari- 
anna O’Brien, 
tionship marketing manager at 
Eastman Kodak 
Rochester, N-Y. 

And self-regulation 
something to be taken lightly, 
O’Brien said. Companies that 
violate their own rules will suf- 
fer. “All you can lose is your 
good name and your trust and 
people’s confidence in you ... 
as you are raked through the 
media coals for privacy abuse,” 
she said. D 


cus- 


Internet rela- 


Co in 


isn’t 





ae 
Try getting 
this out of your 


plain vanilla 


printer or copier. 
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You can stand in front of your black-and-white copier all day long and never get it to output 






in color. You can stand in front of your color printer and never get it to deliver the 





eae 


laser crisp text of a black-and-white machine. But, walk up to Canon’s new 
imageCLASS C2100 printer, and you get both. Or, maybe you'd prefer to sit. After all, the imageCLASS C2100 


works from your desktop, too. HERE’S THE FUTURE. LET’S GET TO WORK.” 


a 
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Tests Go On 


Recertification 
process is critical 


BY TOM DIEDERICH 
The Social Security Adminis- 
ilt its year 2000 
system re 
nt’s seal of 
December, of- 
But the 


vertheless wants to 


month 


lion payment 


checks 


re is Y2K 

be chang- 
ough this 

~W proj- 

uary cost-of- 

* said Kathy 

ial Security Ad- 
ant deputy 

for systems 

t to make chan- 
put that code 
production without 


t or recertifying it to 


process 
“We 


ure that as we 


sald 
systems were 


errors,” 


was to deter- 

unted our re- 

certification process to be, and 
valuated which tools 

1 that process. I 

ike to go out 

tool and then try to 
going 
The 
ntually chose Y2K 


idams_ said 


ine Systems 


jown our 
closer 

not be 
liscretionary 
ystems begin- 
hat goes 

1 2000 because 
ugh the 


1 Febru 


s will be 
example, 
ndles Janu- 
fit-rate in- 


emented in 


BUSINESS | 
Social Security BOSTON CELTICS SWISH 
Y2K-Approved; REMEDIATION GAME PLAN 


NBA club wrapping up season — and testing; 7-Eleven also on track 


BY ANNE MCCRORY 
HE BOSTON Celtics 
NBA season didn’t 


go so well, but the | 


organization said 
it has a 

Y2K game plan in 

effect — and a fair- 

ly serious plan, at 

that. According to 

a recent filing with 

the Securities and 

Com- 

every- 


Exchange 
mission, 
thing from players’ 
contracts to ticket 
stored 
handled by 
computer, either 
within the basket- 
ball 


itself 


Sales are 


and 


organization 
or by third 
parties 

Read on for a 
glimpse at the sta- 
tus, costs and risks 
of Y2K planning at 
the Boston Celtics 
Partnership Ltd., as 
well as 7-Eleven 


Inc.’s_ latest rev- 
elations: 

The Celtics’ sys- 
tems comprise an 
internal PC  net- 
work and commer- 
cially available soft- 
ware. 

As of March 31, the organiza- 
tion said it had identified, re- 


viewed and fixed those systems 


It has now begun to do the same 
with the 
contained in its leased proper- 
ties, and in other non-IT sys- 


embedded systems 


tems. It has so far reviewed and | 


BOSTON CELTICS rookie forward Paul Pierce 


tested about half of them. All 
fixes are scheduled for comple- 
tion by July 1, all at minimal (but 
unspecified) cost, the team said. 


Are They Y2K-Ready, Or Not? 


Study discovers 216 products drop in status 


Infoliant Corp. in Pittsburgh, 
publisher of an online database 
that tracks the year 2000 com- 
pliance of vendor offerings, 
has reported that 604 commer- 
cial IT products changed their 
Y2K 
month, up slightly from 595 in 
March 
Infoliant 


compliance status last 


that 216 — 
— of those prod- 


said 
so 

nearly 36 

ucts were downgraded to non 


compliant status or labeled ei- 


ther “action required” or “ven- 
dor will not test.” 

A statement from the com- 
pany said that products’ Y2K 
readiness can change as new 
bugs pop up or as evidence is 
found that patches didn’t fix all 
known bugs 
some products have changed 
as many as nine times since the 
company began tracking year 
2000-readiness in November 
1997. - Rick Saia 


The statuses of 


Business partners: The Celtics 

relies on third 

parties for ticketing, producing 

and broadcasting its basketball 

and providing trans- 
portation. Most of 
those suppliers said 
they have ad- 
dressed their year 
2000 


organization 


games 


The 
partnership is eval- 
uating those assur- 
ances for adequacy 
and accuracy. 

Risks: The orga- 
nization said risks 
can’t be accurately 
estimated until its 
embedded systems 
have been tested. 

However, the 
risks could 
sumably include 
the cancellation of 
games if trans- 
portation or opera- 


issues. 


pre- 


tions at its game or 
ticketing facilities 
fail. Contingency 
plans will be devel- 
oped if Y2K-failure 
risks are identified. 


T-Eleven's Progress 
The Dallas-based 
convenience-store 
chain uses comput- 
ers for its merchandise ordering 
and receipt, petroleum prod- 
ucts ordering and receipt, hu- 


man resource and disburse- 
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ment systems 

Status: Internally, 85% of its 
systems have been fixed or re- 
placed, with completion slated 
for June. Some 20% have been 
tested, with completion set for 
September. Contingency plans 
are 15% ready, with a target 
date of June for completion. 

Business _ partners: 
about their readiness have been 
sent to vendors in the merchan- 
dise, equipment, banking, in- 
surance and public-utility sec- 
tors. Compliance is uneven. 

On the supplier end, 60% 
have returned their question- 
naires, though only 30% of 
third-party have 
done so. Half of all contracts 
have been reviewed. About 
10% of partner contingency 
planning and development has 
been finished, with completion 
scheduled for June. 

Vendor testing: 
testing with major vendors is 
being planned and is sched- 
uled to begin June 1. 

Cost: About $8 million, of 
which about $4 million will be 


Inquiries 


providers 


Compliance 


equipment costs. To date, the 
company has spent about $3.2 
million. 

The remaining cost for out- 
side consultants, software and 
hardware applications will be 
funded through operating cash 
flow. 

Worst-case scenario: Nothing 
more than temporary, isolated 
disruptions are expected. If 
product shipments are de- 
layed, 7-Eleven should be able 
to offer comparable products. D 


Competitor Comparison 


Here’s how the two leaders in the scientific, photo and control 
equipment industries were faring with their year 2000 work 


through 1998: 


4 


3M EASTMAN KODAK 


Fortune 500 rank 103 
Costs $53M 


Estimated total Y2K costs $86M 
Notes 


Expected to 
finalize all 
contingency 
planning by the 
end of last month 


121 
340M 


$58M 


Expects manu- 
facturing control 
systems to be 
compliant by 
midyear 
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BUSINESS 
MANAGING CONTRACTS 


Health firm tracks discounts with ‘next wave’ of ERP 


BY CAROL SLIWA 


REMIER INC.S group pur- 
chasing organization spends 
$11 billion per year on phar 
maceutical, medical and sur- 
gical, and capital goods for 

1,800 hospitals. 

The need to better track and analyze 
those purchases prompted the San 
Diego-based company to seek out a 
contract management system. 

When the system goes live in Sep 
tember, Premier will become the first 
major group purchasing organization to 
contract management 


use a system 


BY MARC FERRANTI 

Reciprocal Inc., which is developing In- 
ternet music distribution software with 
Microsoft Corp., has scored an industry 


coup by hiring the management team of 


AT&T Corp.’s music unit A2B Music. 

About half of A2B Music staff 
leaving the company to join Reciprocal, 
a company formed in 1996 that devel- 
ops technology for managing digital 
rights and that recently announced a 
$15 million investment from Microsoft. 

Larry Miller, former CEO and co 


rs are 


founder of A2B, is now president of 


Reciprocal’s new division, Reciprocal 


Continued from page 40 


Superstars 


from Princeton University in 1995 with 
an engineering Vanderbilt 
joined Deloitte & Touche LLP as an IT 
consultant. She wanted to work on “ex 
citing” technology projects but was as- 
signed to mundane year 2000 and sys- 


degree, 


tems management jobs. 

he frustrated twentysomething sys- 
tems engineer bolted after less than 
two years for a substantial pay cut to 
join New York-based Jupiter Communi- 
cations Inc., where she analyzes con- 
sumer behaviors on the Internet. “Be- 
ing on the cutting edge was far more ap- 
pealing to me” than money, she said. 

Because employees aren’t nearly as 
loyal to the companies they work at as 
they were, say, 30 years ago, CIOs have 
had to change their approach to manag- 


from Systems Consulting Co. (SCC) in 
Portland, Maine. 


customers have been the pharmaceuti 


[raditionally, SCC’s 
cal companies that sell products to the 
hospitals and other institutions. 

Until recently, many companies have 
been managing contracts that often can 
be quite complicated — with varying 
levels of discounts built in to them 
via homegrown systems or spread 
sheets, said John Hagerty, an analyst at 
AMR Research Inc. in Boston 

Companies may check the data on 
those spreadsheets periodically, but in 


many cases, they’re left saying, “I guess 


Microsoft Music Partner Lures 
Executives From 


AT&T Unit 


Music, which was launched last week 
and will be based in New York. 

Miller declined to discuss details of 
the incentives that Reciprocal offered 
the A2B management team. 

A2B has pioneered the downloading 
of copy-protected music from the Inter- 
net among major label record compa- 
nies as a way to move sales of CDs 
through traditional retail outlets. 

Reciprocal has taken only staff, not 
technology or other assets, noted Kevin 
Compton, an AT&T spokesman. D 


Ferranti writes for the IDG News Service. 


ing them. “If I can get someone to stay 
for two years, that’s terrific. It would be 
ludicrous to think that someone’s going 
to stay with the company for 20 years,” 
said Bernard Lachner, a director at Tri- 
dent Data Systems in Los Angeles. 

Still, IT be over- 


looking some of the factors that keep 


management may 
employees onboard. For example, IT 
employees “want a feeling of belonging, 
ownership of a job or a team pursuit,” 
said David Foote, managing partner at 
Cromwell Foote Partners LLC in Stam- 
ford, Conn. They also want internal 
mobility, skills 
and career advancement opportunities, 


constant refreshment 
he added 

However, treating one set of employ- 
ees like superstars can alienate others. 
“We've had tremendous backlash from 
{nonstar] employees who didn’t get a 
15% to 20% salary bump,” said Carol 
Teasley, vice president of systems inte- 
gration at Fannie Mae in Washington. D 


we can’t tell 


| have to pay ’em,” Hagerty said 


‘em what’s going on, so 
But as more companies install enter- 
back- 


bones, they’re getting the level of data 


prise resource planning (ERP) 


they need to effectively track promo- 
ind rebates. So now they’re con 

; contract management systems 

as SCC’s parameter-driven 

process that can handle complex rules 
is kind of the next wave of ERP,” 


Hagerty said. 


Manual System Couldn't Handle It 

After Premier underwent a merger 
more than three years ago, the company 
opted for the old manual-oriented sys- 
tem of one of the merged companies to 
track its volume of purchases. But that 
system couldn’t handle the added vol- 
ume brought on by the merger and 
didn’t give the company the level of de- 
tail it wanted for contract analysis, said 
Joe Pleasant, a senior vice president for 


information sys 
lotte, N.C 
how much 
Premier 
manufacturers to 
Variable 
kick in as the hospitals meet 


l 


guarantee pri 
its hospitals discounts 


purchasing levels. To make 


more complicate 


delivered by a distributor, and 


cases, Premier also manages 
tracts v the distributors 
Disputes can 


turer cl 
turer Cl 


contract pricir rhat’s one of the 


sons you need a system like this: to 
able to keep track of all the components 


Pleasant said 


ofa contract,” 
With the new contract manage 
system, Premier expects to be at 
better ensure that contract pr 
applied, contract terms are met and v 
ume purchases are credited to the right 


institutions. D 
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CMe LN 
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BUSINESS 


Erran Carmel: Understanding foreign 
cultures is a key to making global 
software teams work 


Round-the-World 


‘Teamwork 


Erran Carmel studied for three years how 17 major fully before they will express an opinion. Stud- 


companies ma global software teams. The associ- ies show that Russia, China and Indonesia have 
ate professor at American University in Washington a high regard for hierarchy. Other cultures re- 
has published hi dings in a new book, Global Soft- vere equality. These include Israeli, German 
ware Teams: Collaborating Across Borders and Time and American cultures. Those differences will 


Zones (Prentice Hall PTR, Upper Saddle River, N.J.; manifest themselves in personal initiative. 


208 s; $39; paperback). Freelance writer Rochelle Another key cultural element revolves around | 


vith him about his findings the notion of high-context vs. low-context com- 
munication. Low-context cultures [notably 
if you could single out one or two cultural differences American, Northern European and Australian] 
that have the greatest impact on cross-national use language very precisely. Language is the 
teams, which would they be? The first would be principal means of communication. This is in 
w each culture reveres hierarchy. In some contrast to high-context cultures such as those 

cultures, people listen to superiors very care- found in Japan, China, Latin America and India. 
Here, the major component of communication 
is in the context: people’s surroundings, past 
and present events and in the relationships 
between people. These cultures want to build a 
relationship first, and then they trust. 


Can you give some examples of how cultural differences 
might manifest themselves in a development team? 
All specifications have implicit mental and val- 
ue assumptions that are understood by one cul- 
ture, but not necessarily another. That becomes 
an issue when you hand off specifications to a 
culture that doesn’t understand business, say, or 
the components of an advanced consumer cul- 
ture. This applies particularly to India but also 
to Russia. That means everything has to be very 
carefully specced out. 


How does a project manager cope with different time 
zones, languages and cultures? The key lies in 
creating some methodologies and formalities 
for communication. There are certain protocols 
for how to write an e-mail that are critical when 
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dealing with people whose native language 
is not English. The first is to purge cultural 
idioms, like “apples to oranges,” which others 
find hard to understand. Beyond that, managers 
should direct team members to acknowledge 
every e-mail within one workday and to avoid 
sending messages to multiple recipients unless 
it’s absolutely necessary. E-mail headings 
should be descriptive, and the message body for 
administrative messages should follow agreed- 
upon templates. And e-mail senders should 
state explicitly the sort of response they expect. 
It’s important to remember that effective 
communication is through multiple channels, 
with a lot of redundancy. What was concluded 
with a phone conversation should be replicated 
in e-mail. And people should repeat back what 
they think they understand. 


Your book addresses the vital importance of occasional 


face-to-face meetings - at project kickoff, at vari- 
ous milestones and to celebrate completions - with 
all team members. Is this something a company 
must budget if those cross-national teams are to 
work? For a long-term project, periodic face-to- 
face meetings are recommended. Such get- 
togethers create relationships, relationships 
lead to trust, and trust leads to more effective 
teamwork. There’s no getting around travel with 
a global team. Some people need to travel ai- 
most all the time. These include specialists and 
the project manager. But it also makes sense 
that some specialists be rotated to different 
sites for months, if not years, at a time. 


You also write about virtual retreats as a way to build 


relationships across boundaries. Can you describe 
the practice and why it’s valuable? | would clas- 
sify the virtual retreat as one of the many meta- 
phors from the real world where people sit 
around a room and talk about themselves. This 
can be done with discussion groups and with 
chat rooms in teams that are in similar time 
zones. The point is not to talk about everyday 
problems with the project. Instead, they talk 
about their personal lives to establish [a] rela- 
tionship, and they talk about the larger issues in 
the project. 

Managers should encourage that participa- 
tion, since it requires a lot of selling up front — 
with the manager contributing interesting and 
exciting posts that get others to join in. 


What's the role of the cultural liaison? It’s a fuzzy role, 


but it’s someone who acts as an important con- 
duit of communication between the two most- 
prevalent cultures [on a team]. In India these 
days, that person is usually an Americanized In- 
dian who had spent years in the U.S. and is sent 
back to manage a project. Many cultural liaisons 
are higher than the project managers. 


Is there any piece of advice you would give companies 


about to launch global software teams? Everyone 
on the project team dealing with anyone outside 
the immediate unit needs to understand some- 
thing about that other culture. That’s why I rec- 
ommend that everyone receive some form of 
cultural preparedness training, taught by pro- 
fessional cultural trainers. D 


Garner is a freelance writer in San Carlos, Calif. 
Contact her at rrgarner@pacbell.net. 
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Pratt & Whitney 
Hands IT to CSC 


Computer Sciences Corp. in 
El Segundo, Calif., has an- 
nounced a 10-year contract 
with Pratt & Whitney worth 
about $1.2 billion. Under the 
agreement, CSC will manage 
Pratt & Whitney's engineer- 
ing, manufacturing and busi- 
ness systems including engi- 
neering and desktop applica- 
tions, Unix and Windows NT 
servers, help desk and voice, 
video and data networks. 
About 650 Pratt & Whitney 
employees will join CSC. 
Pratt & Whitney’s information 
technology staff will be 
reduced to about 45 people. 


Investors Online 


Look, Don't Buy 


Although 12.8 million Ameri- 
cans are tracking their 
investments online, 4.5 mil- 
lion are actually buying and 


selling stocks in cyberspace, 
according to a survey of 
16,500 households and 550 
bankers by Dataquest in Nor- 
walk, Conn. When asked why 
they don’t buy or sell stocks 
online, 45% of investors said 
they saw no need to, and 
34% said they were worried 
about privacy/security issues. 


SNAPSHOT 


Public 
Sector's IT 
Hiring Woes 


Top three barriers to 
recruiting IT staff in 
the public sector: 


= Low base salary 


= Inability to reward or 
give bonuses 


= Lack of advancement 
opportunities 


NEW REPORTS 


Online Trading to 
Change Industry 


The number of online broker- 
age accounts is expected to 
increase fivefold by 2003 
and will change the face of 
the investment industry, ac- 
cording to a new report from 
Cambridge, Mass.-based For- 
rester Research Inc. 

To meet the needs of those 
more “mainstream” investors 
who seek advice, trade less 
frequently and prefer mutual 
funds, financial firms must 
update, the report said. “Net 
Investing Goes Mainstream” 
estimates there were fewer 
than 4 million online 
accounts early this year. By 
2003, 9.7 million households 
are expected to have 20.4 
million accounts. 

Reports are by subscription. 
www.forrester.com 


Java Use on 
Rise Overseas 


Java use is increasing sub- 
stantially among interna- 
tional developers, accord- 
ing to new research from 
Santa Cruz, Calif.-based 
Evans Marketing Services. 

The marketing company’s 
April survey of 340 develop- 
ers in more than 60 countries 
- titled “International Devel- 
oper Opinion Survey” - 
showed that 40% of that 
group uses Java, up from 
30% in September’s survey. 

In the North American ver- 
sion of the survey conducted 
during the same time frame, 
Java use remained flat, at 
43%. 

The 200-page report is 
available as part of a sub- 
scription. 
www.evansmarketing.com 
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JIM CHAMPY 


‘The world isn’t 
small enough — yet 


HE “GLOBAL ECONOMY?” is a myth. 

I don’t know who first dreamed up the phrase or 
what they really meant by it, but just try to move your 
product or service from one country to another. Yes, 
information zips through the ether faster, people are 


more mobile and UPS, FedEx and DHL operate 
in more countries these days. But the only thing 
that really seems “global” about the world’s 
economy is that when one country has a finan- 
cial hiccup, it can affect the economy of another. 
That’s because there is more trade among coun- 
tries, and we lend one another a lot of money. 

Why does this myth matter? Because today, 
the Internet really makes a boundaryless mar- 
ketplace possible — possible, but not yet a reali- 
ty. My wife and I experienced this recently 
when we wanted to buy a piece of furniture we 
had seen in a European magazine. It 
was a ready-made catalog item. No 
special manufacturing was requir- 
ed. So we followed our now normal 
practice of searching the Web for 
the manufacturer’s page. We found 
it and also found our way to the 
company’s U.S. representative. But 
that’s where our global experience 
stopped. To get what we wanted 
would have taken lots of paper- 
work, lots of bucks and months of 
waiting. It was hardly an easy or 
pleasant customer experience. 

We really don’t operate in an 
open global economy, so a compa- 
ny’s technology and distribution 
strategy is also affected. 

Recently, I saw the dilemma from 
the supplier’s point of view. A client 
had built a successful e-commerce 
site for its products here in the 
states. But the question now is how 
to expand into Europe and Asia. 
Certainly someone from Paris or 
Bangkok could dial in to its U.S.-ori- 
ented site, but processing the orders 
wouldn't be easy, and there were questions 
about whether the business practices that 
worked in the states would be accepted by buy- 
ers in other countries. The only workable strat- 


Re 


egy might be to set up a site for each country 
and forgo creating a global logistics capability 
— which seemingly contradicts the idea of the 
“World Wide Web.” All this suggests to me is 
that the Web may be only an electron deer 
Here are my thoughts on the breakthroughs 


Adhere to 
local sales 
and 
marketing 
customs. 


required to build a global Internet Age econo- 
my and what you can do about it. 

First, follow the principle that we learned a 
long time ago: Adhere to local sales and market- 
ing customs. I’m reminded of the simple ques- 
tion that I get from the ATMs in my neighbor- 
hood: Do you speak English or Spanish? Offer 
your customers choices of not only language, 
but business practices. The French have a 
penchant for lots of useless paper, so print out 
shipping documents and fax them. Don’t be 
so American as to assume that we set the busi 
ness rules. 

Assuming that you can get the or- 
der, the next challenge will be to de- 
liver it — at a cost acceptable to the 
customer yet that still allows you to 
make a profit. I believe that the big 
gest barrier to large-scale e-com- 
merce lies in logistics, not in com- 
munications and IT. Logistics com- 
panies still don’t make a profit on 
many home deliveries, mainly be- 
cause often no one is home. Eventu- 
ally, either the shipper or the cus- 
tomer will have to pay for the loss. 

Doing business across borders ei- 
ther with consumers or companies 
adds to the costs and challenges. But 
I see this as an opportunity. Who 
will invent the global equivalent of 
what FedEx first did in the U.S.? 

But the biggest obstacle to global 
commerce still lies in trade barriers. 
The formation of the European 
Union makes it easier for its mem- 
bers to trade amongst themselves, 
but it’s raising even more protection- 
ism toward non-European compa- 
nies trying to sell to Europe. 

So the next time you hear President Clinton 
or Congress take on trade issues, get a bit more 
active. IT makes a real global marketplace pos- 
sible. Now we have to perfect it. D 


Champy is chairman of consulting at Perot Systems 
Corp. in Cambridge, Mass. He can be reached at 
JimChampy@ps.net. His newspaper columns are 
syndicated by Tribune Media Services. 
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Actually, we pioneered the single biggest advantage of 
being direct: being direct. In other words, it’s just us. 
Dell. There’s no need for a middleman. 

You deal directly with the people who design and 
build your system, including Intel-based servers. As a 
result, your needs come first. And there’s no question 
about who’s accountable for meeting them. Meanwhile, 
we’re always creating new ways to keep the relationship 
between us long and happy. 

Premier Pages™ service, for instance. Customized 
web pages for your business that simplify ordering 
procedures, provide access to customer-specific reports 
and can help make your business more efficient. It’s 
another way you can talk one-to-one directly with us. 
Which means again, your needs come first. And it’s far 
from the only way. Ask us about Dell Plus, Dell Financial 
Services, Dellware and Global Customer Programs, too. 
Regardless of which system or services fit your business, 
we're here to answer questions and provide on-line and 
phone support. 24 hours a day. 

We'll end, appropriately enough, by being direct: 
Give us a call toll free or visit our web site. You’ll see 
why our on-line sales have grown to $14 million a day. 


1-877-432-DELL 


toll-free 


www.dell.com 


Dell offers a complete line of 
Intel-based products, including 
the Dell PowerEdge® 6300 
Server. It can accommodate 
up to four Pentium® III Xeon 
processors, 4GB of ECC 
memory and seven hot-plug- 


ready PCI slots. 


BE DIRECT 


D@LL 


www.dell.com 
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IT consultants 

with top skills 
continue to get 
filthy rich. Mean- 
while, it seems like 
mediocre consul- 
tants feel entitled to 
the same high pay 
By Leslie Goff 


OANNE LEAVEY knows what it means to go 
the extra mile to sign up a new consultant. 


As a recruiter at the Sheridan Consulting | 


Group in Melville, N.Y., Leavey last year 
found herself driving all over Long Island 
looking for a car and an apartment for an 
SAP consultant who was relocating from 
out of state. 
“It had to be a four-door, midsize eco- 
nomical car, and the apartment had to be in a good 


school district,” Leavey recalls. “And both had to be | 


within a certain budget. I had to work nights and 
weekends to find them, and I put a $50 deposit on one 
place that I never got back.” 


But her client, a large, prosperous and loyal cus- | 


tomer, wanted the consultant and was willing to pay 
“a tremendous fee,” Leavey says. “So even if time is 
money, we still made a profit on the deal.” 

It seems that even skyrocketing salaries aren't 
enough to pull in a good consultant. Offer them the 


moon and the stars, and they’re apt to ask you to 
| throw in the sun and the clouds while you're at it. 
Consulting agencies have fallen into a black hole, infi- 
nite and vast judging by the increases in salaries and 
bonuses reported by 250 firms in Computerworld’s 
second annual Consultants Salary Survey. In five out 
of six consulting job categories, paychecks soared last 
year over 1997 by roughly 25% for entry-level consul- 
tants to as much as 240% at the senior partner level. 

In one-on-one interviews with several survey 
respondents, they report average base compensation 
| increases of between 10% and 20% but say both the 

quality and quantity of bonuses are also on the rise. 
| And like Leavey, they say consultants with skills on 
the “Most Wanted” list (see story, next page) and the 
right mix of technical know-how and business finesse 
| aren’t only driving up wages; they’re soliciting some 
|} exceptional perks to come on board. 
| Another SAP expert, after receiving a written offer, 
| demanded 10% more than the stated salary, plus relo- 
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cation expenses, stock options and a signing bonus. 
And a consultant who had prior experience with an 


agency’s key client received a six-figure salary, four 


weeks’ paid vacation and a $10,000 signing bonus. 
Covering relocation expenses for consultants has 
become the rule rather than the exception. Many 


agencies are taking care of all the paperwork and | 
| Murphy’s: the law of supply and demand. Last year’s 


expense of securing H-1B visas for foreign nationals 
Some are even reimbursing recruits for money they 
owe their former employers for training expenses. 

Sometimes getting a desired person on board is like 
“negotiating to buy a used car — offer, counteroffer, 
counter-counteroffer and so on,” says Aileen Yelle, 
human resources administrator at consulting firm 
Nichols Infotec in Jackson, Miss. 

Stephen Broyhill, director of business development 
at Battelle, an information technology consulting 
firm in Arlington, Va., says he’s heard some “phe- 


nomenal” requests, like $250,000 salary for a position 


usually paid $100,000. 


| 
| 
| 


ees cis 

Stale ae 
PES UU ey 
the worst I’ve 

ever seen. 


Shai eka eee eet 
OF BUSINESS DEVELOPMENT, 
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And Jim Raihall, a senior technical recruiter at 
Innovative Consulting Inc. in Malvern, Pa., has had 
relative novices ask for 3( above their salary just 
because they “have two friends who are making that 
much.” 

The dramatic growth and outrageous requests fol- 
low what’s perhaps the only law more reliable than 


frantic year 2000 push, coupled with enterprise 
resource planning (ERP) implementations, e-com- 
merce expansion and the scramble for Oracle Corp. 
software expertise, hit agencies with the force of a 
typhoon. Trying to recruit and retain the talent they 
needed without raising salaries and adding bonuses 
was like running into gale-force wind. 

It’s not that there aren’t bodies out there — i 
there aren’t qualified bodies out there, agencie 
Lured by reports of the IT labor shortage (or s 
crisis), it seems that anyone who's ever sat in front 
of a computer goes knocking on agencies’ doors. 


CONSULTANTS, TAKE NOT 


| Thank you goes a long way 


| Of the 400 candidates he has interviewed during the 
past several years, only five have sent Tim Bradshaw 
thank-you notes. 
The staffing specialist at Interim Technologies in 
Houston says that grand oversight is an indicator of why 
| so few of the people applying for consulting work are 
truly qualified to join the field: They just aren’t deft com- 
municators. 
“Some people are so technical, they don’t have the 
| personality for consulting,” Bradshaw says. Of the five 
gracious candidates, two lacked the requisite résumé for 
| the job, but three were hired without hesitation. 
“We were very impressed with their personalities,” 
| he expiains. 


Don’t Try to Write 
| Yourself Into a Job 


Agencies are getting hip to a common consulting ploy: 
| writing undocumented code that only the original devel- 
| oper can decipher, guaranteeing him lucrative follow-up 
work when glitches turn up later. 
| After one expensive lesson in this well-practiced art, 
| Sheridan Consulting Group in Melville, N.Y., established a 
| policy requiring consultants to turn over ail their source 
| code and documentation when a project is completed. 
“Everyone writes code differently, and a lot of it’s not 
| documented,” explains Joanne Leavey, Sheridan's 
| recruiter. “This one guy wrote a program that only he 
could make run. If there was a problem, he would 
| demand double his usual rate to go in and take care of it, 
| and there was nothing | could do but pay it. Now, we do 
| things differently.” 


Most Wanted: 
_ A Skills Smorgasbord 


Outside of demand for year 2000 skills, which is already 
| starting to wane, Oracle, Internet and ERP skills top the 
| “Most Wanted” list, consulting agency recruiters say. 

All the most wanted skills command uncomfortable-to- 
pay salaries, but consultants with combination skills set 

| the curve. Applications developers with object-oriented 

| programming and e-commerce experience can earn as 

| much as 20% more than a less-skilled developer, 
Bradshaw says. And SAP consultants are garnering fat 
sign-on bonuses and other perks, says Aileen Yelle, 
human resources administrator at consulting firm Nichols 
Infotec in Jackson, Miss. 

But as IT managers’ attention shifts from migrating 
legacy systems to the projects they’ve had on hold, 
there’s very little that doesn’t make the list: 
= Oracle 
w Web development, e-commerce and electronic 

data interchange 
w SAP and other ERP packages 
w Object-oriented programming skills applications 

development tools, including C++, Java and Visual 

Basic 
w Network architects, engineers and administrators 
» Data warehousing and online analytical! processing 

tool development 
@ Lotus Notes 
| mg IBM’s AS/400 
| m Microsoft Corp.’s SQL Server 


J w Unix 


Salary Survey, page 54 
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WWW.rei.com is a 


IBM e-commerce software powers the REI online store 


— and sales that exceed projections by over 360%. 


Can IBM e-commerce software help you? 


IBM software is helping thousands of companies build, run and manage powerful 
interactive e-commerce Web sites. For REL, that means everything from state-of-the- 
wilderness gear you can buy to clinics on outdoor skills, enthusiast bulletin boards 


and a world of trips and tours. The scope of REVs offerings led them to IBM. 


IBM software provides the building blocks for all facets of e-business, including 
secure payments, electronic catalogs, and order processing. For REI, proven 
products, such as Net.Commerce, DB2° Universal Database” and [BM Firewall deliver 
the scalability, reliability and security it takes to reach, sell and service a growing 


community of outdoor enthusiasts. 


The results have been nothing less than astonishing. In the first quarter alone, REVs 
sites generated online sales that exceeded projections by over 360%. And these 
e-sales are 4 times the size of those in their brick-and-mortar counterparts. Bottom 


line, REI is growing profits far beyond its wildest expectations. 


REI is just one example of the thousands of e-commerce businesses [BM software has 


helped build and grow. From Web storefronts to integrating your business systems and 


supply chains, [BM offers a breadth of software products simply unmatched by anyone. 


All backed by the know-how and support of IBM and its Business Partners. 
; PI 


_ e-business ©. | How to become an e-business 


: he faire of 
Business 


Profit from the learning of over 10,000 e-businesses with 
IBM online resources and our free e-commerce Roadmap. 


Visit www.ibm.com/software/ec/roadmap 


Net.Commerce 


Enables you to market and sell 
in a secure and scalable way 
on the Internet. Award winning 
software provides integrated 
e-commerce capabilities, from 


site creation to online payments 


Helps you integrate new and 
existing applications into your 
e-commerce solution. Fully 
Java-enabled, MQSeries is 
the world’s leading business 
integration product and works 
across more than 35 platforms 


DB2 Universal Database 


Has the speed, scale and 
reliability to meet any demand 
with seamless integration from 
virtual storefront to back-end 
core business systems 


WebSphere” 


WebSphere Application Server 
extends core business functions 
to Web clients and vice versa 
Built-in connectors to databases 
and other systems help meet 
high transaction demands on 
existing and future applications 


IBM software can help you build, 
run and manage e-commerce 
solutions on all major platforms. 
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Steve Robbins, a technical recruiter at Professional 


Rochester, N-Y., says he received a 


port Inc. in 


aspiring consultant whose list of 


ed “designing a spaceship for inter- 
was serious,” Robbins adds. “We didn’t go 


of the candi- 
ews because they lack the technical 
le for the job. “Sometimes, we see 
t technical skills, but they can’t 
1 front of a computer and code,” he 
nust have some business acumen.’ 
are trying to build lasting rela- 
clients, they're seeking individu- 
eliver a full-service solution. It’s 
in a body who can churn out 
‘isual Basic programs — agencies 


} can advise clients on why they 


BUSINESS 


need Visual Basic programs. And not only must 
developers advise clients, but they must do it with a 
measure of “diplomacy and finesse,” Tim 
Bradshaw, a staffing specialist at Interim Technologies 


says 


in Houston. 
Moreover, those astute, diplomatic IT pros should 
have a range of technical skills, “and that’s never been 
easy to find,” Broyhill says. Put them 
all together, and it’s like alchemy: 
Ordinary material turns into gold. 
“Stovepipe technical skills don’t 
work and, by definition, when you're 
looking for people with multiple 
technical skills, it narrows the mar- 
ket. Then you narrow it further when 
you skills, 
Broyhill says. “So you have a growing 


a stagnant pooi of 


need business too, 
industry with 
employees, and salaries are acceler- 


ating rapidly.” 


Consulting Farm 

And that brings up another law 
governing consulting agencies: All 
consultants are equal, but some are 
more equal than others. And their 
salaries are accelerating rapidly, 
thanks to big bonuses. 

Despite reports that ERP implementations are 
slacking off, SAP consultants continue to command 
salary premiums and sizable sign-on bonuses. At 
Nichols Infotec, consultants are the only ones who 


are offered sign-on bonuses. And Leavey says she has 


SALARIES FOR IT CONSULTANTS 


PBL 
eae 


Research associate 


Entry-level consultant 
Has little or no consulting experience. Has 


S analysis and 


agement consultant 
one to three years of project experi- 


anage others. Is responsi- 


Senior-level consultant 
Has three to five Ss 


efali project manage- 


of experience 
g deliverables and schedule 


Junior partner 
Manages other consultants, resells the 
serv e consultancy and manages 


client nortfolic 


C t OH0S 


Senior partner 
Top executive for a consulting organiza- 
tion. Manages and markets the services of 


the consultancy 


Low level 
5 ts the activity of e Midlevel 
management consultants High level 


Low level 
Midlevel! 
High level 


Low level 
Midlevel 
High level 


Low level 
Midlevel 
High level 


Low level 
Midlevel 
High level 


Low level 
Midlevel 
High level 


a eaia kg nS 
ar aT 


$32,000 
$43,000 
$59,000 


$35,500 
$48,600 
$72,400 


$3,400 
$5,000 
$13,400 


$39,000 
$45,000 
$84,300 


$35,000 
$40,000 
$59,100 


$4,000 
$5,000 
$25,200 


$65,000 
$80,000 
$106,500 


$7,000 
$10,000 
$30,000 


$72,000 
$90,000 
$136,500 


$70,400 
$85,000 
$120,000 


$8,000 
$12,400 
$40,000 


$78,400 
$97,400 
$180,000 


$98,000 
$141,000 
$206,000 


$88,000 
$116,000 
$150,000 


$10,000 
$25,000 
$58,000 


$100,500 
$150,000 
$260,000 


$20,000 
$42,000 
$100,000 


$120,500 
$195,000 
$357,500 


METHODOLOGY: Computerworld conducted a nationwide survey of IT consultancies to determine average annual salaries by experience level and 
average additional compensation. The survey was conducted in February, with 250 companies participating. They provided salary data for 2,642 IT 


consultants, with an average of 101 consultants employed per company. 


* Low Level = 1to 2 years’ experience, Midievel= 3 to 4 years’ experience, High Level = 4* years’ experience 


| don’t think 
retention is about 
money... it’s 
about recognizing 
and rewarding 
[consultants]. 


TIM BRADSHAW, STAFFING SPE- 
CIALIST, INTERIM TECHNOLOGIES 
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seen SAP consultants who have complementary skill 
sets offered as much as $10,000 to take a job. 

An e-commerce-with-object-oriented-programming 
skills combo garners a premium, drawing close to six 
figures in some markets. Broyhill says that in the 
Washington area, where the skills shortage is “the 
worst I’ve ever seen,” such experience brings an aver- 
age of 30% more than other skills. 

In an effort to stem the rising tide 
of salaries and tame egregious 
expectations, many consulting agen- 
cies are retooling their human 
resources efforts, adding project 
completion, employee _ referral 
bonuses, mentoring programs and 
more benefits packages. Squeezed 
by clients that want to pay lower 
rates and consultants who want to 
earn more, they’re turning their 
attention to retention, seeking to 
alter the image of the cold, uncaring 
body shop. 

For example, Nichols Infotec 
offers a full bouquet of health care 
benefits, including flexible accounts 
with an array of family coverage 
options, disability insurance and 
medical leave. Consultants receive additional com- 
pensation when they travel and a quarterly bonus, 
both based on billable hours. “Earning an additional 
10% over their annual salary is not unusual,” Yelle 
says. 

Then there are the extra perks. Innovative Client 
Solutions in Palantine, Ill., is about to go public and 
has decided to offer stock options and paid training to 
both its salaried and hourly W2 consultants, says 
recruiting manager Shaun Kirkwood. One agency, 
which asked not to be identified, offers its consul- 
tants interest-free loans so they can buy a home PC. 

“I don’t think retention is about money if you pay 
consultants competitively and fairly,” Bradshaw says. 
“It’s about recognizing and rewarding them.” 


Smells Like Team Spirit 

Agencies also are trying to inject an esprit de corps 
into the ranks. At Interim Technologies, recruits are 
paired with a mentor who shows them the ropes and 
inducts them into the corporate culture. Others are 
creating opportunities such as after-work parties and 
golf tournaments for on-staff consultants who may 
not work together to have a little fun. 

In spite of efforts to retain consultants by offering 
them more stability and benefits, many continue to 
“try to grab the brass ring while they can,” Raihall 
notes. But agencies could soon find some relief, 
thanks to the inevitability of one of physics’ most pro- 
found laws: For every action, there’s an opposite and 
equal reaction. 

In other words, what goes up must come down, and 
if Y2K was the cause for soaring consulting fees, it’s 
also going to be the cure. Raihall says companies that 
have been overpaying for a vital service are getting 
back in touch with reality. D 


Goff is a freelance writer in New York. 


MOREONLINE 


In addition to the average salary and bonus information displayed here, 
Computerworld recently surveyed more than 500 IT professionals about 
their paychecks and a variety of compensation issues. For the results of how 
IT consultants and contractors reacted to salary and job satisfaction issues, 
visit our Web site. 


| www.computerworld.com/more 
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In the business world, your company’s viability comes 
down to your people. Especially in the Internet economy. 
Are they able to deliver Internet-based business solutions? 


Do they have Internet skills? Do you? 


HyCurve has the solution for Internet skills development. 
HyCurve is where your people get trained and certified 
to effectively deploy Internet-based business solutions. 


Solutions like the award-winning Dockers* Khakis site. 


HyCurve develops e-thinking professionals and sharpens 
their design, development and deployment skills with 
industry-leading training and certification programs. They 
learn the approach, process and most applicable skills 
so, when they're asked to fashion an internet business 


solution, they can. And deliver results, every time. 


Just as important, through our own site, hycurve.com, 


people keep current with on-going development 
and insightful information. We'll always keep your 
people moving with only the most relevant and 


advanced technologies. 


HyCurve.A style of training and certification that 


should fit nicely into your thinking. 


KNOW MORE 


www.hycurve.com 
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Real World Answers for your Enterprise 


. 


ence: February 14-16, 2000 * Expo: February 15-16, 2000 * Moscone Convention Center, San Francisco, CA 


Finally! A conference and expo that gives you exactly what every corporate Windows user has been looking for — real solutions, straight 
and the widest selection of Windows-based products and services available anywhere. The Windows 2000 Conference & Expo 

a forum for all that is Windows, without all the clutter of other issues, products, platforms and technologies. In fact, no other trade show brings 
er the entire Windows marketplace on such a high scale. Our conference keynotes will speak to your pressing real-world Windows 


allenges. And our show floor will be home solely to Windows-based products and solutions 


This is your Show! For more information on attending or exhibiting, go online: 


www.windows2000expo.com 
or call: 1.800.560.7612 
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New Career 
Chart ‘Toppers 


HE DAYS OF THE SPECIALIST are over — 

bring on the generalist. The e-commerce tidal 

wave has spurred IT shops into providing full- 

service offerings via the Internet for the business 

products and services they support. The Inter- 
net’s success has caused a new customer focus on data com- 
munication as opposed to verbal intercourse. 

The result: a number of new IT concerns, crises, projects 
and job opportunities. Current and future critical information 
technology projects call for multitalented professionals with 
skills in areas such as the Internet, networking, data security, 
data warehousing and “sticky” Web content development 
(keeping the customers on the site and creating value to keep 
them coming back). For IT professionals trying to chart their 


career paths, Internet experi- 
ence is a hot commodity these 
days — and it most certainly 
will be a 
ment in the near future 

Che Net era requires a broad 


minimum require- 


range of expertise in every po 
sition. Here’s a look at the best 
jobs to invest in and what they 
require: 


@ Internet Specialist 
Salary range: 
$75,000 to $85,000 

[his position requires skills 
in senior-level networking 
LANs and WANs, the Internet, 
security, e-commerce, Unix, 
Windows NT and Novell ap- 
plications. You must be able to 
communicate effectively, pos 
sess an outgoing personality 
and enjoy working with users. 
It’s a high-level technical post; 
the next step up is team leader 


or manager. 


@ Windows NT Systems Architect 
Salary range: 
$60,000 to $80,000 


Increasingly, IT shops are 
connecting via NT technology, 
making it imperative to have 
one person who can wrap his 
arms around the entire project 


and address topics like net- 


work design, network manage- 
ment, security, scalability and 
performance. You must have a 
background as a senior net- 
work engineer with solid NT 
skills, 


abilities 


troubleshooting excel 
lent 


team-player 


and 
The 


next stop on that very senior 


detective 


attributes. 
technical path is management 


@ Cross-Platform 
Security Specialist 
Salary range: 
$100,000 to $150,000 
You'll 
dent end-to-end network and 


function as the resi- 


data security specialist; your 
primary responsibility is to en- 
sure there are no leaks. The job 
requires a strong networking 
background, firewall expertise 
and the ability to make the ap- 
plications safe but not too cum- 
bersome. If you have a strong 
background in applications 
programming, network tech- 
nology, the Internet and securi- 
ty, this is the job for you. De- 
pending on your ability to sell 
next 
may be technology strategist. 


your concepts, the stop 


@ Web Designer/Site Builder 
Salary range: 
$60,000 to $100,000 


To build the spiffiest site in 


the competitive arketplace, 
you'll need Web-site develop- 
ment skills such as C++, Java 
and HTML. You'll support the 
information 


desk 


evelop- 


customer service, help 
functions, ongoing d 


» 


iutomation of 


ment and maintenance. You'll 
need a strong understanding of 
the business you'll be support- 
ing and lots of intuition. 

People will constantly com- 
plain about the site, so strong 
prioritizing and customer ser- 
vice skills are also critical to 
your success in the position. 
But because of the high visibil 
ity of the job, your work won't 
go unnoticed. It usually in- 
volves project work and con- 
sulting is common it’s a 
unique position. The next stop 
is the Web strategist’s post 


@ Web Strategist 
Salary range: 
$65,000 to $125,000 

This position also calls for a 
unique person — someone 
who has a strong understand- 
ing of the business, technical 
skills and a marketing vision — 
to work Web-site 
builder. You'll provide “sticky” 
Web content. You'll also keep 
an eye on the competition to 
maintain a leading edge. You'll 
with the 


with the 


work closely 
technical 
partment heads to communi- 
cate the 
It’s the kind of high-visibility 
position that can open other 


technical leadership and strat 


ver} 
strategists and de- 


services effectively 


egy doors. 


@ Technology Strategist 
Salary range: 
$130,000 to $150,000 
To perform this job, you'll 
need a breadth and depth of 


technical knowledge across all 


platforms. You'll need to focus 
on the future; be able to transi- 
tion old technology to new sys- 
tems; show expertise in net- 
works, the Internet, operating 
systems, operations and appli- 
cations; and demonstrate busi- 
ness savvy. Next stop is chief 


technology officer. 


@ Chief Technology Officer 
Salary range: 
$200,000 to $250,000 

Next to CIO, it’s the highest 
post in an IT organization. The 
chief technology officer man- 
ages and plans technical stan- 
dards across the organization 
und tends to the daily, high- 


level IT issues. You must be a 


forward thinker who 

stands the business being sup- 
ported. You'll also find ways to 
enhance service. Understand- 


ing the numbers is a critical 


facet of the position, as is 
and 
risks 


requisites for the position are a 


knowl! when where to 


take business 


background as a technical stra- 
tegist : ig 

mile wide and a mile deep 
and an outgoing 


sonality. D 


, Magnetic per 


Fafard is research director and 


t Mont 


in Lorrance 


branch manag 
est Calif 
She can be contacted at 


lfafard@montgomeryw 
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nterparts,” says Fiona Swerdloe, an It turns out that what older Ameri- 
t at Jupiter. cans want is generally the same thing 
Altogether, 68% of online buyers are HOW 10 ANNOY that everybody else wants from the 
over 40, according to a survey by Ernst Web — security, good values and intu 
Young LLP and the National Retail OLDER ONLINE itive, fast-loading pages. 


jeration. Older Americans have the In a recent Jupiter survey, people 
», the money and the motivation to SHOPPERS over 50 were asked what would most 
nline. Lugging heavy items, or help them to purchase online. “They 
get 1. Repeatedly refer to them as “seniors.” said ‘finding good deals,’ ‘finding what 
for them as it once was. . Load your Web page with small type I’m looking for’ and ‘credit-card securi- 
online merchants are and flashy graphics. ty’ the same three things that 

to woo this audience. In do- Refuse to provide lots of content for younger people cited,” Swerdloe says. 
they're confronted with some in them to research their purchases. Seniors can have special needs, 
g challenges. Should they single . Make your site load slowly. though. “It may be more difficult for 
t older Web surfers, and if so, how? . Talk down to them or single them them to see,” says Don Lowy, president 
According to experts, the answer de- out for their inability to comprehend of The Senior Network, a Stamford, 
ds on what you're selling. the site or the security behind Conn., firm that helps companies mar 
the Web is a behavioral e-commerce. ket to older Americans. “Web mer- 


ting out of the house, may not 


says John Jordan, director of chants should be using bigger print” for 

ce research at Ernst & Young seniors, Lowy says. Keep the site clean 

ridge, Mass when it came to product selection. “We | and easy to read without a lot of dis- 
behavior is what matters,” Jor- | have 99 [different types] of vitamin C,” | tracting motion and sound, he advises 

iys. “Companies should be paying | Hogan says. “That can be overwhelm- “I like fast-loading sites,” says Larry 


tion to what people do on the Web, | ing to anybody.” To make it easier for | Larsen, 57, of Los Altos, Calif., who has 


they are shoppers, the company recently began | recently purchased books, software and 

observing its customers, Green- | highlighting three products in each cat- | a treadmill online. “It really irritates me 

ned that older shoppers had a | egory — GreenTree’s pick, a market fa- | when I go to a site and it takes 20 sec 

need for information than their | vorite and a best value. onds to load.” Another annoyance, he 

er counterparts. “But they want GreenTree’s Web site also has a lot of | adds, are “sites that try to put too much 

information presented in a simple | information about conditions “for | information on their home pages. Larg- 
Hogan says. That’s why the com which there is no magic pill,” Hogan | er print would be nice, too.” 

illows Web surfers to easily reor- | says. For instance, lots of older men are Because members of the mature au- 

ze the site to highlight products | concerned about prostate cancer. On | dience have more time than their 

ire more likely to be of interest to | GreenTree.com, you can read about the | younger counterparts, “information is 

people over the age of 50 risks, but “we won't try to sell you any- | king,” Lowy says. 
Simplification was also in order | thing,” he explains “I agree with that,” says Larsen, a self- 


GREENTREE’S TIM HOGAN says 
the 50-and-over crowd wants 
Web sites with information 
eRe Be 
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described information junkie. For a re- 
cent new car purchase, Larsen used the 
Web to compare two models for “sever- 
al hours a day for at least a week.” 
Brokerage Charles Schwab & Co. in 
San Francisco recognizes the impor- 
tance of older Web surfers but has 


stopped short of redesigning its Web | 


site to make it more appealing to the 50- 
and-over crowd. “We’re focusing on ed 
ucating this market,” says Dan Hubbard, 
a Schwab spokesman. Schwab has an al- 
liance with SeniorNet, a San Francisco 
organization that provides computer 
assistance and training at more than 150 
sites across the U.S. The brokerage pro- 
vides SeniorNet with educational infor- 
mation on investing via the Web. 
CD-Now Inc., a Fort Washington, Pa., 
online music store (www.cdnow.com), 
also believes that alliances are key to 
reaching the older audience. The com- 
pany has a strong presence on 
rhirdAge.com, a Web site run by 
ThirdAge Media Inc. in San Francisco. 
One of several sites aimed at older peo- 
ple, ThirdAge is looking at ways to mar- 
ket directly to seniors via e-mail. “If you 
can create a comfortable shopping ex- 
perience, this group is not a hard sell,” 
says Michael Crotty, director of market- 
ing at CD-Now. To that end, CD-Now 
has started offering music from the 
1950s and ’60s that older shoppers may 
have owned as records but not yet re- 
placed as CDs. “Lots of older Ameri- 


BUSINESS 


cans feel out of place in big, loud, music 
retail shops that cater to younger buy 
At the same time, he 
adds, they like to give music as gifts. 
Overall, Web retailers have to walk a 
fine line to appeal to the 50-and-over 


ers,” Crotty says. 


crowd without putting them off. Swerd 
loe says merchants should play up the 
shopping be- 


convenience of online 


cause this audience “might not be as 
mobile,” but they must b 
talk down or insult the group. 

“These people think of themselves as 
young,” says ThirdAge founder and 
CEO Mary Furlong. “The word senior 
really doesn’t work anymore,” 
Many older Americans, she adds, work 
past retirement age, enjoy good health 
and lead active lifestyles. 

Older Americans don’t 
any more reluctant to use their credit 
cards over the Web than younger peo- 
ple. But building a sense of trust — and 
affiliating with trusted brands — 
portant to this group, Furlong says. 

Seniors are a savvy user group, adds 
Rick Lawson, vice president of content 
at Healthgate. “We don’t dummy 
our information. They are vocal users 
with strong buying power. Treat them 
like you would your mother.” D 


e careful not to 


she says. 


appear to be 


is im- 


down 


Cole-Gomolski reports on IT labor issues 
and the health care industry for Comput 
erworld. Contact her at barb_cole@ 
computerworld.com. 


) people are alike. 


Neither are their 


Laugh Out Loud 
You & Your > 
Computer ge 


Highlights 


ThirdAge Dailies 


The Adult Game Room 
Trivia, Word Games, and 


/ More! go! 


Must-Know Facts of Life 


Women go 


Rediscover Yourself Here 


10 


Must Knows 


. Fun & Memorable Ways to aout 


+ Show ‘Em You Care ge! 


THIRDAGE.COM is one of several Web sites aimed at surfers who are over 50 


TARGETING SENIORS: NOT FOR EVERYONE 


Not all Web merchants are se gregating senior 


er Wood, vice president of e-commerce 
d direct marketing at Reebok International 
n Stoughton, Mass., says it would be a 
ake for the athletic and clothing man 
er to do that. “ omes oe 
hina, you are talking ett taste,” he says 
gories, people \ ma are eA wish 
re 25, and people who are 15 wish they 
25.” Because food and clothing suggest 
ymething about your identity, “people tend to 
1d have dreams about that point in life.” 
Wood says. So don't expect to see images of 
older Americans modeling athletic shoes on 
eebok's site 
For Austin, Texas-b 
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Millions 
Americans are finding 
the Net. Here’s how your 
company can boos 
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mind share within this 


market 
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With buying decisions moving at such a 
frenetic pace, trusted information is more 
* critical than ever. Which is why technology 
buyers turn first to IDG publications. For more 
than 30 years, IDG's award-winning editorial has 
captured every critical trend, product, issue and 
personality of the Information Age. Through our 
leading technology publications, we provide 
honest, insightful analysis based on the needs 
of IT decision makers. Answers that enable 
sounder buying decisions. Decisions that are 
driving digital society. 


Whether it's IS or networking executives, technology 
savvy managers, systems integrators, or sophisticated 
end users, more forward-thinking marketers rely on 
IDG's trusted brands in the US and around the 
world. The 290 publications, 225 Web sites, 
research, books and tradeshows that are helping 


to define the Information Age. 


IDG 


INTERNATIONAL DATA GROUP 


http//www.idg.com 
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Should good suppliers 
worry about remedies? 


ETTING A SUPPLIER to commit to service levels doesn’t come 
automatically, but it’s sure worth pushing for. Service-level 


agreements are essential if you want to get what you need out of 


any outsourcing or services deal. And if you want your 
agreements to have teeth, you need to be able to measure the supplier’s 
compliance and have remedies in place should the supplier fail to meet ser- 
vice levels. But can you actually get vendors to agree to this? It’s not easy, 
but it’s not impossible: In some recent deals for desktop management 


rvices, several health 
sumer 
were able 
rators to agree 


medies 


WORKSTYLES 


What It’s Like to 
Work at . . . Playboy 
Entertainment 


interviewee: Rich Cupertino, man- 
ager of technology services. 
Company: Playboy Entertainment, a 
division of Playboy Enterprises Inc. 
(www_playboy.com and cyber. 
playboy.com). 

Main location: Beverly Hills, Calif. 
Number of IT employees: Six in 
Beverly Hills; 40 to 45 throughout 
Piayboy Enterprises. 

How many are women? None. 
“Every time I've started to make a 
woman an offer, she’s taken a job 
somewhere else.” 

Number of employees (end users) 
Three hundred in six different West 
Coast locations; almost 1,000 


ability to perform. It’s no 
problem!” When you hear this, 
respond immediately with 
“Great! Then why are you 
worried about those remedies 
that would occur only if you 
don’t perform? The more you 
-medies, the 
more you're scaring me to 
jeath!” 


If the supplier still balks at 


worry about 


remedies after you've led him 
down this logical path, maybe 
you should ask yourself if 
you've selected the right sup- 
plier. Only, do it out loud in 

t of suppliers. It tends 
to have a powerful effect on 
them 


even see them sweat and 


Sometimes you can 


squirm 


throughout Playboy Enterprises. 
Dress code: Business casual - 
Dockers and a nice shirt. 
No silk pajamas? “Only for 
Playboy-themed events, like parties 
at the Playboy Mansion or in night- 
clubs. People will spend a lot of 
money on the pajamas, and per- 
haps a matching smoking jacket.” 
Workday: 9 a.m. to 6 p.m. (but for 
IT staff, it’s probably a 10-hour 
day). 
Security badge/card needed to get 
into building or office? “Yes, 
absolutely.” 
Why absolutely? “Being Playboy, 
we have to be particularly careful in 
that area, based on the enthusiastic 
fan that is trying to hunt down his 
idolized Playmate. 

“Sometimes the enthusiasm in 
the fan mail raises concerns.” 
Your decor? “We have a very, very 
artistic office. We have all original 


Increasing the Procurement 
Functions 


How is the IT procurement 
function viewed inside your 
company? Chances are, it’s 
considered a necessary evil, at 
least from a budget or process 
standpoint. That’s unfortu- 
nate: Not only can the pro- 
curement staff save a company 
millions, but it can also im 
prove productivity by giving 
employees better tools to 
work with. Additionally, com- 
petent IT procurement can 
win performance assurances, 
customer rights and remedies 
and flexibility from suppliers 

But like anyone else, your 
procurement team needs to be 


Playboy artwork on the walls - art- 
work by Varga, Leroy Nieman, peo- 
ple like that. 

“We have a very intricate and 
fancy staircase between the second 
and third floors that people refer to 
as the “Million Dollar Stairway.” It 
was modeled after the spine of a 
former Playmate. | don’t know if it 
actually cost $1 million.” 

No photographs of Playmates on the 
walls? “We have headshots of the 
Playmates in our promotions depart- 
ment, which is responsible for find- 
ing them other work after they've 
been selected as Playmates.” 

Must people carry beepers? Yes. 
Percentage of staff that telecom- 
mutes on a given day: “I'm the only 
person who does that occasionally, 
just so | can work uninterrupted.” 
Do you have on-site day care? No. 
An in-house cafeteria/food service? 
“We have a service that comes 

in every day at 10:30 a.m. with 

food (things like burritos, lasagna, 
salads) for employee purchase. 

You can put your choice in the 


| motivated and supported. 

| They must be given the au- 

| thority to conduct negotia- 

| tions with suppliers, just like 
| military leaders need the au- 
| thority to conduct wars like 


warriors. 
It's demotivating — and 


| counterproductive — to treat 


the IT procurement function 


| as just overhead. 
| Like anyone else, 


accountability and 


| visibility get re- 


sults. If your IT 
procurement 
staffers know they 


| may become fa- 


mous — or infa- 
mous — depending 
on the deals they 
make, they have 
more incentive to 
perform well. If 
they’re aware their 
performance will 
be judged based 
on savings, reduc- 
ed risk and how 
well the deal 
works, their incen- 
tive to make the 
best possible deal 
increases. 

But if you’re a procurement 
professional, there’s no reason 
you have to wait to be appreci- 
ated. You can enhance the 
function’s image and support 
in several ways. For example, 
produce a periodic summary 
of deal results for executive 
management. Include finan- 


employee refrigerator.” 

Its rating? “It’s pretty good. I keep a 
microwave under my desk so | don’t 
have to stand in line in the employee 
lounge to use that microwave.” 

Did Playboy buy you the 
microwave? “No, but they have pur- 
chased mini-refrigerators for some 
of the offices, and each month 
employees put in an order for the 
beverages they want. You can order 
bottled water, juices, soda.” 

Little perks? “If we’re trying to 
come up with a fresh title for our 
next video, whoever submits the 
winning suggestion might get dinner 
for two plus a movie. 

“When we're having a charitable 
event in a nightclub, the employees 
are invited, and you see a lot of 
celebrities. And you see a lot at the 
Mansion parties.” 

Celebrity sightings? Ben Affleck, 
Shannen Doherty, Robert Stack, 
Red Buttons. 

Any other companywide or depart- 
ment perk? The Christmas party at 
the Mansion. 


JOE AUER is president of 
international Computer 
Negotiations Inc 
(www. dobetterdeals. 
com), a Winter Park, Fla., 
consultancy that edu- 
cates users on high-tech 
procurement. ICN spon- 
sors CAUCUS: The Asso- 
ciation of High-Tech Ac- 
quisition Professionals 


Contact him at 
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| cial savings as well as areas 
where risk was significantly 


reduced. Here’s another idea: 


| Revisit deals after they’ve be- 
| gun and assess the vendor’s 


performance. For that report, 
consider including project de- 


| liverables or milestones, the 
| supplier’s successes or failures 
| to date and the remedies em- 


bedded in the deal 
in case those fail- 
ures occurred. 
And here’s some- 
thing else: Start 
talking with other 
managers about 
how to combine 
their knowledge 
and your procure- 
j ment expertise to 
do a better deal. 
They are the 
stakeholders 
whose input you 
need, so get them 
on the team early. 
Those are only 
a few examples. 
The main point 
here is that there 
are significant 
benefits to be had 
by simply increasing the visi- 
bility and accountability of 
your IT procurement staff. It’s 
the way to prod them to make 
the best possible deal, on each 
and every deal. I’m sure your 
support would help, too. 
It may sound like common 
sense — but it needs to be 
common practice as well. D 


Have you ever met Hugh Hefner? 
“Oh, yes. I’ve been in his com- 
pany many times because | am 
responsible for supporting Playboy 
Mansion.” 

Would employees feel comfortable 


| e-mailing him? “No. That’s just 


clearly not done. There’s a certain 


| amount of respect that people have 


toward issuing an e-mail to the 


| founder.” 

| What's the biggest misconception 
| about working at Playboy? 

| “A lot of vendors who come to my 
| door, when they’re sitting in my 


guest chairs, they say, “Wow, this 


| looks like a regular business here.” 
| And | always say, “Well, did you 


really expect that it would just be 
one big orgy behind corporate 
doors?’ And they say, “Yeah.” 


Quote: “We have a very casual way 
of conducting day-to-day business. 
| This is still a very young company 


with great potential, and | would not 
have sacrificed this experience of 


| working here for anything in the 
| world.” 


~ Leslie Goff 
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ASP GOES 
CROSS-PLATFORM 


Boeing likes Microsoft’s 
Active Server Pages 
because they’re easier 
to develop and less 
draining on the server 
than CGI code. But 

the company wanted 
to run ASPs on non- 
Microsoft platforms. 
The answer: ChiliSoft’s 
ChiliAsp. » 64 


PENTIUM SERIAL 
NUMBER EXPLOIT 


A Montreal company 
has posted an exploit 
that lifts Pentium III se- 
rial numbers without 
the user’s knowledge. 
Intel, which said it had 
secured the numbers 
after a privacy brou- 


haha, shrugged. » 69 


WINDOWS 2000 


Corporate beta testers 
let us know how the 
new version of Mi- 
crosoft’s Office suite is 
shaping up. New e-mail 
and Web tools make it 
easier for users to do 
their jobs. » 74 


MANAGED VPNS 


60 GLOBAL 


MCI WorldCom, like 
AT&T, IBM and other 
global VPN vendors is 
wooing IT shops to out- 
source their worldwide 
private networks. MCI’s 
standards-based secur- 
ity and local-language 
support may give it an 


edge. » 68 


LISTENING IN? 


A group claims the 
encryption algorithm 
used in the world’s most 


TECHNOLOGY 


widely deployed cellular 
telephony system is vul- | 
nerable, in part because | 
providers “zero out” 10 

of 64 key bits. } 67 


MORE RUSSIAN 
NEW YEAR 


A recent Hack of the 
Month column gener- 
ated so much e-mail, we 
had to respond. Yes, we 
mistakenly implied 
e-mail clients aren’t 
vulnerable. And astute 
readers caught other 
technicalities. ) 68 


REVIEW: NEW 
WIRELESS PALM | 


The new Palm VII sim- 
plifies wireless setup, 
making it easier to pro- 
vide secure wireless ac- 
cess to le y databases 
via query apps devel- 
oped with Palm’s own 
tool kit. » 66 


| 


MELDING WIN CE, 
NT EMBEDDED 


Corporate users, once 
confused by Microsoft's 
dual efforts in the em- 
bedded system arena, 
are figuring out how 
they’ll work together: 
Windows CE for hand- 
helds, NT Embedded for 
larger devices. ) 64 


FLASHBACK: 1969 


Unix was born, and the 
first Arpanet (later, 
Internet) nodes were 
connected. Oh, and a 
man walked on the 
moon. » 76 


in and Dan Ross: Taking personalization to the next level 


REAL TIME: 
HERE ‘FOR REAL? 


PLENTY OF WEB SITES ARE PERSONALIZED for a consumer’s 
second visit. But what if there’s no second visit be- 
cause the shopper couldn’t find what he wanted? 
Manna Network Technologies hopes to address this 
problem. Manna monitors visitors’ actions and imme- 


diately alters your site’s presentation. It’s 7() 


eA RTT ISOS RAINE 
MORE 


a glimpse of the e-commerce future — 
but make sure you’re sitting down when 
you read the price. 


QuickStudy 
Regional Scope 
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ACTIVE SERVER PAGES 
FREED FROM PLATFORM 


Boeing didn’t want to be restricted to 
Microsoft’s Internet Information Server 


BY DAVID ORENSTEIN a 0 on Win 
Boei senior 

‘er Bill Crawford 
ASPs, he often 

to run them on 
of security 


i because NT 


sarts of Boeing 


con- 


isnt in 


hich are Web pages 
in embedded scripts 

appeal to the Boe 
because they can be 
\ 


ising Visual Basix 


Java or C. Third-party compo 
nents are also widely available 
for ASPs, which means that the 
any can buy k rather 
than build it 

Windows NT-based 
pplication that tracks and re- 


ports flight data about the B-1 


For a 


bomber for about 50 users, 
Boeing preferred to rely on the 
security of Netscape’s 
Spot rather than IIS. By 


ChiliASP to run ASPs on Suite 


Suite- 
using 
Spot, Crawford and his col 
leagues are developing another 
jocument and workflow man 
agement application for about 
that runs on Net 


pes Web server on 


300 users 


The department using 


already had 


plication 

systems, which it 

to change just to run ASPs 
Before ASPs became avail 

1 late 1996, developers of- 


programs 


Interface (CGI) on Web serv- 
ers. Because CGI starts a new 
process on the server for every 
client request, it can quickly 
become an unmanageable 
drain on resources. 

“The faults of CGI are very 
Nobody 
John 


well-documented. 
likes it,” said analyst 
Rymer at Upstream Consulting 
Inc. in Emeryville, Calif. ASP 
and a competing standard, Java 
Server Pages, manage process- 
es better already, he said 

Office Depot.com, the San 
Francisco online 
the office supplies giant, devel- 
oped ASPs two years ago be- 


Visual 


3asic skills needed to dev elop 


cause, at the time, the 
them were more common then 
Java skills, said technology di- 
rector Francis Juliano 

As Office Depot.com contin- 
ues to grow, it may need to mi- 
grate to a more scalable plat 


than IIS on NT, Juliano 


Customers Sort Out Roles for Windows CE, NT Embedded 


Windows CE aimed at small handhelds, 
NT Embedded at larger office products 


BY SHARON GAUDIN 


Comparing NT Embedded 
With Windows CE 


M byt *RAM 


Memory: 4M to 8M bytes of RAM 


Operating system: Based or ating system: Based on it 


vv F  SU0W SETVICE wn) 


Runs on: Fax machir 
pee aod Runs on: Smart pt 


v ari Page 


Availability Availability: Now 


j 
mea at 


machines 
manufactur 
nd medical 


monitors 


I 
bundle 
rod 


irket nc 


Alden Buic 
GMC in Fairhaven 


Pontiac 


Mass. “It 


nance at 
looks like we'll be 
lot more work with what have 
always been dumb devices 
With NT Embedded, my 
machines could talk back and 
forth said. “I could 
even talk with my postage ma 


Soares 


chine or my inventory scanner. 


I could download information 
on what we spent on postage 
that day and which department 

what percentage the 
money At the end of the 


j 
month, you could download 
the activity and allocate the ex 
pense by department 
Applbaum, president 


nd CEO of 


Isaac 
Concorde Solu 
he Concord, Calif 
Bank of 


America, said he’s looking for- 


tions Inc., 


t 
based IT division of 


ward to Microsoft adding NT 


Embedded to the already-ship 
ping Windows CI 

just see the flow of our in 
DeIng so 


he said. “NT 


© lincrease the usefulness] of 


mucn 
is going 
1 lot of my dumb machines in 
and I see CE helping 
I'll be 


stay connected to my e 


the office 
able to 
mail 


me personally 


my faxes and online sites 
through a wireless phone.” 

Bill Peterson, an analyst at 
Data 


Mass 


International Corp. in 


Framingham, said 
Windows CE will gain in im- 
departments 


handheld de- 


portance as IT 


begin to issue 


division of 
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Alphabet Soup 


Active Server Page (ASP): A 
Web page capable of run- 
ning embedded scripts 
written with Visual Basic 
or Java. ChiliSoft’s Chili- 
ASP allows ASPs to run in 
server environments other 
than Microsoft Internet 
Information Server on 
Windows NT. 


Common Gateway Interface 
(CGI): Allows scripts and 
programs, often written in 
Perl and C, to link an 
HTML page to a database 
or other program. 


Java Server Page (JSP): 
Based on Java rather than 
Windows and Visual Basic, 
JSPs also run embedded 
scripts from within a Web 
page. 


said. It could use server-side 
Java technologies like servlets 
or use ChiliASP to run its ASPs 
on another operating system 


such as Solaris, Juliano said D 


vices, smart phones and 
pagers, much as they do lap- 
tops today 

‘A lot of organizations don't 
have a [personal digital assis- 
tant] policy, but will that still 
be the case in a couple of 
years? No, it won't,” Peterson 
said. “Organizations will have 
to have the policy because 
salespeople and other business 
will have 


travelers want to 


their tools — e-mail and calen- 


daring — accessible no matter 


where they are.” D 


2NAPSHOT 
Worldwide 


Database Market 


1997 1998 


* Projected 


1999 
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ecureWay Software: The Critical Foundation for e-business 


ntrolled and an Clearly, without the right mechanisms in 
t depend on place—security as well as reliable connectivity 
viron and centralized resource control —an e-busi- 
ren and a ness remains quite vulnerable. Yet such safe- 
ed cas guards cannot impede function. Within a 
ible a rocket to travel to other planets at controlled environment, e-business applica- 
speeds in excess of 25,000 miles per hour. Yet tions need the ability to: 
same ing! ined in a vulnera * Locate people, information and other 
I applications in the network 


* Connect customers, partners and 


employees to resources located across 
multiple systems, and 
¢ Secure communication of data and 
transactions. 
integrating directory, connectivity and 
security, IBM Secure Way Software, the first 
catalyst reacting with busi family of software to bring together these 
ness processes and users, ¢ fundamental capabilities, reduces cost, com- 


l 
Dusiness Can prosper, sup- 


locate... 


plexity and risk. Within the context of the 


IBM application framework for e-business, 
ure Way Software brings control to the e- 
business environment so companies can reap 


the rewards of a globally connected economy. 


Locate and connect across multiple 
types of computer systems 


Che demands of e-business create a hierar- 
chy of requirements where, as each new capa- 
y comes into play, the need for the next 
ecomes apparent. Starting with the 
an e-business must be able to connect 
and communicate with customers, suppliers, 
partners across the Internet and employees 
across an intranet using a variety of comput- 
ing systems. And these parties must be able to 
locate the resources they need. The solutions 
must also be operating system-independent. 
Any setup that doesn’t conquer these basic 


challenges can't be considered an e-busir 


Computerworld Enterprise Business Solutions 





Leverage current data and 
applications via the Web 


Since Internet technology offers the most 
cost-effective way to connect different plat 
forms, the next logical requirement is to 
enable access to existing applications from 
the Web so that any authorized Web browser 
user can leverage company data and services 


} 


from anywhere. As this happens, a business 
opens up its assets to a wide audience. It 
adds i certain amount of risk to its opera 
tions, just as adding fuel to a rocket intensi 


fies its explosiv eness 


Decrease risks associated w 
Internet-hased operations 


( onsequently, a greater need to protect 
data and applications arises, which of 
course implies security. In 1998, when 


International Data Corp. 
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Reduce complexity and costs 


One of the things that make 


work so complex is the need to kn 


find the diffe t resources loc 
network. Resource information re 
ferent directories throughout the 
e-busit ess 1S goin | 


there needs to be a way 


nize information 


Deliver new Web services 
quickly and profitably 


Once a rocket takes off, it 
more fuel. Similarly, once a co1 
to offer se 
needs to continue to exploit 
stay Competitive, an e-business 
tently deliver 1 


applications that eit 


react to or leapfrog the mart 


snnect... secure 


hospitals that they are ve 


IT executives on Internet security, nearly 


half the respondents said they believed the 


number of security threats to their organiza- 
tions would increase by approximately 20 
each yeat 

Without the right security controls in 
place, a company could suffer some very 
embarrassing consequences. Group Health, 
Inc., the largest not-for-profit health services 
corporation operating in Ne Ww York State 
has a Web site where, among other services, 
customers can check the status of their 
claims. Art Louise, Assistant Vice President 
We insure 


many of New York City’s finest: the police 


of MIS at Group Health, says, 


firemen and people in some very critical 
positions. The last thing we need is to have a 
high-profile New Yorker's medical records 
show up on somebody’s Web site.” Given 

the importance of security to e-business suc 
cess, cost and complexity cannot remain bar- 


riers to its implementation. 


service on our Web si 
Group Health 
ahead, we can potent 
er insurer that’s more technol 
vanced.” An e-business neec 
any customer, employee 
located anywhere 
access new services and up-to-tl 
information. 
The result of defining a 
ior one 


When 


necessary capability builds upot 
is a set of interconnected requit 
any of those requiremer Yt met, the over 
all structure becomes unwield 

Mr. Kandel of Deloitte & Touche gx 

furth Today, you cannot have a ci lete e 
business infrastructure without a h inte 
grated, interoperable security and directory 


solution,” he explained. “For authentication 
and encryption with digital certificates, you 


need both the certificates and the revocation 
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lists stored in an accessi 
ble, high-performance 
ctory s 
Furthermore, Mr 


] 


iner to use 


thinks it is 


SecureWay Software: a simpler, more 
secure foundation for e-business 


Given the dependent nature of e-business 
requirements, the simplest solutions must 
integrate the key elements that fulfill those 
needs. In other words, interrelated require- 
ments call for integrated solutions. Satisfying 
each requirement independent of the others 
becomes a formula for creating unnecessary 
complexity. 

Many development houses have produced 

ood solutions to individual security 
problems. As a result, a company may use 
idor’s software to control access to sen- 
information and another's to ensure 
user identity. For each | change that 
ts both solutions, an explicit action needs 
1 on each product. Inadvertently 
compromises the integrity of 
he overall system 
xity isn't the only problem that 
companies look for independent 
lso becomes a threat. 


about what I need to satisfy 


g Ring if 
iologies for GEAC Smart 
Solutions. “So if I pull out just the 
corners of those stacks, the whole thing 
comes tumbling down.” Mr. Ring is imply 
ing that the failure of any one package can 
compromise the entire e-business support 
several points of integ 
he short term and 
er out—Secure Way 
simplifies the e-business environ 


reduce risk 


The importance of standards 


ed set of products to 


¢ -business environment 


ised upon open, cross-p 
idards for directory, connectivity and secu- 
[he certificate-based standards for securi- 
accommodate e-business growth. They also 
efit companies immediately by simplifying 
access to multip applications. Once a user 
enters her certificate, she can freely move 


among standards-compliant applications. 


Solutions 





Centralized scalable 
enterprise directory 


Today, almost ev networked 

application has a proprietary directo- 

ry for storing information about its 

authorized users. A Forrester Research 

report indicates that, on average, Fortune 500 

enterprises have nearly 200 separate directories 

with the same information appearing in many 

of them. Therefore, integrating directories 

a long way towards simplifying a network. 
Without a single, central repository, admin 

istrators need to keep all directories sy 


nized. If a user chan 


update the directories for each application 
uses. An integrated directory scheme elin 
nates this administrative quagmire, and con 


quently reduces network operating cos 


Policy integration 


Another h 


verage point of 
policy. TI 1 I i ministrati 

is policy. Throt common administrative 

console and repository for po 

Secure Way Software will offer both 

ind network policy integration. With these 


integrated functions, an organ 


. wyract 
n enter ise-wide poi 


ible to all “policy consun namely 
Secure Way Software products and other c« 
oliant applications 

For example, with Se eWay Softw 
common means of describ 
to what, a business c 
} 


secure busin S practices tn 
prise Consistency, combined 
sion detection offered in Secure Way 


1 ¢ j ¢ 
FirstSecure, makes it easier to detect poten 


identifying users 


tion, Secure Way Software 
private network (VPN) policy 
an organizations integr 
secure tunnels through the unsecured Internet. 
Longer term, the network policies in 
Secure Way Software will specify the service 
level agreements for the network or the quality 


of service QoS) 
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user can expect. A com 
ing, storing and acces 

can improve factors such as customer 
satisfaction by handling network traffic 
according to business prioriti¢ 
In g n polic 

lished and managed with relative 

more likely that the entire er 

adhere to them. By enabling thi 

Secure Way Software will create 

ind well-run e-business environ 

thermore, the effect of integrati 

and directory allows Secure Way 

offer the additional developme 

ment benefits that are gained \ 


licatio § Can ex 


user structures 


Host integration 


ecure 
tion products prot 
investments in exist 
enabling Web browser 
ons. Secur y Host 
| J 
Publisher and Host On 
Demand can jump 
business becau 
require no ges 
' 
IPLic itions 


e Way Software n 


gle sign-on technology 
Users can access any 
network by entering the 
, just user [D a 
the productivity 
nok 
costs too. A Forrester Researc 


that 80% of help desk calls ar 
on can re 
Therefore, a 


20,000 users can potentially reali 


nearly $4.4 million 
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a le i. 
a ployment or new applica 


Maintaining personal preferenc 
information on the network 


ation of SecureWay On Demand 
h is planned for subseq 


eases, will standardize 


resources are accessed and stored 


tions or updates to servers rather than to all 


the connected clients, a company can signifi 
" 

cantly compress rollout schedules. A company 

with this kind of setup is always prepared to 

make quick responses to market § 


which makes it a formidable competitor. 


resources In 


-d on client systems, suct 


1 control that cor 


the more natural interface and 


yer OF substanti 


\dding a personal 5 


user 
network address 


Dased ¢ 


uals adds another dimension to IT’s ability to 


imple 


during forecast periods, salespeople using 


forecasting tool would have high 


than other traffic 


Imagine the Future with IBM SecureWay Software 


- o st 
ecure Way Software Sygntegration 
4 , : 
of pie’ core e-business technolo 
J 
pA for lacate, connect and 
5 : 
SOCUIIC Sain ss ites at network aah 
ean TagT nya thae whole new ways 


P Rt Cert acme Sti meiiit 


- LG Pt feasible 










aie Cn TT ae 
eT tee 


m 
o* «, -with the Same agcess to transactidns 
3 : 


and services they have in the off 

A STiimeccel coe TM) face cee 

e sma visiting a customers olf 
can check stock level® directly from 

ite aC mm as casi i 

yy Ne Gig &, Spee ee ee. Gee 

' . J ss 


1e information thz 


mainframe computing with 


benefit 
I benefits 


network maintains a profile 


yn user ID as opposed to 


iputing. Applying this preference 


so that the network can identify individ- 


nt business practices. For 


Server- 


yn demand 


that transla 


s with tradi- 


} 


en policy 


ample, 


riority 


being tie 


stre 


1 computing frees users from 


r ; 
to a specific client because they can 


reach information and applications from any 


rere in the network. Furthermore, software 


r interface code into for 


mats suitable for any user device 


sthens this centralized model. 


People can choose dev ice types other 
} , PD > > 
endence of PCs can yield a than PCs and laptops to access and 
interact with applications residing on a 
server. For example, a mobile workforce 
using handheld devices can have immediate 


access tO the resources on the network 


The whole is greater 
than the sum of its parts 


SecureWay Software enriches an e-business 
by creating an environment where directory, 


connectivity and security work in concert. 


Most individual SecureWay Software func- 


procedure he uses to gete mail will 
give him the necessary authorization 
and authentication to eT Orn Cy we 
ible TT -assets, yet keep them secure 


S 
from intruders 


ere 


with restricted access to highly 
coh$dential data. Certain sensitive 
transactions are best not dowc 


trom the road, Secure Way 
cs 
Sottware lets you regtrict accessi 


bility depending on location. So 
: ; 


’ . 
Ithough it makes sense for‘a *. 


human resources executive to 


ss . 
See bio e OeL the benefits 


stem, it is not appropriate to 


pa . 
EL salary adjustments Teeyae an 


off-site location 


Shift administrative 
TTC OS 11 


Meera) electronic cere tire Tematrt 
ela rae tela em roel ecm hTantte 
ries and avoid out-of-stock situa 
tions. Through an e-business built 
with SecureWay. Softwaré, your 
Sty eiaas forse menlesaneeeli ea aele im levels 
and usage, update systems with 
delivery information and link 
Aalcaent to Maite accounts Meee leat 
system. Yet you can be confideh?. .. 
these Sei rs Can access ind ee 


date only the Niiaitevarzae pee eet b 
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tions are available from other vendors, but ware that integrates all the requir 
these vendors tend to focus on one or two moving a host application would ¢ 
requirements. IBM is the first to offer an ing a unique directory for each: 
overarching strategy that reduces complexity, tion, the access control f 
cost and risk, so that an e-business can enjoy authentication program 
xplosive growth with confidence. application were added, a 

set of directories would n 


In egration in action built to support it. By virtue of its 


: integration, one SecureWay director 
Delivering a host application to employees “ir j | 
‘ f is all that is needed to properly secure 


on an intran launching an e-commerce \ 
e and connect this host application to 


Web site is like sending a rocket to the moon. \ 
‘ authorized users on an intranet 


It's not just a matter of getting the rocket on 


the launch pad; all the support elements need 


Stabilizing e-business e 


it all happens much smoother and quicker Secure Way Software not or 


to be in place before igniting the engines. And 


with a centralized control point cost and complexity of build 
In the case where a host application is 

moved to an intranet, other host applications that destabilize an application’s 

and data sets are more exposed. Hence it’s locate, connect ar | secure For e 

important to get access control in place. With SecureWay Software can help avoid situati 

access control comes the need to verify the here a Web user can’t reach a back-end data- 

user through certification standards. Also, in- base, locate a network printer or 1 mber a 

formation about the users must be stored in a password. As a result, it creates a controlle 

directory. Secure Way Software includes all the and trusted e-business environm where the 

necessary pieces: host integration, access con- only unexpected reactions come from exceed- 


trol, authentication and the directory. ing profit expectations. SecureWay Software is 


Without a solution like Secure Way Soft- the critical foundation for faster success 
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search market now, Spotfire ations for par 


g s s 1 ar in 
0 ire ers OW- ost nin Tool plans to target a larger busi- | dustries,” said Herb FE tein, 
ness audience with forthcom- | an analyst at Two Crows Corp 


BY STEWART DECK 

Medical research isn’t often 
turned to for its economic wis- 
dom, but now a data visualiza- 
tion tool aimed primarily at 
life-science and pharmaceuti- 
cal researchers may well point 
the way toward a form of low- 
cost data mining for business 
users. 

Spotfire 4, just-released by 
Cambridge, Mass.-based Spot- 
fire Inc zned to pro- 
vide those low-cost capabili- 
ties. It gives users the ability to 
visualize, analyze and mine 
large sets of technical and mul- 
tidimensional data. 

Company officials acknowl- 
edged that Spotfire doesn’t 
carry the heft or the } 
capabilities of traditional min- 
ing tools from the likes of SAS 
Institute Inc. or T 
chines Corp., but its price tag, 
starting at $5,000 per seat, has 
attracted many users. 


Finding Patterns 

“It has solved a lot of 
headaches at once for us,” said 
Curtis Lockshin, a researcher 
in the drug discovery division 
at Sepracor Inc., a Marlboro, 
Mass.-based pharmaceutical 
company. 

Without Spotfire, Lockshin 
said, he would have to query 
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Blue Angel Web Tools 


Blue Angel Technologies Inc. has 
announced MetaStar Enterprise, 
software for deploying information- 
based applications on the Web. 

The software integrates data- 
base, search engine and Web tech- 
nologies and uses Extensible 
Markup Language as its underlying 
data exchange format. 

it lets users add, update and 
delete records in Microsoft Corp. 
SQL or Oracle Corp. databases from 
a Web browser. The changes are 
automatically indexed so that 
updated information is immediately 
available on the Web, according to 
the Valley Forge, Pa., company. 

Prices range from $35,000 to 
$60,000. 


www.blueangeltech.com 
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Net Devices Soar 


Worldwide shipment forecast 
for Internet appliances* 


2001 2003 2005 


* Devices with embedded internetworkung 
capabiines 


Micron Rolls Out 
Xeon-based Servers 


Micron Electronics Inc. has released 
NetFrame 5200 and NetFrame 
5201, servers that support one or 
two 550-MHz Pentium Ill Xeon 
processors. 

The servers offer up to 2G bytes 
of synchronous dynamic RAM and 
up to 1086 bytes of internal storage, 
according to the Nampa, idaho, 
company. The 5200 comes bundled 
with Windows NT Server 4.0. The 
5201 can be configured with Net- 
Ware. Pricing starts at $4,799. 


c 


Videoconferencing 
System Bows 


Polycom Inc. has announced the 
ViewStation SP group videoconfer- 
encing system for small meeting 
rooms and offices. 

The system supports video up to 
15 frames per second at 128K 
bit/sec., according to the San Jose 
company. It costs $3,999. 


Wedge Adds 
Notebook 


Wedge Technology Inc. has 
announced the ShowBiz 9000P, a 
presentation notebook computer 
that can be equipped with either a 
300- or 366-MHz Pentium li mobile 
processor. 

The notebook features a video 
display that converts to a projection 
panel. Wher used as an overhead 
projector, the panel can display an 
image up to six feet away, accord- 
ing to the San Jose company. 

Pricing starts at $3,495. 


www.wedgetech.com 
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QUERIES WITHOUT WIRES: 
PALM VII HOLDS PROMISE 


REVIEW: The Palm VII simplifies wireless communications 
and makes it easier to provide secure access to legacy databases 


BY RUSSELL KAY 


I reviewed 3Com 
Corp.’s then-new 
Palm IlIIx and 
Palm V handheld 
personal d | assistants 
(PDA) [CW, March 
marks as org 
disliked using th 
1ications tools 
I was 


Given that experience, 


uly skeptical about the like- 


ess of the announced 
t-yet-shown Palm VII - 


Palm IIx 


communica- 


with 
wireless 
and Internet 
xpect much, 
wrong. It’s a 
I had 


t may 


imag 
make 
and take 
€ pport PDAs 

1e VII is notable for how 
fies wireless setup and 
hat it’s a complete 
of the box. It also 
-d, secure wire 
rganization’s 
aes S$ Via query ap- 
developed with 


nc.s Own 


1€ Narrow- 
8K-bit/sec 
pipe into 


n VII, 3Com ¢ 


i cs 
When 


u invoke a dialogue and 


you use 


queries 
at applicz ation 
about airline 
two cities on 
rhe appl 
the essence of 
to a 
irn translates 
query for the host applica- 
and sends it to the indi 
cated Web address, together 
with any required encrypted 
authentication information 


The server gets the answer 


data, and 


Dack, extracts the 


it for retransmis 
> ap pr aC h, re 
j on the handheld unit for 
defining the query and 
ccess and 
both 
data that the VII 


processing, reduces 
amount of 


eds to transmit and receive 


the amount of p 
it consumes 
doing so. 3Com_ pre- 
dicts that 


batteries 


ternal 
cell). 
developing the 
VII, 3Com managers 
learned firsthand how 
difficult it can be to set 
up wireless communica- 
tions: You have to involve 
an Internet service provider, 
a third-party wireless mo- 
dem and a phone call to 
set up the account, 


and then you 


have to 


THE PALM Vii 
is a complete system 
out of the box 


ower 


while 


= 
program (correctly) all 


needed parameters ito 
machine 
3ut with ve Palm VII, setup 


and the key 1S 


a Palm seaidas both the 


quite simp 
hardware and the communica 
tions channel. 3Com has estab- 
lished Palm.net, a central serv- 
er farm that acts as the remote 
for all Palm VII hand- 
rhe user just raises the 
antenna that tucks 
Palm VII's right 


urns the radio on 


alongside 
side. This 
and checks 
for access to the BellSouth 
Wireless Data Network, which 
covers 260 U.S. cities. If it’s a 
machine's first on-air session, a 

ialogue prompts for registra- 
tion information and payment 
data. When that’s done, it call 
up Palm.net via an encryptec 
link, opens an account (service 
plans begin at $10 per month) 

and in about 90 
in business 


The 


seconds 


you're 


potential 
the Palm 
VII, how- 
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ever, may be the control it 


offers the IT manager. The 
Palm 


lows users to 


VII wireless platform al- 
access informa- 
tion over the Internet, and this 


can include secure access to 
your own corporate databases 
It’s a limited-bandwidth, appli 
cation-controlled, encrypted 
access path, it offers a lot of se- 


curity along with its conve- 


nience, and it seems to give in- 
jividual users fewer opportu- 
nities to do something improp 
prove 


er. I believe it will a sur- 


prisingly effective tool for 
many roving professionals 
The Palm VII comes 
several prepackaged query 
plications, including automat 
ed-teller-machine-locators and 
financial, 
tainment, weather 
But its CD- 


software 


a variety ¢ news, 
travel, 

and map ser 
ROM also 


that lets you 


vices 
ncludes 
write your own 
query applications in HTMI 
Web re- 
Better yet 


access whatever 


sources you wish 
because all Palm communica- 
tions are standards-based, your 
IT department can set up 

server outside your firewall to 
queries from Palm.net, 


e them, 


receive 
authenticat and provide 
secure, encrypted access to 


as an SAP 
database, a cus 


corporate data, such 


R/3 inventory 


tomer list, order entry and sta- 
and more 
the Palm VII is 


has drawbacks that will be sig- 


tus information 
AS good ¢ 
nificant to some users. For 
example, it doesn’t notify 
you that you have e-mail 
— you have to check 
nanually Also, al- 
though the Palm com- 
munications model 
is bandwidth-spar- 
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Cellular Phone Encryption Challenged == fssisesnce.csc" | toast 


Car AS5/1 be cracked? | to know the entire channel 
BY ANN HARRISON of the GSM Association Secu said the keyspace of A5/1 had | Absolutely,” said analyst Craig | structure and follow the s 
j 


lifferent frequen 


Information technology man rity Group, a Dublin-based | been reduced from 64 to 56 bits | Mathias at Farpoint Group, a | as it hops to 
agers may be leery of allowing | group of security experts from | to meet export restrictions research and consulti irm | cies to intercept and decode a 
sensitive business conversa the world’s GSM _ operators, But Brookson dé d that | in Ashland, Mass GSM signal. D 
tions over cellular phones after 
cryptographers last week 
charged that the encryption 
used for certain cell phones is 
vulnerable to eavesdropping 
Membe f a California 
based group of privacy a 
tivists called the Cyberpunks 
distributed the source code for 
a widely used cell-phone en 
cryption algorithm in hope 
that others can evaluate its 
strength. The algorithm, called 
AS/1, is an over-the-air, voice 
privacy algorithm used to se 
cure the Global System for Mo- 
bile Communications (GSM) 
GSM is the most widely de- 
ployed cellular telephony sys 
tem in the world, with more 
than 100 million subscribers 
The AS5/1 algorithm embed- 
ded in every GSM mobil 
phone and base station re i Sg 
quires a full 64-bit encryption AE 


-_ ee 
key to secure phone call 


s 
But Marc Bricero, one of the 
researchers who released the 
code, said GSM _ providers 
don’t tell their customers that 
they “zero out” 10 of the 64 key 
bits. “Most or all providers de 
liberately weal red =the 
strength 
1,000,” Bricero said 


Charles Brookson, chai 


OREN 


— » ner Vi 
i! v We 


www .computerworid.com/more 


Palm Vil Review 


ing, allowing you to downloa 
*sSazes ft 


the whole 


ym Research 


Ltd.'s Blackberry 


t www.jdedwards.com 


Corp.s Comn 
would be 

come improvement for 
ing e-mail. Despite these 
tations, however, the Palm is a 
dandy package combining the 
extensive data storage of its 
organizer forebear with ea 
wireless communications. D 
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MCI WORLDCOM OFFERS 
OUTSOURCED GLOBAL VPNs 


New offering outsources everything 
from design to ongoing operations 
similar features 


slobal VPN ser- 


ttractive 


BY BOB WALLACE vi ffer 


inaged 


because it 


money 


erna 


corporate 
cations 
it filter 


Millipore 


* 


handles security and has fire 
wall and bandwidth manage- 
ment features. UUnet also pro- 
vides support in the language 
of whatever country it’s in 
“A huge hurdle for prospec 
tive VPN users has been net- 
work setup; a bunch of compa 
nies have given up 
in this phase,” 
Zines said. That's 


because 


and requires skilled 

information tech 

nology staffers in 

the US 

abroad, he added 
To allay user 


fears about perfe r- 


users avoid bandwidth bottle 
necks by measuring usage on 


lines that access UUnet. 


In stressing the tag team of 


the Xedia devices’ security ca- 
pabilities and the specialists in 
its network operations center, 
UUnet hopes to address this 
longtime user concern. 

“Managed security is on the 
rise. Security specialists are in 
short demand and are increas- 
ngly tough for even large com- 
panies to hire and retain,” said 
Greg Howard, a principal ana- 
lyst at The HTRC Group, a San 
Jose consultancy. IT managers 
will find managed VPN securi- 
ty an attractive and less-expen- 
sive alternative, he said 
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UUsecure 
Service 

Reach: 14 countries t 

Transport: UUnet 

Access: Provides 

r 168K 


Security: IPS 56K 


Support 


dedicated access in the 


r 56K bit 


RAM PRABHU at Milli- 
pore says the managed 
global VPN service is 
“an attractive option 


mance, all traffic is Analysts said the major rea- 


carried on UUnet’s 


son to skip a managed VPN in 


Internet backbone favor of managed service is to 


worth looking at” 


twork setup, 
configure, 
ill-in-one 


that 


Net 


constantly 


the itself 


not 
and is 


monitored from a dedicated 


UUnet network operations 


retain control of the network. D 


an 


www.computerworld.com/more 


Russian New Year Article Sparks E-Mail 


We mistakenly implied that e-mail clients aren’t vulnerable 


Satellite Communications Skyrocket 


Re ms for worldwide global mobile personal 


ile 


$2B 
$3B 
$5B 


injan Soitwar 
Dased maker 
softw i 


sts show that Naviga 

client makes it 
Finjan 
juke it 


I sicced Netsc ape on 


ind let them out 


emerged the 
When an Ex 
a CALI 
be opened or down- 
Navigator and Messe 
POF 


runc 


ISSUuC 


ignore 


e-mail comes 


Outlook Express client 


certain condi 


enabled e-mail 
Eudora, Outlook 

id Netscape Messen 

ger automatically 


HTMI 


message or send it to a brows 


render the 


content of an e-mail 


er. And Web-based e-mail ser- 
vices like Hotmail, YahooMail 
and Excite Mail require a 
browser to access the service 
Misakian. 
the message is opened, the 
HTML-enabled 
b client may launch the Ex 
file, the CALI 
command 
Many of you 


misleading 


said Finjan's Once 


browser or 
executing 


also pointed 
subhead 
Year is 

a method of attack 
And the e-mail message must 
be opened to launch the attack 
But neither the attachment nor 
the HTML link 
One 


out the 
Russian not a 


virus, but 


need be 
‘Keith 


my dates were off. Russian was 


more point said 


Janu 


discovered earlier than 

} Microsoft posted 
patches on its Web site on Dec 
10, 1998. Don't 


missed that one. D 


know how | 


Radcliff is a freelance writer in 
San Francisco. Her Internet ad 


dress ts derad a aol com 
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TECHNOLOGY |: 


Intel Shrugs Off Privacy Service Firm's Pentium Ill Exploit 


BY ANN HARRISON 

Although the hack has been on 
the Web for months, Intel 
Corp. continues to shrug off an 
exploit said to show how mali- 
cious code can steal users’ Pen- 
tium [II serial numbers with- 
out their knowledge. 

Zero Knowledge Systems in 
Montreal, which develops pri- 
vacy tools that let users surf 
the Web anonymously, said it 
posted the exploit to demon- 
strate that Intel’s scheme for 
protecting the serial number is 
flawed. Zero Knowledge Sys- 
tem’s program is on a Web site, 
which warns users that down 
loading the program will re- 
boot their system. 


Antitheft Goal 


Intel embedded the 


number in Pentium III proces- 


serial 


sors as a secure-commerce and 
machine-tracking device. In 
March, privacy acti 


complaint with the Federal 


ists filed a 
Trade Commission all 1g 
that it could be used to track 
users on the Web. 

Though activists demanded 
that Intel pull the chip from the 
market, Intel instead released a 
patch that it said disabled the 
serial number. 

Zero Knowled 
developed a small 
that 
software utility 

The ActiveX 
hidden in a ban 


Systems 
ActiveX 
program bypasses the 
used in the 
control, 
*h can be 
ad, simulates a computer 
crash when the user clicks on 
the ad. The program then loads 
a “Trojan horse” program that 
bypasses the utility. When the 
computer reboots, the ActiveX 
contro} grabs the serial num 
ber, places it in a cookie and 
shows the user how to find it 


on a Web site before erasing it 


Disabling Numbers 
Zero Knowl dge 


said it has also discovered how 


Systems 


to reactivate the serial number 
it has been disabled in 
Zero Knowledge 
Systems President Austin Hill 
said that at the time of the Pen- 


even u 


the BIOS 


tium III controversy, Intel told 
manufacturers they could se 
curely disable the number at 
the BIOS 

Intel spokesman George Alfs 
noted that 
developed by McAfee Associ 
and Symantec Corp 


antivirus software 


ates Inc 
protects users’ serial numbers 


from being stolen with the 


ActiveX control. He said Intel 
has spoken with Zero Knowl- 
edge Systems about the exploit 
and is working with BIOS ven- 


888.737.7271 


dors 
strengthen the BIOS. “We are 
looking for ways to tighten up 


and manufacturers to 


or harden serial number pro- 


tection,” Alfs said. “There is a 
lot of malicious code out there 
and we are always looking for 


ways to protect the PC plat- 


reSOuURCE 
PARTNER 


S 


form against attacks.’ 
Hill notes that antivirus pro 
grams guard against his 


pany’s consensual ext 


com- 


are ineffective against crackers 
who use the same type of at- 


tack to steal serial numbers. D 


www.resourcepartner.com 





70 TECHN O10 GY COMPUTERWORLD May 24, 1999 
“~ likely to buy that product, then 
° use the profile to create a rule = 
MANNA: REAL TIME. |istessesss) the buzz 


on that product only to the cus STATE OF 


™ tomers most likely to buy THE MARKET 
The system can offer buying 


hints to customers it detects 


are unfamiliar with the prod- The competition 


FrontMind updates Web sites to suit surfers’ tastes — on first visit uct category, recommending | Mannaisn't alone in the race to advance 
best-fit products. It can be eas- | Web personalization. Atleast a dozen 
ily stretched to accommodate companies offer advanced personaliza 

BY CYNTHIA MORGAN tome ref ice data dictates Business managers can fine information from other parts tion to some degree - anda feware in 


. » sales presentat the corp act = 
tune online sales presentations of the corporation; a customer corporating artificial intelligence tec h 


Worse, a new rule’s debut is | or add special offerings quickly, on record as being kept waiting niques for real-time personalization 
n the live site. The slow | without an intermediary from | for technical support could be (though these tend to require fairly ex 
f an unwieldy | the information technology de- | offered a free gift by the com tensive rules creation up front). Still, 
system could | partment. The feature may ulti- | merce site. three competitors could give Mannaa 
annoy and thus cost the | mately prove the most valuable Of course, all that capability run for its money 
business — hundreds of poten- | for corporate e-commerce be- | doesn’t come cheap. Artificial 


il customers cause giving managers control | intelligence systems are expen- NetPerceptions 
Manna’s Java- and Extensible | of their online product presen- | sive to build and maintain, and You'll find t seialaaal tte 

; ; eye ; w You'll find this company’s real-time 
Markup Language-based Front- | tations speeds the site’s re FrontMind is no exception at eae 


Mind for Marketing, sched- | actions to changing market | a base price of $250,000. The 


iled for a June 14 debut, puts | conditions. It also shifts that | high cost is liable to restrict 


recommendation tools in place on sev 
eral major commerce sites, including 
CDnow.com and TicketMaster.com 
Like Manna, it learns from customer in 
teractions and reorganizes content to 
CUS omer’ > Perc eived needs 
Also astart-up - the company was 
founded in 1996 - NetPerceptions sells 
both Web and call center tools based on 


the same learning and inference engine 


wizard-like Web front end | responsibility from resource- | the product to areas where ex- 

rules creation and edit- | stretched IT managers to the | treme personalization pays off: 

1g process that requires little | people who sell the product huge corporate commerce sites 

training to use. It also “stages’ FrontMind can develop de- | that carry a wide range of very 

the rule by simulating its ef mographic reports to help | diverse products at relatively 
fects before it goes live, so in- | managers refine strategies. A | high profit margins. 

can see the | manager whose inventory is Still, FrontMind is definitely 


ults before unleashing a po- | overstocked can ask the system | a glimpse of things to come in 
NetPerceptions 


Eden Prairie, Minn 
(612) 903-9424 


tial disaster on the live site to profile the customer most | Website personalization. D 


www netperc eT fions.com 


Manna Network Technologies BroadVision 


By discerning site visitors’ preferences in real time, its tool aims to satisfy them on the first try w Like Manna, BroadVision’s One-to 
One products offer an easy front end that 
Location: 44 Glen Ave y 
Newton, Mass. 02459 


lets managers control site presentation 
: They lack some of the learning capabili 
Telephone: s ties of Manna’s and NetPerception 
617) 244-7545 , , products, but permit site fine-tuning and 
: nformation rearrangement in real time, a 
step forward from older systems. Exam 
ct ples of BroadVision-tuned sites are 


Business: Dyn 


mer personaliz 


om) and Toyota 


Why you should watch them: : pe + BroadVision Inc 
nlike most Web personalizatio: ‘ Redwood City, Cx 
tool works ; (650) 261-5942 


mer leaves the www.broadvision.com 


an be fine-tuned MANNA’S MARKETING VP ELLEN RUBIN AND CEO DAN ROSS: 
Jepartment, free- | Taking Web site personalization to the next level Art Technology Grou 


1ddaday of the aroup ( 


Burn money: Funding provided by ich includes technical consulta 
Company officers: venture capitalists Advent International ions) or via smaller upfront costs 


° Dan Ross. CEO and a series of corporate investors as with a per-transaction fee. Either 
© Ze's ” nanaging directc well as the Israeli government requires annual support contracts 


; t nount to an additional 20% seis re : cm 
Milestones: Founded in 1997 Customers: Online supermarket per year extensive series of rules. Although i 
FrontMind for Marketinc to shir Streamline Inc. in Westwood, Mass acks the more esoteric artificial intel 


t montt (www.streamline.com) is already Getting your money's worth. ¢ features, Dynamo has so far 


rf alnr ¢ nO ar Harry hy i » 
: online with the product: Celebrity Wet Developing the a eae DUSINESS proved extremely scalable in corporate 
- 20: statt will likel maatore tate i proc x to take full advantage of 
Employees: 20: staff will likely nasters Entertainment Boulevard in processes to take full advantage of enterprise settings. ATG tools have 


s-< 


ble by summer's end Marina Del Rey. Calif. (www FrontMind ‘s cross-selling and ped refine ct 


nex 


y iStomer relationships at 
entertainmentblvd.com) interdepartmental capabilities is 

Product: FrontMind for Marketing aera a tall order, particularly it the cor- st Liberty Media Group's So 

an artificial intelligence-based per- | Potential stumbling blocks: poration hasn't developed such ao : —_ up . onic.net 

sonalization package for Windows | Sticker shock. FrontMind sells for practices off-line aaias, Te 

NT. Solaris and Linux platforms $250,000 for the base package (617) 859-1212 


www.atg.com 


Garden Escape Inc.'s Garden.com and 





Tired of 
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~ fire 
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Bring all your IT services 
under control with one software. 


The SAS solution alerts you to problems before users sound the alarm. And gives you consistent 


control over your full range of IT services: computers, applications, networks...phones, fax systems.. 
the Web, E-mail...data warehouses...any application that provides time-sensitive logs. 
Minimize disasters, maximize IT effectiveness 


Respond proactively, not reactively 


Visit us at www.sas.com/iTrescue for a free Guide to Panic-Free IT Services 


SAL 


22 35 SAS Institute Inc. 
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E-mail: cw@sas.com._ ,. 919.677.8200 
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: www.sas.com/ITrescue 
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Not Ready 


TECHNOLOGY - 
TV Tuner Cards: 


For Prime Time 


BY DAVID STROM 


z videotapes and capture in- 


formation broadcasts to 


from 

over an intranet 
viewed three tuner cards: 
AVerMedia Technologies Inc.'s 
T'V/FM98, Pinnacle Systems 
N Video PCTV and 


Inc.’s Miro 
Desktoy from STB Systems 


t 
recently 
*ractive Inc 
udimentary job of com- 
with the PC, elimi- 
ig the bother of a separate 


monitor hogging desktop 


take advantage of 
duct, you'll want 
connect them to cable 
IV or a 
VCR 


three 


high-end 
none of the 


worked 


AVERMEDIA's TV/FM98 


featured the most stable software 
of the three products reviewed 


AVerMedia 


The card includes two tuners: one 
for TV signals and one for FM radio. 
| had trouble getting the product to 
work with Windows 95, but it ran 
just fine with Windows 98. One of 


the nicer features is the ability to 
split your computer screen into 16 
monitors and watch broadcasts on 
numerous channels simultaneously 

The card has external jacks for 
a TV antenna, an FM antenna, S- 
video, Composite Video, Audio In 
and Audio Out and comes with a 
patch cable to feed audio into the 
sound card on the outside of the PC. 

TV/FM96 has a very basic dis- 


well with the rabbit-ear anten- 
off-air 
even 


nae used to receive 


broadcast signals. But 
with more professional-quality 
connections or cable TV sig- 
nals, the picture quality ap- 
proached that of a cheap televi- 
sion: Colors were washed out, 
and images weren't sharp 

All three video tuner cards 
were difficult to set up and 


configure. They don’t cost 


much in terms of purchase 
prices, but you'll end up spend- 
ing hours installing and rein- 
stalling their software, tracking 
down the latest video drivers, 
snaking the right audio cables 
through your computer and 
trying to debug your system 


My testing configuration 


play, and its image capture and 
playback aren't too sophisticated. 
But its software appeared to be the 
most stable of the three products. 


STB Systems 


Desktop TV 
$130 
www.stb.com, www.3dfx.com 
STB’s product comes with the most 
bundied software and features but 
offers the poorest off-air broadcast 
video display quality - not as sharp 
as the others and with poor color 
saturation. Included are a wide vari- 
ety of remote control “skins,” or 
user interfaces, and Asymetrix 
Learning Systems Inc.'s video edit- 
ing tool, which appeared to be the 
most stable of the capture products 
tested. It supports both TV and FM 
radio tuning. Desktop TV wasn't 
able to run on my system when the 
display was set to 32-bit True Color, 
something the other two products 
handled with no problem. 

it comes with external jacks for a 
TV antenna, an FM antenna, Audio 
In, S-video and Composite Video. To 
play the audio track from the tuner 
card, you first need to connect an 


a 200-MHz Pentium Pro 
with an S3G 


was 
Trio video board 
from $3 Inc. and a Creative 
Labs Inc. Sound Blaster 16 au- 
dio card running Windows 95 
and Windows 98. Although 
there are certainly more capa- 
ble and expensive computing 
rigs, I selected components 
that are typical of a midrange 
corporate desktop system. 
I tried a variety of TV signals 
evices connected to each 
card, including VCRs and both 
consumer- and_professional- 
quality video cameras. 
Each 
is similar: 


product’s operation 
You install a 
Peripheral Component Inter- 
connect tuner card inside your 
PC and load the software and 
drivers. Then you connect the 
tuner card to your PC’s audio 
card via an internal or external 
patch cable and hook up your 
video devices to the card’s con- 
Each 
the kind of video connectors 
provided: Some offer only an- 


nectors. card differs in 


tenna-style input jacks while 
others come with S-video or 
composite RCA-style jacks (for 
more professional camcorder 
connections) 

If you’re the type of person 
who looks forward to updating 


a. 


STB SYSTEMS’ Desktop 


internal jumper cable to your sound 
card - unlike the other cards, which 
use handier external audio cables. 
The cable didn’t match the fitting for 
my Sound Blaster card, but | had 
another audio cable that did work. 


Pinnacle Systems 


MiroVideo PCTV 

$99 

www.pinnaclesys.com 

Pinnacle has been one of the leaders 
in video-editing products for PCs, 
with a complete line of professional 
and advanced home-editing tools 
and kits in a wide range of prices. It 
will introduce in the U.S. this sum- 
mer a video-capture card that will 
replace the PCTV card | tested. 
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your Web browser and doesn’t 
mind spending time opening 
up your PC, then the tuner 
cards will match your level of 
technical expertise. 

With each product, you can 
capture still-video frames or a 
sequence of frames and save 
them to your hard disk, typic- 
ally in the AVI format suitable 
for the Windows Media Player. 
[wo of the cards — the Desk- 
top TV and TV/FM98 — also 
receive FM radio broadcasts. 
Both managed much better re- 
ception than their respective 
IV components. 

Although the cards are inex- 
pensive, my advice is to hold 
off buying any of the three. 
promising technolo- 
gies on the horizon will make 
capturing video a much easier 
experience. Microsoft Corp. 
and Intel Corp. are working 
together to provide video-pro- 


Several 


interfaces for the 
Xeon III 
processors to be released this 
summer. But if you want to ex- 
meantime, 
consider the three tuner cards 


gramming 


newest Pentium 


periment in the 
reviewed below. D 


Strom is a freelance reviewer in 
Port Washington, N.Y. 


The card has external jacks for a TV 
antenna, Audio Out, S-video and 
Composite Video and comes with a 
patch cable to feed audio directly into 
a sound card on the outside of the 
computer. When Pinnacle’s Studio 
PCTV is available, it will include the 
company’s video linear editing soft- 
ware along with the TV tuner card. 
Unlike the other two cards, it doesn’t 
include an FM radio tuner. 

| found the current card some- 
what unstable. It kept forgetting the 
audio settings | used, requiring me 
to click on a series of configuration 
menus every time | ran the software. 
Its video-capture software controls 
are a bit difficult to operate, but the 
off-air broadcast quality of the dis- 
played video was acceptable. 


PINNACLE’s MiroVideo PCTV 
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BY CHRISTY WALKER 


OUR best cus- 


tomer just 


tered your ex- 


tranet and wants | 


to buy goods. At 


the same time, an internal 


employee wants to access her 
e-mail account. A decision | 


must be made: Who is allowed 
to access the network first? 


Policy-based networking is a | 
way of making that decision. | 


It’s a set of automated rules 


that control network conges- 


tion. It governs which users 
and applications receive speci- 
fied network bandwidth at any 
given time. 

The need for policy-based 
networking is growing rapidly 
as organizations build complex 


intranets and extranets and 


en- 


Looking At 
The Big Picture 


~ TECHNOLOGY 





HOT TRENDS & TECHNOLOGIES IN BRIEF 


Policy-based Networking 


Policy-based networking is a set of automated 
rules to control congestion. These rules govern 
which users or applications can use specified 
network bandwidth at any given time. Policy- 
based networking helps manage user and appli- 
cation priority, quality of service and security 
rights, based on corporate policies. 


open their networks to more | 


users and applications. Policy- 
based networking enables net- 
work administrators to man- 


age network security and net- | 


work traffic so that important 
applications and users receive 
network priority over sec- 


ondary applications and users. 

“There is great demand for 
policy-based networking from 
Charles 


the user side,” 


Rutstein, an analyst at 


says 
For- 
rester Research Inc. in Cam- 
bridge, Mass. “Everyone sees it 


as compelling to align technol- 


American Management Systems Inc., an information technology consulting 
firm, identifies emerging tools and technologies at its Center for Advanced 
Technologies (AMSCAT). Specifically, AMSCAT researches and builds 
policy-based networking prototypes. 
Ash Singh, director of AMSCAT’s Next Generation Infrastructures lab in 
Fairfax, Va., talked to Computerworld. 


How would you define policy- 
based networking? 

It is about having a central con- 
sole from which to configure net- 
work policies associated with 
security and [quality of service]. At 
a low level, it's about how this is 
implemented. You need to under- 
stand the business and application 
requirements themselves 


What advice would you give to 
a company developing a pol- 
icy-based networking infra- 
structure? 

Simplify your architectures. Don't 
get sold on the grand vision that 
every molecule on your network 
needs to be controlled. Architect the 
policy-based networking realisti- 
Cally, in a manageable fashion. Also, 
don't expect it to be a simple effort 
There are a lot of pieces involved 
and expertise in many different 
areas that need to be coordinated 


What's the status of policy- 


| every application 


based networking? 

You can do it today, but it's not a 
plug-and-play situation. You need 
expertise, including people [who 
understand] the networking side and 
next-generation devices like switches, 
routers, and [you need] those who 
understand the business value of its 


| components. To put it all together is 
| a fairly intensive systems integration 


effort 


Is it realistic to implement policy- 
based networking infrastruc- 
tures today? 

In terms of network traffic priorities, 
yes. But something as low-level as 
maintaining a policy for every user and 
it is very unrealis- 
tic. In terms of security, it makes sense 
to do security on a roles-basis for, say, 
100,000 users. 

But if you try to do that on an indi- 
vidual, granular level, the management 


| is ahuge task. It is similar to phone 


companies and price plans. There are 
specific price plans that users can 


sa ' 
AMSCAT's Ash Singh advises 
companies to simplify their 
architectures 


chose between, but if they were to 
have unlimited, individualized price 
plans, it would be very difficult to 
manage 


Will the policy-based net- 
working standards impact 
organizations? 

Once the standards are in place, 
it will be easier to integrate several 
vendors’ products, but the imple- 
mentations of such standards 
will continue to be significantly 
different 


ogy policy with business pol- 
icy. It has the potential to 
change the way our networks 
work in a rapid way.” 

In order for policy-based 
networking to work, rules 
need to be established. These 
rules are 
priorities that are set by busi- 
ness managers. For example, a 
CIO may mandate that the ac- 
counting department receives 


based on business 


network priority at the end of 


each month. 

In addition to business man- 
agers, network administrators 
application 
must be involved in the imple- 
mentation of a policy-based 
networking infrastructure. 

Once are defined, 
they’re stored in a central 
Although _ there’s 
no single recipe for a policy- 
based networking deployment, 
deployment often focuses on 
a separate policy server. The 


policy server receives traffic 


and managers 


rules 


repository. 


requests from switches, fire- 
walls and important applica- 
tions. 

The server then culls policy 
information from the directory 
and dynamically 
the network based on the de- 
fined policies. 

“The problem is in its com- 
plexity. We are unlikely to see 
widespread heterogeneous 
adoption of policy-based net- 
working until beyond five 
years,” Rutstein says. 

The need for policy-based 
networking is particularly rele- 
vant today as voice and data 
traffic requirements push net- 
work bandwidth limits. 

“It is a business necessity 
now as we see the convergence 
of mixing network traffic with 
e delivery require- 


configures 


real-ti 


| bandwidth at 


ments,” says John Armstrong, 
an analyst at 
San Jose. 

“Rather 


Dataquest in 
than throw raw 
network chal- 
lenges and problems, compa 
nies need to manage their net- 
work and maximize bandwidth 
potential,” he adds. 

Although great in concept, 
there are roadblocks to policy- 
based networking. For starters, 
there are no standards, so ven- 
dors’ products don’t work well 
together. Also, many users find 
it difficult to decide who owns 
and creates the policies. But 
the biggest issue in preventing 
widespread adoption of pol- 
icy-based networking is infra- 
structure costs. 

“The most important thing 

. Lis] to make sure that you 
have a clear plan as 


you want to accomplish,” says 


to what 


James Mancini, vice president 
of engineering at Virtual Net- 
works Ikon, a division of Ikon 
Office Solutions Inc. in Irvine, 
Calif. 

Mancini has helped deploy 
policy-based networking im- 
plementations for Ikon’s 
says he 


customers, and he 


has noticed that “as networks 
become more congested 
management will continue to 
increase.” D 

Walker is a freelance writer 

in Cambridge, Mass. 


To-Do List 


Tips for implementing a policy 
based network: 


Build simple networks 


involve business managers, networ 


Classify users a 


Allow users to uf 


| For more information about policy-ba 


networking, visit our Web site 
www.computerworld.com/more 





COMPUTERWORLD May 24, 1999 


Administrative tools and 
self-help features draw early 


adopters to Office 2000 
By Kevin Burden 


HE NEW VERSION of Mi 
crosoft Word is coming! 
Yee haa 
line begin? It’s been a long 


individual Of 


where does the 
time since 
fice applications, such as Word, could 
stir much excitement. But make no mis 
take, Microsoft Corp. Office 2000, with 

its 300M bytes of required disk 
a major release. And several 


that 


space, is 


corporations have tested it say 
they're ready to make the upgrade 
This latest edition of 


ligital workhorse, due to ship June 10, 


Microsoft's 


reflects the vision that today’s office 


workers rely heavily on e-mail and the 
Web to do their jobs. Therefore, much 
of Microsoft's efforts went into build 
ing tools that simplify Web document 
publishing and that help utilize the Web 
as a platform through which users can 
collaborate and share documents. 

Yet to beta tester Drooker, 
the new Web capabilities aren't com- 


Andrew 


pelling enough reasons to upgrade. “It’s 
a very myopic view if they were. They 
are just features - they are not reasons 
to upgrade,” says Drooker, who’s vice 
president of network systems architec- 


ture at Turner Broadcasting Sales, the 


sales arm of Turner Broadcasting Sys- 
tems Inc. in Atlanta. 

Drooker says Office 2000's support 
for the Zero Administration for Win- 
dows Initiative is a much better reason 
to upgrade, “because we can see a 
savings in support costs right away.” 
Microsoft's initiative refers to a set of 
technologies that gives administrators 
tools for automating tasks such as oper- 
ating system and application updates 
and provides a powerful console for 
central administration. 

Drooker says he likes how the admin- 
istrative capabilities fared in his tests, 
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LARRY LEIBROCK, chief technology officer at the University of Texas at Austin’s Graduate Schoo! of Business, supports more than 
1,000 desktop computers, 500 laptops and is moving to Office 2000 


and he has given the go-ahead to up 
grade all 1,000 systems in advertising 
sales by year’s end 

From his tests, Drooker says, he’s 
even more enticed by the self-repair 
aspects of the new suite. Office was 
ed to regularly check its applica 


tions’ health 


des 
and, if necessary, fix er- 
rors. For example, if users accidentally 
delete executable files or load software 
that Dynamic 
Link Libraries, Office 2000 automati- 


overwrites necessary 
cally detects the errors and reinstalls 
the correct files from the distribution 
server, without interrupting the user’s 
activities. “So users perceive less down- 
time from their mistakes, like loading 
software before checking with IT for its 
compatibility. And we get fewer calls to 
our help desk,” Drooker says 

User errors aren’t things information 
technology departments want to deal 
with any longer, says Larry Leibrock, 
chief technology officer at University 
of Texas a 
Business. Supporting more than 1,000 
desktop computers, 500 laptops and 20 
Windows NI 
Leibrock’s support 


and Unix servers, 


issues are nearly 
identical to those of corporate IT. “We 
have people loading incorrect software 
all the time, so the self-repairing feature 
will significantly cut down our support 
costs. This is a very important attribute 
for any company that is debating the 
upgrade,” he says. 


t Austin’s Graduate School of 


lesk 
calls through the self-repair feature 
Office 2000 also 
costs by allowing IT to establish and 
distribute 
environments. Office 2000 is fully com- 


In addition to saving on help 
promises to reduce 


several common operating 


ponentized, according to Microsoft, so 


each workgroup can now have its 


own customized tallation, unlike 


Office 97, in which one configuration 

for everyone is the only option 
Drooker is taking full advantage of 

new flexibility at Turner. Each 


thi 
Chis 


workgroup is getting a configuration 


We have people 
loading incorrect 
software all the 
time, so the 
self-repair feature 
will significantly 
cut down our 
support costs. 


LARRY LEIBROCK, CTO, 
UNIVERSITY OF TEXAS 


tailored specifically to its needs, 
Drooker says, “because why put some- 
thing on a user’s desktop that they don't 
instance, 


need?” For he interactive 
t 


t 
group will get FrontPage, but the sales- 
people won't. “It makes administration 
cost sense: I don’t want someone in 
marketing playing with FrontPage and 
possibly messing up our Web site. We 
ilso don’t need to pay for licenses for 
machines that don’t need FrontPage.” 

Custom installations will also solve a 
for Turner’s 
get Office 2000 


That’s because 


ompatibility issue ac- 
counting group. j 

it remain on Excel 97. 
Turner uses PeopleSoft Inc. applica- 


, Which aren’t yet compatible with 


the new Excel. 


Collaboration 


Leibrock says he will use Office 2000 
to establish an atmosphere of collabo- 
ration at the University of Texas. That’s 
because the school’s corporate advisers 
told the school they want graduates 
who know how to work in teams. “They 
told us to stop sending them lone cow 


boy technicians and start sending them 


collaborators,” Leibrock Says 

Office 2000 lets users share and alter 
documents in real time, directly within 
their Web browsers. Office makes that 
possible by letting users choose HTML, 
the Web programming language, as 
their native format rather than having 
to convert to HTML, which is required 


} 
| 
| 
| 
| 


1 


OFFICE 2000 SPECS 


Office 2000 is available in five suite 
options. The most comprehensive is 
Office 2000 Premium, which includes: 


w Word 2000 

w PowerPoint 2000 
@ Publisher 2000 

= Smail Business Tools 
m PhotoDraw 2000 


COSTS 
$799 for new users 
$399 for an upgrade 


if you're jumping ship 
from a non-Microsoft suite 


am Excel 2000 
aw FrontPage 2000 
@ Outlcok 2000 


The beta Office 2000 program included 
700,000 customers in 43 countries, i0 
times larger than all previous Office eval- 
uation programs. They were each charged 
$19.95 for Office 2000 Premium. 


pros @ 


Outlook 2000 is the one application worth | 
upgrading for, says Andrew Drooker at 
Turner Broadcasting Sales. “It’s the one 
program in Office that is vastly improved 
over its 97 version.” Rules Wizard is the 
best new feature, ietting users file, for- 
ward or delete junk e-mail, Drooker says. 


in Office 97. So posting documents t 
the Web in Office 2000 is as easy 
ing to the hard drive, Leibrock says. 


aS SaV 
The collaboration capabilities are 
swayed Denver-based soft 
vendor J. D. Edwards & Co. t 

to Office 2000. The 


what 


company is tu 
it into an industrial-strength publishing 
system to repli the Interleaf 


system runs. But it’s 


counting on the collaboration features 
to improve communication between its 
and those who 


software developers 


write the docun ion 
‘Staying current with the devel 
has been a perennial problem 
publications team. {Real-time col 
ration] should improve documentat 
quality tenfold over what we've been 


able to do through pushing e-mail 
round,” says Kip Wheeler, systems ar- 
chitect for worldwide publications 

J.D. Edwards will initially confine 
collaboration to its four-building cam- 
pus but plans to use it with Office’s 
translation capabilities. “We 
But 


we'd like to get feedback from our Euro- 


langu 
haven't tested it to see if it works 


pean offices in real time rather than 


after we publish,” Wheeler says 
Drooker is also interested in Office’s 
collaboration features because users 
will be able to work together without a 
third-party “Microsoft Net- 
Meeting is great for collaborating, but 
NetMeeting. With 
2000, you just need a browser, which 


most users are very familiar with.” D 


product 


you need Office 
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BY MARY BRANDEL 


ivanced Re- 
Agency 

he Arpanet — the 
now know as 
take shape in 
decade. And 
ies in Murray 
of computer 
the first 

ser time- 
system 

the two 

* with 


heavily 


to iife in 


President Nixon authorizes the secret 
bombing of Cambodia. 


JANUARY FEBRUARY MARCH 


TECHNOLOGY |. 


50 YEARS OF TECHNOLOGY INNOVATION ¢ 1950-1999 


Unix, Net: ’60s 
Brainchildren 


commands such as file transfer 
protocol come from Unix. 
wouldn't 
available had it not been for the 
work of Ken Thompson, Den- 
nis Ritchie, Doug MclIlroy and 
Bell 


Those have been 


others at 
Labs. All had 
been working 
on the Multics 
project, a $7 
million, seven- 
year effort to 


create the first 


multiuser, mul- 
titasking system. 
Bell Labs withdrew from the 
project in 1969, and the group 
was disappointed about losing 
Multics’ interactive computing 
environment 

“There was a lot of unhappi 
Labs,” Salus 
I Ken and 
with Doug’s prodding, decided 


they d try to 


operating 


ness at the 


ex- 
lains. “So Dennis, 
write a system 
that would make them happy.” 
Thompson wrote the operat- 
essentials in 
“He set a 
of doing 


system 
month 
one 
1 on the kernel, 

editor and 
" Salus says. “At 
of that time, he 
a barely functioning 
Not named until 
1970, the system would be 


system.” 
called Unix, a play on the 
word Multics 

Less straightforward 
was securing funding for 
further 
the operating system. Af- 


development of 


ter Bell Labs turned down 
uest for a PDP-10 
Thompson and 

scruffed up an 


Massachusetts Sen. Ted Kennedy's car ac- 
cident at a bridge on Chappaquiddick Island 
results in the death of Mary Jo Kopechne. 


unused PDP-7 that was being 
stored in a closet,” Salus says. 
Unix was first implemented on 
that machine. 
The two eventually obtained 
a PDP-ll by promising AT&1 
Corp. a Unix- 
based text- 
processing ap- 
plication. 
But 
turning 
for Unix 
in 1973 
Ritchie 


the 
point 

was 
when 

de- 
language called C, 
which he used to rewrite the 
operating system. Because C 
was a high-level language, it 
greatly reduced the difficulty 
of porting Unix to different 
hardware platforms. 

It was this version of Unix 
that Ritchie and Thompson 
presented to about 200 people 


vised a 


at the Symposium on Operat- 
ing System Principles in 1973. 
“This the first 


was one of 


DENNIS RITCHIE helped create the Unix oper- 
ating system at Bell Labs 


is. 
JULY 


ae 
AUGUST 
ww 


SEPTEMBER 


OCTOBER 


KEN THOMPSON and colleagues 
persevered to make Unix a reality 
after Bell Labs withdrew support 


‘wow’ papers,” Salus says. “Al- 
most immediately, 
started calling up asking if they 


could get copies of this new | 


operating system.” 


Many characteristics made | 


Unix attractive. It was written 


in a high-level language and | 


had a hierarchical file system. 


It was also designed to be sim- | 
ple yet powerful, both in terms | 


of the user interface and the 


way you could build complex | 
programs by combining sever- | 


al smaller, simpler ones. 


“Here was an actual func- | 


tioning operating system, and 
it worked,” Salus says. 

More interest was generated 
in 1974, when Thompson and 
Ritchie published a paper in 


Communications of the ACM. 


About 40 
asked for copies of Unix 
during that first year, 
Salus says. 

In the 


organizations 


next several 
years, many 

Unix emerged. By 1984, 
about 100,000 sites were 
running Unix on various 
platforms. Today there are 
more than 5 million instal- 
“Neither 
nor Ken ever dreamed it 


lations. Dennis 
would still be in use 30 
years later,” Salus says. DB 


Brandel is a frequent con- 
tributor to Computer- 
world. Contact her at 
brandel@cwix.com. 


A half-million people attend the three-day 
Woodstock music festival at Max Yasgur’s 
Farm in upstate New York. 


NOVEMBER DECEMBER 
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versions of 
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Happenings 


= IBM unbundles its software 
products, allowing customers to buy 
software separately from its computers, 
creating the software market 


| = Data General Corp. introduces the 


Nova, a 16-bit minicomputer 


w Xerox purchases Scientific Data 


features the “Kitchen Computer 
System.” The system includes a Hon- 
eywell Inc. H-316 minicomputer and 
keyboard console, costing $10,000 


Space 

w July: Neil Armstrong and Edwin 
“Buzz” Aldrin and Michael Collins 
travel to the moon aboard Apollo 11. 
Armstrong becomes the first man to 
walk on the moon 

m November: Aboard Apollo 12, 
Charles Conrad, Richard Gordon and 
Alan Bean make the second landing 
on the moon. 


Born in 1969 


aw Jakob Dylan, lead singer of the 
Wallflowers, son of Bob Dylan 

w Brett Favre, quarterback, Green Bay 
Packers 

w Sergei Federov, Detroit Red Wings 
alice Cube. rap singer 

@ Marilyn Manson (Brian Warner), 
rock singer 


Other Notables 
w There are 65 airplane hijackings. 


w TheU.S. prime rate is raised three 
times, ultimately reaching 8.5%. 


w Musicians Eric Clapton, Ginger Bak 
er and Steve Winwood form Blind 
Faith. 

w= Canadian government allows 


U.S. military draft dodgers and de- 
serters to settle in Canada 


w Underdog New York “Miracle” 
Mets beat the Baltimore Orioles in 
the World Series 


= Beatle Paul McCartney marries 
Linda Eastman; John Lennon mar- 
ries Yoko Ono. 


= Best Picture: Midnight Cowboy, It 
was originally rated X. 


The U.S. Supreme Court orders 
immediate desegregation 
throughout the country. 


Actress Sharon Tate and six others 
are brutally murdered by Charles 
Manson's cult. 


President Nixon orders the 
removal of 25,000 of the 
540,000 troops in Vietnam. 


@ Flashback is produced with 

stance of The Computer 
Museum History Center in 
Mountain View, Calif 
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Des Moines, 
lowa, and Omaha 
combine 
up-to-date IT 
opportunities 
and technologies 
with traditional 
values and 
lifestyles 

By Kim Fulcher 
Linkins 


Major Players 


Employers in the Des Moines and Omaha areas with large IT staffs: ) 


si So jell lS.) eee a 


Principal Financial Group 1,350 
Norwest Financial 308 
Communication Data Services 240 
Kirke-Van Orsdel 2n 
Employers Mutual Casualty 200 
Ruan Transportation 200 
Freedom Group 160 


TECHNOLOGY 


Midwest Lures 
Family-Based IT 


ES, a 
ng work ethic and 
ily folk are all 


think 


Ss you 
bout when someone 
the Midwest. But 
people don’t al- 
iate with the region 
high technology.” 
Des Moines, Iowa, and Oma 
velcoming a growing 
of information 
professionals as 
area where 
hone their 
-an also 
ironment 
x a family 


1and 


also host t 


food, tele 


technol 
peopl 
Connolly 


incre 
nunications in 
was initiated 
Strategic Alr 


sitioned 


OMAHA tT STAFF 
United of Omaha Lite 800 
First Nat'l Bank of Nebraska 250 
Union Pacific Railroad 200 
PKS 200 
Omaha Public Power District 130 
Univ. of Nebraska Med. Center 100 
First Data infosource 80 


with their headquarters here 


which would surprise many 
folks.” 
Fortune 500 companies in 
Omaha include ConAgra Inc., 
Mutual of Omaha 
Co., Berkshire Hathaway In« 


Peter Kie 


Insurance 


Inacom Corp. and 
wit Sons Inc 
Fortune 500 companies in 
Des Moines include Principal 
Financial Group; nearby New 
ton, Iowa, is home to Maytag 


Corp 


‘ vr 
American Dreamin 

‘The No. 1 draw for a person 
with a family is [that] the school 


systems are wonderful, and the 


Who's In Demand? 


day’s labor, a fair day’s wage,” 
says Bill Scales, chief technol- 
ogy officer at Principal Capital 
Management LLC, a 
sidiary of Principal Financial 


sub 
Group. “I think the work cul- 
ture is one that is a participa 
tory culture. They will pitch in 
to get the job done. But IT pro 
fessionals in Des Moines can 
expect approximately $41,000 
for entry level, $55,000 for ju 
nior-level people from 
$60,000 to $70,000 for senior 


and 


level personnel.” 

“If you can spell information 
systems, I think you can start 
out at about $27,000 to 
$30,000,” Connolly says. “And 
if you are a very skilled, techni- 
cally competent individual, it’s 
not ... all that difficult to get a 
job in the $60,000 to $70,000 
range, which is a pretty fair liv- 
ing in this town.” 

‘In addition to trying to offer 
competitive wages, companies 
in the area try to employ reten- 
tion strategies designed to in- 
vest in the career paths of the 
employees 


bell (ccampbell@fnni.com), 


* says Carol Camp 


Percentage of Midwest IT managers hiring for 


the following positions in 1999: 


JOB TITLE 


Network administrator/analyst 
PC technical support specialist 


Senior programmer/analyst 


Programmer/analyst 
Webmaster/Web designer 


general ethics and morals of 


the community and area in it 


self.” says Dan King (kingdp@ 
wellmark.com), group leader of 
IT services at Wellmark Blu 
Blue i 


Moines 


Cross 


of nowhere 


sert, Connolly 


{trees in town 
IT professior 


net 


nvironmen 


work 
i. “We're not 
as New York. We 


to be 


environment 
yuite 

people around 
the clock, 


50 to 55 


King says. “I work 


hours a week, 
there’s an awful lot of my staff 
that gets away with 40 hours a 
week.” 


“People believe in a fair 


second vice president of ser- 
at First National 
Bank of Omaha. “No one wants 


vice delivery 


their skills to become stale or 
obsolete, so one of the big at- 
tractions is our robust training 
program to the skills 
Her 


trained many of its mainframe 


keep 
ilive company just re 
programmers to be Web pro 


vrammers, she says 


Talent Search 


Hiring managers report 
d results in trying to find 
enough talent locally and in ré 
crulting from out of state 
Marsha Blum, director of hu 


man resources and 


customer 


Union Pacific Rail- 


services a 
road Co. in Omaha, says the 
company must go to metropol 
itan areas like Minneapolis 

and 
recruit more experienced IT 


people 


sometimes Texas to 
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We don’t 
expect people 
to be working 

around the 
clock. 
DAN KING, 


WELLMARK BLUE CROSS/ 
BLUE SHIELD OF DES MOINES 


IT professionals also like a 
challenge. Mark Beckwith, se- 
nior vice president at Norwest 
Financial Information Services 
Group in Des Moines, says his 
company is going through a 
technology transition, the na- 
ture of which can also attract 
IT talent. 

After recruiting people to 
the area, many companies have 
found that one of the best re- 
tention methods involves help- 


ing employees get to know one 
relaxed 
Midwest companies also offer 


another in a setting. 


signing bonuses, stock op 
tions, paid time off and flexi 
ble work schedules to recruit 
retain IT 


Blum says 


and professionals, 
Experts say the most impor 
when 
Midwest is 
that it isn’t a one-way street 
Says Kurt Kline (kurt.kline@ 


mutualofomaha.com), first vice 


tant thing to remember 


recruiting to the 


human resources 
at Mutual of Omaha: “We want 
people to know about us and 


president of 


we want to know about them to 
make sure that this is the best 
possible match for them and for 


us ' 


Linkins is a freelance writer in 
Austin, Texas. She can be 
contacted at KPLinkins@ 
aol.com. 
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[ We've already checked 
| this ad for you! 


. John Deere Credit is the rapidly growing and 
Information expanding financial subsidiary of re & 
Company. We seek talented and motivated indi 
Technology viduals to join our 8-billion dollar finance company in 
0 rt iti West Des Moines, lowa and help build on our success 
ppo unl ies We have several! immediate openings and are looking 
for talented individuals with 2 or more years experi 
ence in the following disciplines: Data Analysis 
Modeling, Document Management and Imaging 
Technologies, Electronic Commerce, Project Manage 
ment and IT Architecture 
In addition to a dynamic environment that will c enge 
and reward you for your creative, results-oriente put 
you'll also realize a competitive salary, benefits including 
relocation, flex time and a business casual attire atmosphere 
A physical exam with drug screen will be part of the pre- 
employment process. 
We invite you to plug your talent into our 160-year history of 
creating and delivering quality John Deere products and services 
i E 5 H N ! C A 3 by sending your resume (indicate Dept. #CW101) and salary history 
FAXING: (515) 267-4549, or e-mail: si00548@deere.com 


i} E C at 0) l if | N 6) Human Resources Department 
(515) 267-3943 


UMaine eee, | Sal JOHN DEERE JOHN DEERE CREDIT 
| CONFERENCE lad CREDIT West Des Moines, 1A 50266 


A | 
| 
| 





a The sharpest 
cere Pecadame | tq) jn ||. 


CALIFORNIA. x , 
recruiting Is 


ae 


June 6-9, Pe | Over 2.7 million 


monthly page views 
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1-800-488-9204 5A 
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One of the nation’s top 
IT shops isn’t even in 


portunit ‘Calabasas i Simi Valley, 
CA and Plano, TX facilit 


* C++ Software Engineers 

* Java Developers 

* Lotus Notes Analyst 

* Sr. Visual Basic/SQL Programmer Analysts 
* Visual C++ Developers 

Pee Ua ee Bieler bE ee U else) 


utureofit.com 


fy . , t 

¢ Ou trywide t ts to: Countrywide, Attn: CW/ 
BS n 617, 26541 Agoura Rd., MS AC-90, Calabasas, 
HOME LOANS, INC CA 91302. E-mail: itrecruiting@ countrywide.com. 
2 FAX (818) 878-6616. www.countrywide.com 


Cambridge, MA - Atlanta, GA - Harthord. (7 - Miami. FL - New York (ity - Chicago 
Cambridge Technology Partners is an international 
Whatever you want to do .. Whatever goals vou want to 
achieve ... Wherever you want your career to go ... 
together we'll get there. 


Client Partner Analyst Programmer 


Programmer Analyst - Oracle 
Specialist - Multiple Openings 


Project Manager Systems Analyst 


Technical Team Leader Sr. Systems Analyst 


Mh ebm A ke 


Architect Sr. Technical/Functional 


Sr. Developer Leader 


Associate Developer Sr. Technical Consultant 


Database Analyst Technical/Functional 


Consultant 


Superhighway 
To Success 


www.ctp.com 


Cambridge Technology Partners 
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Job hunt going in circles? 
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TERM POSIT 


£ iapgmeagter: eaiewscns scree ae aia www.careernet.com 


SPEAK 
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MTF Your #1 source for high-tech jobs! 


Recruiters! We also have thousands of 
seatatibesatchdees qualified candidates! Call 1-877-JOBLINK 
today for a trial membership 
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1-800-488-9204 
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Sr. Systems Engineer 
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furniture for what's next 


ORACLE MANUFACTU patie 


Systems inal) sts/Programmers 


Lead Analyst and Developers 


HAWORTH, INC 
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203.761.3998 


WEBMASTER 


BEAVER COLLEGE seeks a full 
time WEBMASTER with 3-5 
years experience in web 
development. Bachelor's De 
gree & knowledge of IIS, ASP 
& JAVA required. NT experi 
ence preferred. Send resume 
to: Human Resources, Box 
1TR, Beaver College, 450 S. 
Easton Rd. Glenside, PA 
19038. AA/EOE. 
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if you’ve learned one thing today, 
you’re not consulting with us. 


ay 
AJILON 


www.ajilon.com 








IT CAREERS 


EXPLE:RE 


a WORLD OF mm ae aes 


internet/| itranct 


™ 


Client Server 


Applications Solutions ERP 


Network Services 


y y Mastech Recsseial on ” Attn North ye arse Slecouant 
412) 490-9861; Ph: 1-800-627-8323, ext.9606 
I: ExploreTheWorld@mastech.com. £ 


www.mastech.com 





Imagine an IT job 
where you make 

50% more money than 

you make today. 


Or go to 
dice.com and © 
actually find one. 


ee dicecom 


igh tech jobs online 
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theS 


Sumenet subsidhary of OBER, Inc, isc leading full service provider of begration 
Seana mene ni omens or an advisor and techricon, 
Sument Group helps its csstomers succeed by i crm ore enone 


hes operangs for: 


JDEdwards Consultants 


Quolded condidates wil hove o combination of the following skil sets 
© Functional knowledge of one or more applicators with JDEdwards “World” or “OneWorld” software 
© An in-depth understanding of the fmanoal, dsstributon or monufocturing modules 
© Strong projet management ski; 
© (PA or CP/ORM accreditation s 0 plus 
© Teor lead skis preferred 
© Experience on AS/400, Uinax, or Windows NT 
© Expenence with programming, deagn and systems onalysss 
© Solid RPG, Cobol, (C++ skis 
© Expenence in o techracal lead positon. 
© Desire to travel 


A Bachelor's degree ond o manamum of | year working weth JOEdwards or another ERP pockage s required 


Opportunities exist in Porsippany, NJ; Costo Meso, (A; Dalles, TX; indianapolis, IN; Gncinnati, OH; South Bend, IN 
Denver, (0; Atlanta, GA; Minneapolis, MN; Pittsburgh, PA 


Au Summit Group, we hwe professionals ond treat them os professional if you ore interested in exploring coreer 
opportunities, forward your resume ta: B. Moore, Summit Group, P.0. Box 5106, Mishowaka, IN 
46546. FAX: (219) 272-8300 or email to: moorebrooke@ summitgroup.com 


We are proud to be on equal apportunty employer Visit our website: http: / /www.summitgroup.com 


Systems Analyst 


formulate and define system scope and objectives through research in order to 
p or modify moderately complex information systems, prepare detailed specifications from 
which programs will be written, design, cost, test and debug documents and the programs 
construct HIOS Nomination report module; develop designated stored procedures for the GEMS 
Capacity Release application, along with a capacity release offer inquiry screen; design and 
struct PowerBuilder screens to add and maintain tanff rates and fee structures; responsible 
or new development of GEMS Billed Rates and for enhancements to PowerBuilder screens, 
de ongoing production support for current production online Billed Rate processes 
batch nomination pricing module per pre-determined design specifications; construct 
Builder screens required to associate transport and gathering contracts involved in a 
price deal; construct PowerBuilder Inquiry screens to display priced nomination data 
internal users and external customers; construct a C program to extract GEMS 
data from various SyBase tables; and construct a 
nm an ongoing basis. 


Responsible to 


transaction file to upload to the 


Candidate must have 2 years’ experience with PowerBuilder, SQL, and ‘C’ software and 
applications, and must have a Bachelor of Science in Computer Science or Engineering, with 2 
experience as a Systems Analyst, Technical Consultant or Programmer/Analyst 


Job requires 40 hours per week; 9:00am to 5:00pm work schedule. Salary is $29.28/hr, no overtime 
pay. Employer Paid Ad. Applicants should send resume to: MJC/ESA, P.O. Box 11170, Detrok, MI 
48211-1170. Reference No. 113698. EDE 
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Tech @ Boeing www. boeing.com/employment 
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Technical Recruiting 
& Retention 
Conference 


as ea 

ioe At) 
& RETENTION 
CONFERENCE 
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Desert Springs Marriott 
Palm Desert, California 


Connect with experts and peers in Palm Desert, California, this 
| 


June at Computerworld’s eighth annual Technical Recruiting & 
Retention Conference. That’s where over 550 corporate technical 


recruiters from across the nation wil! discuss their challenges 


issues and successes in specially designed workshops, interactive 
breakouts and net 
f 


you'll benefit from a complete schedule of topics 


discussions working events. When you attend 
addressing a 

wide range of recruiting issues. What's more, at this event's exhib 
it area, you'll learn about contemporary products and services 


designed to maximize recruiting efficiency 


Keynote Presentations 


ee I.T. Recruiting & Retention 
BARB COLE-GOMOLSKI 


Computerworld Reporter 


IntelligentRisking 


BRIAN O'MALLEY 
a Everest & Africa Adventurer 
> 2 


BARBARA STOKER 
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Special Events & Features 
Town Hall Forum on Compensation Issues 


This popular session has been des 


igned to f de an 


to learn 


ussion of compensation issues. It's an opportunity 


peers and a place to share best pra 


Internet Recruiting Case Study 


Work through the latest in internet options with thi 


exercise 


Meet Formally and informally with Peers 

in the Conference Lounge 

For the first time, we're making a new conference lounge available for for 
mal and informal meetings with your peers. Open during all conference 
hours, it’s a great place to take a break and catch up 
and retention professionals 


with other recruiting 


June 6-9, 1999 


Selected Sessions & Speakers 


Conducting a Technical Screen 
SUSAN HODGES, SEMCO ENTERPRISES 


The Recruiter’s Role in Retaining Talent 
BARBARA MITCHELL, THE MILLENIUM GROUP 


Perception is Not Just Everything, it's Everywhere 
FRANK CUTITTA, INTERNATIONAL DATA GROUP 


Immigration Update 
HARRY JOE, ESQ., JENKENS & GILCHRIST 


|.T. Retention Metrics Best Practices 
DAVID WELDON, COMPUTERWORLD 


Cutting Edge Tools for the internet Recruiter 
BRET HOLLANDER, NETRECRUITER 


Using a P/L Approach to I.T. Recruiting 
DAN HANYZEWSKI, MASTECH 


Electronic Recruiting: Trends and Drivers 
JOHN SUMSER, INTERBIZNET.COM 


Defending the Fort 
JOE ANDREWS, PROGRESS SOFTWARE 


Attracting, Retaining, and Engaging !.T. Talent 
| Using Non-Traditional Benefits 
JACKIE CUDAHY, HEWITT ASSOCIATES 


Call the conference hotline for a complete 
list of scheduled sessions and events: 


1-800-488-9204 
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For more information on advertising, 
call (800) 343-6474 Ext. 6000 
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Attention! will page you, or 
call you on the phone when 
critical system 

or network 

problems occur. 


call in to Attention! to 


receipt of pa 


lerant design supports 


www.attentionsoftware.com 


2175 \. Academy Circle « Suite 100 « Colorado Springs, CO 80909 
(719) 591-9110 © fax (719) 591-9590 


ATTENTION 


Call for free demo software 800-684-1684 


AlarmPoint 


Automated Notification & Response 


COME VISIT US AT 
HP WORLD FORUM 
AUG 17-19 
BOOTH #340 


When problems are detected, 
contact the proper people 
via phone, pager or email. 


Our Evaluation CD 

is the easiest way to learn 
how automated notification 
can benefit your organization. 


To obtain your free 
AlarmPoint Eval CD, 

call toll free at 

(888) 221-0760 (option 1), 
visit our Website or 

email us at 
sales@SinglepointSys.com. 


AlarmPoint T-shirt! 
Visit our Website for more details: 
www.SinglepointSys.com 


Ready to Get Certified? 
The road to certification is long and demanding 
We specialize in providing customized I.T. 
training solutions designed to meet your goals, 
5 your schedule and your budget. 
Whether you're interested in MCP, MCSE. 
MCSD, MCSE+I, CNE, CNA, A+, C++, 
specialized certification programs or desktop 
applications, we can heip 
Custom design a training program that 
guarantees the results you need! 
*Call for a FREE demo and all the details! 


Free Microsoft 
Authorized & Approved 
Study Guides* 


www.omniworldwide.com 


- 800-8 09 - 6 9 O 6 


Top 5 Products/Services 
IT Leaders Want 
Saree Advertised in the 
L£. Computerworld MarketPlace: 


Internet/Intranet * Desktop Software - 
Windows NT ° Internetworking * 


Web Development Tools 


For advertising information, call 1-800-343-6474, ext. 6000 
in Canada, call 508-820-8249 





este MARKETPLACE 


For more information on advertising, 
call (800) 343-6474 Ext. 6000 


HURRICANE E rR 50 Megs Disk Space 
() INTERNET SERVICES 3 Gigs of Traffic 


21 POP3 Email Accounts 
Web Hosting oo 


from 9%°/mo. 24% ino, 


Pa gece girlie For More Information 
* Retiability Email info@he.net 
; Call 
© Support Ad 
ee sve 408.282.1540 
oon 5 wn masa a eer 
ed | www.he.net 


Your Industrial Internet! 


tary aan im red 


ADDRESS FOR SUCCESS 


ees //www.aics.edu | It all comes down to questicns. 0 


* Earn B.S.and M.S.in Computer Science 
* INTRODUCING: B.S. PROGRAM IN 
INFORMATION SYSTEMS 


FREE CATALOG: : 
1-800-767-AICS (2427) ~ / more thé mpanies 
or www.aics.edu * Fol EE guidelines To order, 


www. enemies com 


Transcender. America’s #1 Exam Preparation Software. Transcender 


TU Ham UTE 
Career With 
Our FREE 
SEND UTI 


Computerworld ea 
MarketLink Se 


« pen the Door to Great Career Opportunities 


makes IT easier! + Raise Your nce aeeieg SAC 


> oe Skills, Knowledge and Technical *MCSD <i 
© Study at Your Own Pace * Visual Basic Visual C++ 
® Interactive Hands-on Exercises , * — 
© Online and Telephone Mentoring Available 


www.computerworld.com/marketlink senna 


Call now to get your FREE Course! 
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PERCENT 
IDX Systems 
Manugistics Group Inc . 38.6 
Cambridge Technology 32.6 
Wind River Systems Inc 31.1 
30.9 
30.1 


*tnrs 


Cabletron Systems 
rhe Vantive Corp. 
The Baan Co. NV. 29.1 
Computer Horizons Corp . 26.5 


DOLLAR 


ADC Telecommunications Inc 8.63 
Lexmark International Group (H) . . 8.38 
IDX Systems oak 8.06 
Hewlett-Packard Co. (H) 7.81 
Shared Medical Systems 7.69 
Tech Data .7.69 
Teradyne 5.81 
Intuit . 5.69 


WEEK IN STOCKS © 


Edify Corp. (H) 
@home Corp 

Excite, Inc 

US West 

Dell Computer Corp. 
Panamsat . 3 
Sterling Commerce Inc 


DOLLAR 


Excite, Inc 

@home Corp. 

Qualcomm 

IBM 

Yahoo Inc 

US West 

SGS-Thomson Microelectronics 


-19.25 
-18.81 
-11.69 
-9.75 
-7.81 
-7.50 
-7.25 


UNISYS LANDS ON 


STEADY 


Focus on services market 
drives vendor’s revenue 


BY JAIKUMAR VIJAYAN 
HE INFORMATION technol- 
business is 


ogy services 


paying off big-time for 

Unisys Corp. The once- 

struggling mainframe ven- 
dor has racked up five better- 
than-expected quarters in a 
row, trimmed operating costs 
and increased formerly droop- 
ing revenue. It nearly doubled 
profits between 1997 and last year. 


Unisys finished 1998 with revenue of | 


$7.2 billion, compared with $6.6 billion 
in 1997. Profits, at $387 million, were up 
94% from $199 million a year ago. Earn- 
ings per share grew 130% to $1.06 in the 
same period. The company’s stock has 
steadily from $27 six 
months ago to just under $34 last week. 

“They have far exceeded expecta- 


risen about 


INDUSTRY 
ALMANAC 


GROUND 


tions both in terms of the [speed] of 
their financial improvement and the 
degree to which they have improved 
their [long-term 
Richard Jacobs, an analyst at Janney 
Montgomery Scott Inc. in Philadelphia. 
Much of that momentum is the result 
of its tight focus on the services busi 
ness, a strategy begun by former CEO 
James Unruh and accelerated by cur- 
rent CEO Lawrence A. Weinbach, who 
took charge of an ailing Unisys 
in September 1997 after an 
eight-year stint as chief execu 
tive of Andersen Worldwide. 
Weinbach’s 


prospects],” said 


strategy has 
centered on selling services such as 
large-scale systems integration and 
maintenance. 

Unisys has also developed hardware, 
software and service bundles for verti- 
cal industries that include the financial 
services, transportation and govern 
ment sectors. 

Today, more than 68% of Unisys’ rev- 
enue comes from such services — a fig- 
that Weinbach 


hopes to push to 75 


ure says he 


% in the 
next few years. It has also 


debt 
more 


slashed and repur- 
half its 
stock, saving millions of dol- 
lars in interest and dividend 
payments. 

“The new management 
has comeback 
that few of us believed they 
would be capable of pulling 
off” so quickly, said Michael 
Geran, an analyst at Persh- 
ing, a division of Donaldson, 
Lufkin & Jenrette Securities 
Corp. in Jersey City, NJ. “The 
challenge will be to grow it 
from here.” D 


chased than 


fashioned a 


52 
EXCH WEEK «RANGE 
SOFTWARE UP 8.3% 


TELECOMMUNICATIONS CARRIERS OFF -1.39 


SERVICES UP 6.0% 


52 
EXCH «WEEK «RANGE 


SEMICONDUCTORS, CHIPS & EQUIPMENT UP 0.9% 


COMPUTER SYSTEMS OFF -0.8% 


INTERNET OFF -2.99° 


STORAGE & PERIPHERALS UP 0.5% 


KEY: CH) = New annual 
(L) = New annual low 


ached in period 


Copyright Nordby International, Inc., 


Tt 


com) [his 1 i 


Colo. (nordby nformation is based on 


sources believed , and while exten 
sive efforts are made to assure its accuracy, no 
guarantees can be made. Nordby International and 
Computerworld assume no liability for inaccura 
cies. For information on Nordby’s customize 


nancial research services, call (303) 938-1877. 
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How to Contact Computerworld 


Main phone number 


Main fax number 
24-hour news tip line 


www .computerworld.com. 


firstname _lastname@computerwortd.com. 


\ 


firstname_lastnameidg.com. 


letters@computerworld.com 


PO Box 9171, 500 Old Connecticut Path, 
Framingham, Mass. 01701 
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www.computerworld.com 
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Edstor in Chet 


Executive Editor 


News Editor 

Business Editor 

Technology Editor 

Assistant News Editor 
Assistant News Editor 
Assistant Business Editor 
Asssstant Technology Editor 
Online News Editor 
Industry Edstor 


Labor sssues. [S careers 
IT services, systems 
integration. outsourcing 
health care industry 
intel servers. thn chents 
travel industry 
Databases. data warehousing. 
transportation industry 
E-mail, groupware 
workflow. document and 
knowledge management 
tood processors/supper industry 
Computerworid online 
New products. 
muttumedia, storage 
Microsoft. NT. BackOffice. Novell. 
Dublirshung/advertising industnes 
Mobsle computing. 
desktop systems 
aerospace. defense contractors 


is best to submi 


t editors anc Microsoft, investigative reports 


Security, encryption, viruses 

IT management, year 2000. 

financial services 

e with their E-commerce. business 
t energy/utilities 


Computerworid online 
Application development, Linux 
desktop applications, retailers 
Java, intranets. 

E-commerce technologies. 
pharmaceutical industry 
Client/server software 

Unix applications. 

process manufacturing 
State/Federal government 
antitrust, legal issues, politics 
Midrange and maintrame 
hardware, Unix 

heavy manutacturing 
Internetworkung. 
telecommumcations. 
automotive industry 


Staft Cotumnist 


Cotumns Editor 


IT management. leadership 
IT management, year 2000 
Field Report 

Executrve Technology 
Renews 

Field Report, reviews. 
Emerging Companies 

IT Careers 

IT Careers 

QuickStudy 

Special Projects 


{T management 
Business. technology topics 
Technology. product reviews 


research manager Hunt, librarian, research 
analyst: 4 W graphics coordinator 


managing editor/oroduction 
assistant managing editor/production 
assistant managing editor/specia! proyects 


copy editors 


M design director 
art director/features. Mi Hayes, art director/news. 
Nancy Kow vid Wa Mary Beth W 
associate art directors. A graphic designer 
cartoonists. 


office manager (°x' 


edstorial assistants 


director 


M. online news editor 


reporter (£ 4-7117.K ft reporter 
y vy’ onkne services manager 
senior copy editor; John Web developer 


online researcher: / audio engineer 
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NEWS 


Most Companies Already Bitten Ly Y2K Bug 


Most glitches minor, but 
some suppliers ditched 


BY THOMAS HOFFMAN 

On the surface, the figures are 
startling 72% of 152 large 
companies have already expe- 
Y2K 


according to 


rienced sort of 
related 


newly 


some 
glitch, 
released results in an 
ing survey by New York- 
America 
LLC and Rubin Systems Inc. in 
Pound Ridge, N-Y 
date, most of the 


ong¢ 


based Cap Gemini 


prob- 


Continued from page 


J.D. Fieri 


are having to mix the applica- 
said they don’t 
choosing J. D. Edwards 

But the mixed installations 
mandate that they use the 
AS/400 as their database serv- 
er, and the users said the two 
applications require separate 
approaches to training, securi- 
y and administration 


tions regret 


Company Mixer 

Mixing packages wasn’t part 
of the plan for buyers such as 
Granite Rock Co., a Wat- 
sonville, Calif., paving contrac- 
tor and maker of construction 
materials that wanted to base 
its enterprise resource 
ning (ERP) 
OneWorld. 

‘But then the reality 
said Steve 


plan- 
system just on 
set in,” 
Snodgrass, Granite 
Rock’s controller. 


When the company began us 


corporate 


ing J. D. Edwards’ software a 
year 


stallation “ 


ago, he said, a mixed 
was really the only 
option” because applications 
such as payroll and fixe 
management 
from OneWorld. 

For a follow-on implementa- 


tion that went live last month 


»d-asset 


were missing 


at its construction division, 


MOREONLINE 
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with ¢ 
negligible impact on the 3s 
tom line, 


lems have been minor, 
observers said. 

“We've had a couple of mi- 
nor Y2K glitches with minimal 
impact id Jerry Miller, CIO 
at Sears, Roebuck and Co. The 
Hoffman Estates, Ill.-based re 


tailer ran into a snag a few 


months ago when one of its 
partners entered Y2K-sensi- 
tive software code into an elec- 
tronic data interchange system 
they both use. The result: Sears 
was unable to schedule orders 
with the manufacturer for a 


few days, Miller said. 


Granite Rock ended up using 
ASA00 green-screen 
after 


bogged 


just the 
software 
OneWorld 
wide-area network. 

Dave Girard, chief operating 

Denver-based J. D. 
conceded that early 
OneWorld 
and sta- 


down its 


officer at 
Edwards, 
releases of “were 
not production-ready 
ble” across the board. Conse- 
quently, the company late last 
50-employee 
free of charge 
help 
problems OneWorld’s 
manufacturing applications. 
The SWAT 
“working 


year set up a 
team to work 


with users to resolve 


with 
team is now 
final 
that 
added 


rade due 


through the 
problems in 
area,” Girard said. He 

that a OneWorld up 
in mid-June should fully stabi 


throes of 


lize the software and round out 


its functionality with missing 


pieces such as support for 
ing contract billing. 
which this 


to report a first- 


manag 

J. D. Edwards 
week is due 
quarter operating loss of more 
than $25 million — expects the 
B73.3.1 upgrade to make it pos- 
sible for users to meet all their 
needs with OneWorld. “That’s 
the magic bullet 

John Reinhardt, 
at Decision 

Fremont, Calif. 
on OneWorld 
month’s 


” Girard said. 

a consultant 
Technologies Inc 
who works 
installations, 
upgrade 


said next 


should be “a watershed re- 
lease” for the software. 

But Reinhardt said a current 
client — the orthopedics unit 


of Johnson & Johnson Inc. in 


tests of 


Y2K observers wonder how 
many big problems companies 
are covering up to avoid shak- 


ing shareholder confidence 


“If companies are hiding 
these problems, they’re beings 
covered up very, very well,” 
said Kazim Isfahan 

at Giga Information ¢ 


, Mass 


an analyst 
sroup Inc. 
in Cambridge 
major 


For example, one 


pharmaceutical company de- 
stroyed at least $500,000 worth 
after the 
dates on the packaging 
misprinted and 


having been past 


of drugs expiration 
were 
mistaken for 


lue, said Ca 


still 
1 mixed in- 


New Brunswick, NJ. — 
plans to start with 
stallation of OneWorld and the 
WorldSoftware gree 
applications _ this 


n-screen 
summer 
while waiting for other users to 
test out the upgrade. 

OSF Inc., a Ti 
maker of retail-store 


ronto-based 
displays, 
is another user that was forced 
to split its installation between 
the two J. D. Edwards applica- 
tions. As a result, “we basically 
have two different systems ac- 

*ssing the said 
David Mudie, a senior applica- 
tion specialist at OSE 

For OSF, Mudie 
OneWorld uf 
inate the 


same data,’ 


added, the 
grade won't elim- 
need for the green- 
screen software. The company 
doesn’t exp 


of OneWorld supporting ¢ 


ect to get a version 
ana- 
dian payroll requirements for 
at least another 18 months, he 
said. 

Granite Rock hopes to begin 
migrating its construction di 
vision to OneWorld in Septem- 
combining the B73.3.1 
with Mic 


Windows 


ber by 
release rosoft Corp.’s 
Terminal Server 
software to relieve the 
sure on its WAN 

But the green-screen appli- 
cations probably won't be fully 


eliminated until 2001 at the 


pres- 


earliest, said Brad Stimson 
Granite Rock’s project manag- 
er. In the divi- 


have to 


meantime, the 


sion’s workers will 
switch back and forth between 
the products. “To the users, 
this is not going to be transpar 


ent,” Stimson said. DB 


pers Jones, chief scientist at 
Artemis Management Systems 
Inc. in Burlington, Mass 

found that 


The study also 


8% of the 152 companies and 14 
government agencies surveyed 
have severed business rela 
tionships with a supplier, part 
ner or customer. 

Prudential 


pany of 


Com- 


said 


Insurance 
America, widely 


to be a year 2000 front runner, 
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Pet Projects 


the requests are truly related 


to the year 2000 computer 


glitch. Supplicants are merely 
following the money. 

But they aren’t pulling any- 
thing over the eyes of savvy 
year 2000 managers, 
whom expected as much and 


in some 


many of 
cases erected clever 
other 


companies are 


defenses. In instances, 
allowing some 
requests to get through. 
Consider Florida’s Orlando 
Healthcare System 
which has pretty much pulled 
the plug on all 
technology 
than Y2K expenditures. 


“We've got peop le coming 


Regional 


information 


spending other 


out of the woodwork with vari 


ous and sundry pet projects 
and trying to tie them to Y2K,” 
Rick 2000 


manager. 


said Ridge, year 


Among them have been re- 
automated sys- 
tems to medical 
ment. Other departments have 
asked for new or upegrs aided PCs 


quests for new 


test equip- 


to run user-developed Mi- 


crosoft Corp. Access applica- 


tions, which are a far cry from 
mission-critical, Ridge said. 
Michelle Cammarata, 
2000 manager at Yellow 
Freight Services Inc., the II 
arm of Yellow Freight Co. in 
Overland Park, Kan., has also 
fielded her share 
for new PCs. Mostly, she said 
from field trucking 


year 


of requests 


they come 
terminals. 

‘They write in saying they'd 
like new 
2000 when really the functions 
they’re doing are not affected 
[by the date change],” Cam- 
marata said. “Still, they'd like a 
new PC, so they’re putting a 


PCs because of year 


93 


i replaced several of its sup- 


pliers by this time 
because of 

their Y2 
Dec, year 2000 program 


Newark, N_] 


r for the 


insurer. D 
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Y2K stamp [on 
quests]. 
Bogus IT funding requests 
are by no means a new phe 
Business 


nomenon Managers 


have been using the techno 
speak of the day for years to 
get pet projects approved, ac 


cording to Scott Shemwell, 


20-year IT veteran and direc- 
tor at Electronic Data Systems 
Corp. in Houston. 


On the Bandwagon 
“As each new hot item 


comes out, there’s a tendency 
to float [requests] in that direc 
tion,” Shemwell said. “When 
CAD/CAM came out, we 
some of the same stuff. We 
could new computers be- 
cause we put CAD/CAM in 


he said. 


Saw 


[the request],’ 
“People have learned that by 
right 


using the verbiage in 


their request for funding, they 


what they ordinarily 


added. 
savvy IT 


an get 
wouldn't,” he 
Some shops were 


looking 


fenses 


ahead and built in de- 


financing such 
Bangor Hy- 
n Bangor, 


To prevent 
slipp 
dro-Electric Co. 
Maine, 
budget test from the outset of 


ery requests, 
established a strict 


its year 2000 project 
First and foremost, funding 
was strictly limited to fixing or 
replacing systems 
that, if left unattended, 
cause an operational failure at 


computer 


would 


the electric utility. 

“We were careful from Day | 
that our project would only 
strictly 


Mike 


project 


take things that were 
Y2K-related,’ said 
Williams, year 2000 
manager. And 
months to go, nothing 


with seven 

extrane- 

ous has slipped throt 

as he can tell, Williams said 
“But that doesn’t keep p 

ple from trying,” he added.D 


@) Ar & 
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It’s the users, stupid! 


INALLY! AT LONG last, IT gets some credit for the boom- 
ing economy. Back on May 6, no less an eminence than 
Federal Reserve Board Chairman Alan Greenspan an- 
nounced that IT is a driving force behind continuing 
economic growth. IT is increasing worker productivity, 
said his Fed-ness, keeping inflation low as the U.S. economy 
keeps growing. Ever since Greenspan’s pronouncement, IT’s deep 
thinkers have been patting themselves on the back, saying 


AKING 


build and users sat through whatever training 
we sent them to. Today, PCs crash all the time, 
new programs show up at CompUSA every 
week, and business users figure out a shocking 
amount of IT stuff by themselves. And on the 
Internet? Hah! Everything crashes (or locks up 
or fails to respond) a half-dozen times before 
lunch, the Web « 


this so much as slows 


hanges constantly, and none of 
users down 
rs ago this month, business 


Twenty ye 5 users 


vot their first reason to treat IT as a tool they 
could handle when VisiCalc, 
the first desktop-computer 
spreadsheet, was introduced 
it the 1979 West Coast Com 
puter Faire 
Iwo decades later, users 
ve absorbed it all. They’re 


eek aan ehcmnmeat iis 


IT users, not IT 
departments, 
have improved 
U.S. produc- 
tivity. 


y IT is used because 
they’re the ones who began 
using it. Once users started 
to control what IT does, in 


stead of IT | 


controlling wnat 
users do, they created all that 
wonderful IT-based produc 
tivity we ve been trying to 
generate for decades 

Sure, we did our part. We 
built the systems and kept 
them r ing. We deserve 
credit for holding up our end 
of the IT bargain 

But let’s not get stupidly 
self-congratulatory. When 
we had an iron grip on IT 
were just spending money 

wasn’t until users re 
in and took control of 

how they use IT that we fi 
nally saw big-time results 

But at least we can take 
comfort knowing that, between IT shops and 


users, we're finally making the difference. D 


Hayes, ¢ 


ered IT for 20 years. His e-mail address is 


omputerworld’s staff columnist, has cov 
mainframe 


S LOOK TWO years to frank_hayes@computerworld.com 


THOSE CRAZY KIDS Siever 
Broudy, ClO at WestStar Cine 
nas in Encino, Calif., has lots 


nanager 


THOSE WACKY VENDORS 


You d expect vendor-company 


THE PRESIDENT'S COUNCIL 


Year 2000 Conver 
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Sam casteningedity 


launching a nationwide car 
paign today to encourage com 
munity “conversations about lo 
al Y2K readiness 
you, but here in the Tank 
we're sick to death of Y2K “con 


h people sidle 


Don't know 


rsations” in whi 
ip at parties seeking the Real 
Y2K Lowdown from a Real Com 
puter Guy. Hint: Casually tell ‘em 
you couldn t care less because 
your bomb shelter is fully 


tocked 


WHO KNEW QUARTERLY 
financial results could be so er 
tertaining? Consider this quote 
"Zapata Corp. (ZAP): The fish 
vil, I asings and Internet 

mpany reported a net loss for 
the quarter ended March 


Meat casings? 


BRISTOL TECHNOLOGY has a 
private antitrust case goin 
ft. Jury sel 
2k. Here’s a at 
the Redmond lawyers 
ean feeling for or 
organizations 
substantial wealtt 


vent you from be 


tip on a doubie-dealing 
r or a stingy employer? Or 

maybe just feel like gloating be 

e you re an Internet 

Shark isn’t? Shoot ar 

ly US ail to the Tank 


sharky@computerworld.com. 


anor 
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NaviSite 


east coast 888.298.8222 


When your web site w 

arias mk tem genteel ae 

tive company informatiGl ares purchases and acts as a 
key communication channel. Can you afford to trust your 
site to just anyone? 


You have other applications that are critical to your busi- 
ness. Ensuring security and reliability cars be extremely 
costly, though not nearly as costly as if your site went 
(roa 


That's why you need NaviSite's customized business criti- 
cal Outsourcing solutions. As the most reliable, secure and 
cost effective solutions around today, we keep your appli- 
Cations up and running 24 hours a day, 7 days a week 


When it comes to your business critical applications, 
Play it Safe with NaviSite— a Leading Applications 
Service and Web Hosting Provider 


* west coast 888.755.5525 





“ At FedEx, it used to take hours 


to analyze profitablity at our 
46,000 locations. 


Now with 
we do it in seconds.” 
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FedEx perfected the concept of 
getting packages to customers fast. 
Now they're delivering complete 
financial reporting to their managers 


at online speed, with WebFOCUS 
from Information Builders. 


FedEx uses WebFOCUS to give 
managers access to customer and 
sales data from their 46,000 U.S. 
outiets and drop sites. Previously, it 
took weeks to get this information. 
WebFOCUS provides it in seconds. 


The ultimate benefit, Ron Houston, 
Manager of Systems and Support at 
FedEx says, is that “WebFOCUS is 
helping us analyze and increase 
profitability company-wide.” 


Now that’s a package every business 
manager wants to receive. 


infsrmation 





www.ibi.com/fcow 800-969-INFO 


Builders 


UNITING 
AND THE 


THE WEB 
ENTERPRISE 


